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.. than BRODIE BiRotor 
measuring units? 








— It’s what’s inside that counts 


Just two simple rotors in a compact unit-built assembly encased 
in a welded all steel housing—that’s a Brodie BiRoter Meter in a 
nutshell. In terms of metering performance and service, this means: 


e No metal-to-metal contact in measuring unit 

e No complicated mechanisms 

e Ready accessibility for inspection and cleaning 
e No need to disturb line connections 

e Complete interchangeability 


—and above all, millions of gallons of service with no measurable 
wear, less maintenance, less repair. Simplify your metering prob- 


lems with Brodie BiRotor Meters. Investigate fully. Write for com- 
plete details. 
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Bropie Bik” METERS 


RALPH N. BRODIE CO., INC. . ALVARADO & WEST 137th AVE., SAN LEANDRO, CALIFORNIA, U.S. A. 
Division Offices: 550 SO. COLUMBUS AVE., MT. VERNON, N,Y. + 59. VAN BUREN, CHICAGO 5, ILL. + 167 PARKHOUSE STREET, DALLAS, TEXAS 
221 9th AVE. N., SEATTLE 9, WASH. « 5401 E. SHEILA STREET, LOS ANGELES 22, CALIF. » REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 














For example... 


Back in 1925, Ethyl engineers developed a vacuum system that the in- 
dustry now uses for the mixing of antiknock fluid with gasoline. The heart 
of the system is an eductor, and the main advantage of the system is that 
at no time is fluid under pressure. If a leak should develop, air leaks in— 
not fluid out—an important safety feature. 


Over the years, we’ve improved piping and valve manifolding arrange- 
ments, made improvements in mixing techniques, but the basic principle 
of a completely closed system hasn’t been changed. This worried us, be- 
cause we felt that, with the years and the many technical advances, there 


(Continued on next page) 





Never leave well enough alone 


(Continued from preceding page) 


must be a better way to do almost anything. Our research engineers 
experimented with all sorts of ideas, but couldn’t seem to find anything 
that would do the job any better. 


To assure ourselves that we hadn’t overlooked anything, we called 
for an outside opinion. Arthur D. Little, Inc., of Cambridge, Mass., was 
brought into the picture. They put their best brains on the job. Well— 
to make a long story short—they could find no way to improve on the 
eductor system. 


The Ethyl mixing system is one of the few things, if not the only one, 
that we haven’t been able to greatly improve over the years. We still 
hope to find something better. The point is that we are going to keep on 
trying, because we “never leave well enough alone.” 


ETHYL CORPORATION 


NEW YORK 17, NEW YORK 


Ethyl service is backed by 29 years of antiknock experience 


RESEARCH FARM SERVICE SAFETY SERVICE 


SALES HELPS ROAD TESTING GASOLINE TESTING 
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Super Flex 


Passenger 


Grip Trac 
Passenger and Truck 


Cruiser 
Passenger 


Sales come easier when 
you carry top-quality tires with 
high public acceptance ! 


Year after year Kelly “know-how” consistently 
produces tires that make it easier for you to 
sell new customers and re-sell old ones. In fact, 
Kelly gives you everything you need to develop 
a bigger volume of sales! 


e@ A 58-year reputation for craftsmanship that 
makes Kellys an excellent quality leader for 
your whole TBA line. 


@ Tires you can sell at top prevailing prices, 
thus protecting your profit margins. 
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Truc Trac 


Truck 


Commercial Heavy 
Tread Truck 


e@ An ample trading area in which to grow and 
build repeat business. 


e@ Acomplete line for farm, truck and passenger 
vehicles. The right tire to sell to every 
customer! 


@ Strong advertising support in leading maga- 
zines and a powerful promotional follow- 
through at the local level. 


. and there’s still more to the story! Write 
today and we’ll send you all the facts about a 
money-making Kelly Franchise. 


THE KELLY-SPRINGFIELD TIRE COMPANY 
Cumberland, Maryland 





Proved 
and Improved 
for 58 years! 


Sobling Kelly Ties is a. Good Business 
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Daily, more and more Service Stations are 

adopting this fully proved, well established 

OPW AUTOMATIC SHUT-OFF NOZZLE 

as a necessary pump fixture. 

Operators like these features: 

Positive shut-off! Nozzle operates at a trick- 

ling 214 GPM to 12 GPM capacity. No over- 

flow at top discharge. Eliminates hazards, fen- 

der smudge, product loss and erosion of sur- 

facing materials, 

The OPW 1811 Nozzle is lighter! Sand-cast 

of OPALUMIN (as strong as bronze, only 

one-third the weight). Withstands normal 

dropping and abuses. 

The stainless steel automatic mechanism needs 

no lubrication. It’s permanently packed and 

cannot be tampered with. 

Any inexperienced operator can use this mod- 
en Seen oem mem, | ern “smooth” designed OPW AUTOMATIC 
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motorist into service stations for a battery checkup with re- 
sultant customer goodwill by preventing battery failure on 


SELLING PREMIUM TBA—Woman oil jobber builds sales vol- 
ume on premium class tires—both truck and car. In addition, 
most of the company’s gallonage is in premium gasoline and 


HOLDING DEALERS WITH TBA—Helping build profits at 
stations with tires and batteries is one consignee’s way of 
finding and keeping good dealers and increasing his own vol- 


TBA WAREHOUSING—The new warehouse of a major oi] com- 
pany is designed for efficient handling of tires, batteries 
and other TBA. A special attachment for handling tires on a 
lift truck, without a pallet, has been devised 


‘WELCOME’ BOOSTS VOLUME—One major company held 
a “Welcome Week” at stations with emphasis on the “hi 
neighbor” theme. Company is following up with a “Welcome 
Traveler” campaign with the emphasis on —_—! tourists 
and keeping restrooms extra clean 
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“Tuffy” puts p'us wallop in Armstrong Tire ads to 
57 million readers of America’s biggest magazines! 


ARMSTRONG 
Tufty’s the friendly and dramatic visual symbol 
of famous Armstrong Rhino-Flex construction. 
He sells unsurpassed Armstrong quality month 
after month to the millions of readers of 
The Saturday Evening Post... Collier’s... 
Time ... Look... American Legion 
Magazine ...Capper’s ...and Farm Journal. 
Proof—no tire manufacturer advertises 
more aggressively than Armstrong! 


Some of the hard-selling 
promotion material available 
to Armstrong distributors— 


Point of sale packages . . . Iden- 
tification signs . . . Outdoor paint- 
ed boards . . . Window and Floor 
Displays . . . Direct mail . . . Dem- 
onstrations . . . Novelties. Write 
Armstrong Rubber Co., West Haven 
16, Conn., Norwalk, Conn., Nat- 
chez, Miss., Des Moines, lowa, 601 
Second St., San Francisco, Calif. 
Export: 20 East S0th St., New 
York 22, N. Y. 


NATIONAL PETROLEUM NEWS 














aal 


285,954 SERVICE STATION EMPLOYEES ARE FIRST REPLACEABLE CARTRIDGE / 


AT WORK IN THE U.S. EVERY DAY SELLING TBA 
ITEMS. BECAUSE THESE SERVICE STATIONS 

ARE CONVENIENT TO THE CUSTOMER, THEY HAVE 

SUCCEEDED IN BUILDING UP AN ENVIABLE TBA 4 
SALES RECORD. FOR EXAMPLE, THE MOTORIST WHO 

REGULARLY BUYS 10 GALLONS OF GASOLINE ENTERS 

A STATION APPROXIMATELY 62 TIMES PER YEAR. 

THUS THE SERVICE STATION BECOMES A HIGHLY 


WAPORTANT TBA OUTLET, FIFTY MILLION PRIVATELY OWNED VEHICLES 
ARE REGISTERED IN THE UNITED STATES THIS 
YEAR. EVERY ONE IS A POTENTIAL CUSTOMER 
FOR TBA! , 50% OF WHICH IS SOLD THROUGH 
SERVICE STATIONS | AND THE OIL COMPANIES 
AND OIL JOBBERS WHO MERCHANDISE TBA 
ITEMS THROUGH SERVICE STATIONS 


IN 1950...44,115,000 SERVICE 
CALLS WERE MADE BECAUSE 


a 
OF BREAKDOWNS DUE To TBA IT 1S ESTIMATED THAT THE 
FAILURES. THIS 1S BIG BUSINESS MARKET FOR OIL FILTERS COULD 


FOR THE MAJOR OIL COMPANIES REACH $115,000,000 IN 1951" SAYS 
AND INDEPENDENT JOBBERS JIM LIGHTBURN SALES MANAGER 
WHO SUPPLIED THE TBA RepLAce- PUROLATOR INC."TO HELP US TELL 
MENTS FOR THESE CAR OWNERS. PUROLATOR'S STORY TO THE MAJOR O1L 

_ COMPANIES AND INDEPENDENT JOBBERS 
WHO WILL MERCHANDISE THESE FILTERS, 
WE DEPEND ON NPN" 
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*TBA iS THE OIL INDUSTRY'S DESIGNATION FOR TIRES, BATTERIES AND ACCESSORIES 
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1907 Pope Hartford 


44Ain't gonna get nowhere sittin’ there,Sam! _ity and quantity, is helping to keep them so. 
Better hire a team of horses and pull ’er out.” 


As part of this forward-looking industry, 

This was a fairly common experience back the Gulf Companies are working constantly 

in the days when motoring was restricted toa § to advance the contributions of oil to auto- 

daring minority who had vision and a taste motive progress, thuscontributing to thecom- 

for adventure. fort and well-being of American motorists. 
What a strange contrast it offers to the 

wide highways and dependable motor cars 

you see today in every state in the Union! 


Why, these exciting and efficient cars are 
among the most valuable servants we have. 
And the petroleum industry, by supplying 
fuels and lubricants in ever-increasing qual- 


GULF OIL CORPORATION + GULF REFINING COMPANY + GENERAL OFFICES, PITTSBURGH, PA. 
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NOW A MEMBER 


©} a Bat 
BEA N FAMILY 


Take advantage of a ready-made market with this newest 
member of the John Bean Family — the Peco Skid-Defier. 
Major tire companies are investing millions in advertising 
creating a demand for safer, longer-wearing, “deskidded”’ 
tires. This machine effectively deskids tires by slitting the 
tread. The market is ripe — motorists are eager for this new 
service. Make new profits with only a modest investment 
ina Peco Skid-Defier. Peco units and accessories are now 
available at your John Bean jobber —ask him for full 
information or write us. 











FOOD MACHINERY AND CHEMICAL CORPORATION 


LANSING 4, MICHIGAN ea 


JOHN BEAN DIVISION iy 


WHEEL BALANCERS AND BALANCING FOOLS 
© CAR WASHERS © HEADLIGHT TESTERS 











THIS ADVERTISING 
Keep the power you bought 


Whether you pile up the miles in cross-country 


hap t eunnend-ang dey Dining, Ge poe Month after month . . . for twenty-nine continuous 


motor a break. Use only 100% Pure Pennsylvania ‘ x R e 
Motor Oil... made from the finest crude the years ... leading national magazines have carried 
world has ever known. It provides that comfort- . . 
oo Cacaninaciidads ahh aun anstecs dn the story of 100% Pure Pennsylvania . . . the oil 
See onl eget sia Se Siorms made from nature’s finest crude . . . to millions of 
tion that robs you the power you ght. > > 

car owners in all walks of life. Whether you do 
business in a major city, county seat, or in the 
BUY 100% PURE heart of rural America, the answer is the same: 


your dealers’ customers and their prospective cus- 


PEN NSYLVAN IA tomers are included in those car-owning readers. 


MOTOR O1l jo=x, YOUR DEALERS CAN SELL THEM BY TELLING THEM 


“Vv 
# 100°. PURE *% 


Sell them by offering them your brand of 100% 

Pure Pennsylvania. 

Sete — Sell them by pointing out the greater engine pro- 
Snethalty e dus auupuaetian tection . . . insurance against costly repair bills . . . that 


comes from using 100% Pure Pennsylvania Motor Oil. 


Sell them by displaying Pennsylvania oil in a 
promirient location. 





LVANIA ee + hteatel OIL 











For your protection, only oils made from 100% Pure Pennsylvania Grade Crude 
which meet our rigid quality requirements are entitled to carry this emblem, 
the registered badge of source, quality and membership in our Association. 


>. 4 
Ass = 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


Oil City, Pennsylvania 
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AHEAD OF THE NEWS 





ANTI-RE-REFINER—Look for the National Oil Job- 
bers Council to take a firm stand in November that oil 
re-refiners be required to pay the manufacturer's tax 
of 6c per gal. which refiners of new lubes must pay. 
The subject came up for discussion at Traverse City 
last week but council members felt they hadn’t studied 
it sufficiently to take any definite action yet. How- 
ever, several members argued that re-refiners are 
giving jobbers a black eye, as well as the industry 
generally, when they claim that it isn’t necessary 
to change oil at any particular mileage interval. 
Several NOJC members who happen to be oil com- 
pounders were particularly incensed at the re-refiners’ 
campaign. A committee will be studying the matter 
and is likely to issue a strong report demanding that 
the tax be applied to re-refined oil and that the re- 
refiners be required to modify their advertising claims. 


TIRE FIGHT—American Oil Co., of Baltimore, has 
become the first, and so far the only major company 
to join with the rubber companies in attacking the 
Federal Trade Commission rule setting a carload limit 
on quantity discounts in the sale of tires. American 
Oil’s petition, filed in the District of Columbia Federal 
court, claims FTC rule will force oil companies and 
all private brand tire distributors out of retail tire 
business, and will have ultimate effect contrary to 
antitrust laws, because it will promote monopoly, in- 
jure competition, and saddle consumers with higher 
prices for replacement tires. American Oil has long 
been a marketer of its Amoco brand of tires, and 
other TBA merchandise. 


CO-OP TAXING — The way appears to have been 
opened for a renewed drive against the tax privileges 
of co-operatives, despite the fact that this is a political 
year. Sounding board has been provided by the Joint 
Congressional Committee on Internal Revenue Taxa- 
tion, a group of tax experts who advise both the 
Senate Finance Committee and House Ways and 
Means Committee. The joint committee has issued a 
call for tax recommendations from everyone con- 
cerned, and it is not expected that tax-equality ad- 
vocates will let this opportunity go unheeded. Signi- 
‘ficantly also, platforms just adopted by both parties 
confine support to “bona-fide” farm co-ops which 
must conform to certain requirements in order to re- 
tain their tax-exempt status. Another significant de- 
velopment is that the U. S. Junior Chamber of Com- 
merce has gone on record in favor of taxing the “busi- 
ness income” of all co-ops. 
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OIC ADS HOLD GROOVE — The Oil Industry In- 
formation Committee’s advertising subcommittee has 
decided that when OIIC advertising in national maga- 
zines is resumed in the fall, it will employ the same 
news-picture type ads it was running before the sched- 
uled summer “blackout.” It expects the ad it has 
planned for September to be a real “stopper,” a pre- 
liminary version having been rated high in reader in- 
terest on the basis of a new method of pre-testing. 
The ad’s “story” is about the use of fuels and lubri- 
cants in our Arctic defenses, and is captioned “51 de- 
grees below zero.” Key pictures show the submarine 
“perch” in the Bering Sea. 


OPEN PIT RESIDUAL STORAGE—Will other Mid- 
Continent refiners join the Kansas Co-op that recent- 
ly resorted to earthen storage for surplus residual 
fuel? Most say they won't, although a Texas refiner 
says he could “dig a 100,000-bbl. capacity pit for 
$1,000,” and would if he needed more tankage. Some 
refiners say earthen storage is almost as good as 
steel tanks, although “messy and cheap looking.” 


TIDELANDS DEFEAT?—Some proponents of federal 
control of “tidelands” oil development are pessimistic 
about outcome of dispute in Congress next year. At 
least one source who has been on inside of battle for 
years says he thinks state quitclaim bill will be en- 
acted. Of course, issue depends to large extent on 
elections. Conceivably, federal] control advocates 
could pick up enough support in elections to stymie 
quitclaim bill in Senate but they, as of now, think 
prospect is gloomy and that even another White House 
veto probably would be overridden. 


$1,095,000,000 FOR TEXAS ROADS — That's the 
amount Texas State Highway Dept. says is needed if 
state roads are to be developed and maintained “at 
an adequate standard” during the next five years. The 
department has available $595 million during that 
period, needs $500 million more, and urges next ses- 
sion of legislature to “provide a solution.” 


MARKETER’S LOAN PROGRAM — Although still 
probably a long way off, Petroleum Marketers Assn. 
of Texas may one day have a loan program for the 
benefit of all members. Committee to study pros- 
pects of such a project will be named soon. 





Posed for 


PUROLATOR 
by Bert Lahr, 
famous comedian, 


star of stage, screen, 
radio and television. 














“WHAT! Tou wont even let me look.../° 


No wonder Bert’s hurt. A flat “No!” is 
something a dealer rarely runs into nowadays. And 
even when he does, he has all the answers. 


Not only do most motorists let the dealer look, but 
according to a recent nation-wide survey, 9 out of 10 
buy when they’re shown a dirt-clogged filter, told 
the harm‘it can do an engine. 


What’s more, they almost always buy a Purolator 
Micronic* when they’re shown how it filters more 
dirt faster—helps the oil do a better job. 


Plenty of filter business—everywhere! And it’s good 
business, too—easy to get—easy to hold—profitable! 
Every car with an oil filter (any make), can be sold 
at least two—often more—Purolator* refills a year; 
every Purolator refill sold sells an extra quart of oil. 


So . . . stock your dealers to sell every car that 
calls. You’ll find it pays—everyone! 


REMEMBER... First, last, and all the time— 
Purolator is No. 1... with everyone! No. 1 in the 
way it’s built. No. 1 in the way it’s backed by 
constant, powerful national advertising. 


PUROLATOR PRODUCTS, INC. 

Rahway, New Jersey, and Toronto, Ontario, Canada 

Factory Branch Offices: Chicago, Detroit, Los Angeles 
*Reg. U.S. Pat. Off. 


PUR DLATOR scr, 


(ENGINEERED FOR d EVERY MAKE OF CAR ) 








FRAM helps build oi 


That’s right! Many motorists say “Change my Fram,”’ instead 
of “‘Change my filter cartridge.” And that means they’re going 
to buy their petroleum products where they can get Fram 
Replacement Cartridges! 


Fram has become the best known oil filter on the market 
through years of intensive advertising and merchandising. Fram 
offers absolute proof of superiority by scientific tests (see chart 
below). Fram makes filters and replacement cartridges . 
nothing else. 


All this adds up to a quality product that can set an unpre- 

cedented sales pace in any TBA program. Write for attractive 

TBA proposition. No obligation, of course. FRaM CORPORATION, 

Providence 16, R. I. Plants in: Pawtucket, R. I.; Greenville, 

cece Jacksonville, Fla.; Brigham City, Utah. In Canada: 
. Adams Co., Ltd., Toronto, Ontario. 


- FRAM<“BEST 


by actual test 


TS ed ee 


NATIONAL PETROLEUM NEWS 














WASHINGTON 





Prime Motives Behind Investigation 


Of ‘Cartels’ Remain in Obscurity 


{ It has been a 
practically hope- 
less task to try and pinpoint the exact 
motives and pressures behind the 
government’s move against alleged 
“international oil cartels.” 


PY : 


There appear to be two schools of 
thought on this score—one firmly be- 
lieving that the mandate came from 
a White House which has “soured” on 
oil, and the other holding that this is 
strictly the work of the justice de- 
partment, which has been sitting on 
the case for some time and finally 
thought it saw an approximate time to 
move. 


The latter sentiment has become 
more popular over the past several 
days—not only among officials and 
observers on the scene, but also the 
oil industry representatives passing 
through town who, generally, have 
been exposed in the past to the 
Washington undercurrents. 


Other than the fact that this is a 
political year and the oil industry 
always makes as good a target as 
any, there does not appear to be too 
much weight behind the “soured” 
White House thinking. True, Presi- 
dent Truman did tell the DJ to in- 
vestigate the vitriolic charges being 
hurled by Senator Hennings, Mis- 
souri Democrat, against foreign op- 
erations of U. S. oil companies. But 
this may have been a concession by 
the White House in order to keep the 
“secret” label on the “cartel” report 
compiled by the Federal Trade Com- 
mission. 

On the other hand, reports are 
more persistent than ever that the 
“cartel” investigation had its origin 
at DJ, that Presidential approval of 
the move came only after DJ outlined 
its position to the White House in a 
detailed memorandum. 


* > * 


It is very probable that the real 
answer to all of this may never be- 
come known. Maybe the move against 
alleged oil “cartels’”—and the flank 
attacks at the National Petroleum 
Council and the Voluntary Agree- 
ment for foreign oil supply—simply 
are the result of a lot of factors that 
have snowballed from all directions 
over the past several months. 
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By Andrew R. Patla, Washington Editor 


For one thing, we have a new at- 
torney general, James P. McGran- 
ery, who is out to make a showing 
for himself, regardless of who or 
what gets in the way. He undoubt- 
edly has the blessings of the White 
House on any move that promises to 
whitewash, in this political year, the 
much-be-mirched DJ. Certainly the 
White House, even though it may not 
have “soured” on oil, would not stand 
in the way of a probe after a pre- 
liminary DJ report suggested, it is 
said, specific action the DJ might 
take. 


> > > 


Then we have the fact that the 
FTC “cartel” report was cloaked with 
a “secret” tag that served to hint of 
evil things practiced by the “vested 
oil interests.” Rising to the lure was 
a relatively-obscure Missouri senator, 
who made a few tentative jabs at the 
thing, then became a full-fledged 
“crusader” on behalf of the U. S. tax- 
payers after discovering that the 
press was going for this thing in a 
big way and pushing him into the 
spotlight. 


In addition to a certain group of 
“liberal” newspaper writers who are 
understood to be aiding Senator Hen- 
nings in blowing up the “cartel” story 
and pressing the President for release 
of the FTC report, there also must be 
given considerable weight to the in- 
fluence of co-operative interests in 
the entire affair. 


* » * 


It is significant that the co-ops 
have in the past ranted in the same 
manner now affected by Mr. Hen- 
nings. They have always cast an 
envious eye at foreign oil. They 
sought White House support to move 
into Iran after the industry was na- 
tionalized, but obviously ran into a 
stone wall thrown up by the State 
Department. So it very well may be 
that the DJ’s readiness to go after 
“cartels” gave Mr. Truman a good 
out. Now he could still keep the 
covers on the FTC report but pla- 
cate such fine administration sup- 
porters as the co-ops by sanctioning 
the DJ case. 


Well, these are some of the angles. 
Maybe someday will come the real 
answer. 





SPECIAL 


In over 20 years of dealing with In- 
dependent marketers of petroleum 
products, Richfield has accumulated 
an extensive knowledge of the In- 
dependent’s problems . . . developed 
special services to meet the Inde- 
pendent’s needs. 


One such specialized service is Rich- 
field’s Architectural Service. Rich- 
field’s Architectural and Engineering 
Department provides concrete help 
to distributors in the construction, 
improvement and remodeling of ser- 
vice stations and bulk plants, from 
the planning-and-design stage to the 
finished product. Other services for 
the Richfield Distributor 
merchandising and auditing assis- 


include 


tance. 


For complete details on a Richfield 
Franchise, phone, wire or write— 
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Oil CORPORATION 
OF NEW YORK 


SERVING THE EASTERN SEABOARD 


FROM MAINE THROUGH THE CAROLINAS 
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muin-purrost INLUCITE 21 


Makes All Single-Purpose Greases Obsolete 


Do the work of 4 ordinary greases with only one superior 


lubricant that lasts longer, gives greater machinery protec- 


tion .. . that’s how INLUCITE 21 cuts repair bills, puts more 
field work between greasings, means real savings at harvest 
time when the going is tough 


Test after test proved INLUCITE 21'S superiority its un- 


equalled rating in the U. S. Army Wheel Bearing Test, the 


High Temperature Roll Test; the Oscillating Friction Machine 


Test, makes other conventional greases as obsolete as the 


old hand reaper 
Nis.» 


he b.  * al INLUCITE 21 is made under our 
Mm zr;  . full details 
mn, >t) ” 


Ths ~ s 


— ‘ee INTERNATIONAL LUBRICANT CORPORATION 


sl 


exclusive patents. Write for 


e 


NATIONAL PETROLEUM NEWS 


— 





at a aR 





ON EVERY 


ROCKWELL ROTOCYCLE METER 





Loading rack in mid-west with Model 
PL-5 Rotocycle meters positioned 


on mounting connections to permit 
Pee Cae - Gener, straight-way vertical piping. 


You Save 3 Wavy... 


SAVE ON INSTALLATION AND SPACE 


Rotocycle meters can be positioned above the rack at a 90° 
angle to the vertical pipe leading from the supply source to 
the hose outlet. Or the bottom inlet, side outlet type of 
meter can be selected. In either event, the clean-cut piping 
arrangement conserves space on the rack, eliminates costly 
pipe bends and keeps installation costs low. 


SAVE ON ELECTRIC MOTORS AND POWER 


Rockwell Rotocycle meters have the exclusive *‘flo-ward"’ 
operating principle in which every moving part in the 
measuring element revolves. No other meter runs so smoothly 
and freely as the Rockwell Rotocycle. None offers less 
restriction to line flow. This means you can use smaller 
electric motors to drive your pumps. You can realize impor- 
tant savings in power. 


SAVE ON MAINTENANCE 


Periodic cleaning and inspection can be quickly done by 
removing the back plate from the meter and pulling the 
measuring element from the body. If ever required, the entire 
measuring assembly can be replaced as a unit with a new or 
rebuilt mechanism while the meter stays in the line. 


You Can RELY ON ROCKWELL 


To get all the advantages of meters on your loading rack 
Rotocycles. They'll save money for you now, earn money in ft 
years to come. Write for bulletins 


EFFORTLESS \"FLO-WARD" ROTATION = PocKWELL MANUFACTURING CO. 


ri A PITTSBURGH 8, PA. 
Z —_» Atlanta Boston Chicago Houston Kansas City Los Angeles 
New York Pittsburgh San Francisco Seattle Tulsa 
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SUPPLY AND DEMAND 





Refiners Set New Record in Runs 
Of Crude; Residual Output Cut 


Refiners processed more crude oil 
during the week ended July 26 than 
ever before, according to American 
Petroleum Institute statistics. The 
per cent of refinery capacity op- 
erated climbed to 97%. 

At the same time, refiners dis- 
played their abilities to cope with 
oversupply of one product while keep- 
ing output of needed products high. 
Residual fuel oil production during 
the week ended July 26 declined 
3,000 bbls. from preceding week 
while output of distillate rose 109,000 
bbls., gasoline was up 399,000 bbls., 
and kerosine climbed 274,000 bbls. 
(see summary table below). 

Stocks of all products, including 
gasoline increased in week ended 
July 26 as compared with week ended 
July 19. Gasoline was up 905,000 
bbls.; kerosine 901,000 bblis.; distil- 
late 4,431,000 bbls.; residual 1,456,000 
bbls. 

Refinery runs topped by 95,000 b/d 
former record of 7,013,000 b/d 
reached in week ended July 12. For- 
eign crude oil included in U. S. re- 
finery runs came within 9,000 b/d 
of all-time high of 626,000 b/d at- 
tained in week ended June 25. 

Gasoline output was 162,000 bbls. 
above record of 23,251,000 bbls. of 
two weeks earlier. 

Output of crude oil and condensate 
averaged 6,070,850 b/d, down 7,500 
b/d from week earlier. 

Demand Outlook—Lawrence W. 
Lee, director of Marketing and Dis- 
tribution Division of Petroleum Ad- 
ministration for Defense, told the Na- 
tional Oil Jobbers Council last week 
that kerosine demand in Districts 1 
and 3 during the fourth quarter of 
1952 and the first quarter of 1953 
will be 323,000 b/d as compared to 
305,000 b/d in the winter of 1951-52, 


an increase of 5.9%. Demand for dis- 
tillate is expected to be 1,130,000 b/d 
in the winter of ’52-’53, a 16.5% hike 
over the 971,000 b/d in '51-’52 winter. 

In the two districts, gasoline de- 
mand is expected to rise 2.3% dur- 
ing the period, residual 1.6%, and 
13.5% rise in miscellaneous products 
—primarily growth in LP-gas de- 
mand. 

To supply this demand in Districts 
1 and 3 Mr. Lee said, it will be nec- 
essary to have a crude production 
of 4,016,000 b/d; natural gasoline 
output of 480,000 b/d; imports of 
939,000 b/d. Then 1,041,000 b/d will 
be shipped from the area to other 
districts making net supply for the 
two districts of 4,394,000 b/d. 

Mr. Lee said if this level is main- 
tained, it will mean reducing stocks 
of crude 5,000,000 bbls. below last 
winter’s, products stocks 17 million 
bbls. below, or a total stock reduc- 
tion of 22 million bbls. Maintaining 
these levels will require crude runs 
to stills in the districts of 3,864,000 
b/d, with yields of 39.4% gasoline, 
7.2% kerosine, 25.1% distillate, 16.3% 
residual fuels, and 12% for miscella- 
neous products and inevitable losses. 
This high demand for distillate re- 
quires an increase in distillate yields 
of 13%, a decrease in gasoline 
yields of 1.7%, Mr. Lee said. 

District 5 looks like an area of 
tight supply and demand, Mr. Lee 
said. Estimated demand in the area 
for 1952 is 1,115,000 b/d of finished 
products and crude. Available sup- 
ply is about 1,135,000 b/d made up 
of 985,999 b/d of crude produced in 
the district, 84,000 b/d of natural 
gasoline, and 66,000 b/d of crude 
imports. If that supply can be main- 
tained, stocks can be increased by 
20,000 b/d, an increase that is not 


Refining Operations Summary 
(U. 8. Totals — B. of M. Basis) 


Week Week Increase 
Ended Ended or 
Preduction duly 26 duly 19 Decrease 
Crude runs—daily avg. 7,108,000 6,819,000 + 289,000 
Foreign crude included 617,000 525,000* + 92,000 
Percent operated 97.0 93.0 + 40 
Gasoline 23,413,000 23,014,000 + 399,000 
Kerosine 2,575,000 2,301,000 + 274,000 
Distillate fuel oil 10,237,000 10,128,000 + 109,000 
Residual fuel oil 8,776,000 8,779,000 _ 3,000 
Stocks 
Finished & unfinished gasoline 118,285,000 117,380,000 + 905,000 
Kerosine ; ; 26,029,000 25,128,000 + 901,000 
Distillate fuel oil 81,792,000 77,361,000 + 4,431,000 
Residual fuel oil 51,052,000 49,596,000 + 1,456,000 


*Revised 
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just desirable but is essential if the 
winter’s demands are to be met. 

These figures include some mili- 
tary demands, but in addition the 
military is being forced to go to the 
Gulf Coast and other PAD districts 
for substantial amounts of finished 
products because of inadequate sup- 
plies on the West Coast, Mr. Lee said 

Gasoline is very tight in the Pa- 
cific Northwest, and many distribu- 
tors there are on an allocated basis. 
If, though, as now seems likely, the 
industry maintains its crude and 
products imports into California, 
there should be no consumer short- 
age, Mr. Lee told the jobbers. 

In District 4, it is apparent that 
the area now has an excess of crude 
production and refining capacity. De- 
mands for lighter products are in- 
creasing in District 4 at a faster 
rate than in any other district, which 
naturally creates a _ residual fuel 
problem because the district offers 
a smaller market for the residual. 

There should be no supply prob- 
lem in District 2, Mr. Lee says. There 
is in the district an excess of resid- 
ual production*that presently is cur- 
tailing some of the refinery through- 
put. PAD does not believe that this 
curtailment is enough to seriously af- 
fect the supply of gasoline and “mid- 
dle of the barrel” products. The steel 
shutdown aggravated the problem of 
the over-supply of residual fuel oil 
in the district, since the mills were 
not using their normal requirements 
of that oil. It now seems likely that 
even with the starting up of the steel 
mills and their return to normal con- 
sumption the residual surplus will 
continue for some time in the future. 


Oil Strike Effect—The Bureau of 
Mines says the recent oil strike cut 
deeply into the supply picture. Ac- 
cording to bureau’s May report on 
industry activities crude runs to 
stills dipped 1,530,000 b/d to 4,905,000 
b/d during the month. 

Production of crude dipped 1,322,- 
000 b/d from April average to May 
average of 5,107,000 b/d with major 
declines recorded jin Texas, 757,000 
b/d; Kansas 174,000 b/d; Oklahoma, 
143,000 b/d; Louisiana, 84,000 b/d: 
New Mexico, 79,000 b/d; and Wyo- 
ming 49,000. 

Indicated demand for domestic 
crude was 4,498,000 b/d during May 
—1,576,000 b/d below April average 
of 6,074,000 b/d. 

Compared with May 31, 1951, re- 
fined stocks were 27.9 million bbls. 
lower. Total stocks of refined prod- 
ucts on May 31, 1952, amounted to 
317,444,000 bbls., a drop of 26.2 mil- 
lion bbls. during month. Finished 
gasoline stocks were reduced 27.5 
million while stocks of all other prod- 
ucts increased only 1.3 million bbls. 


NATIONAL PETROLEUM NEWS 














~ 


WHAT GOES ON! 





Swat et to 


EXIDE, gives you more to sell—a bigger battery value 
for your customers’ dollars. Exide supplies the program 
and the promotion that make sales climb. Exide pro- 
vides the know-how to help you build a sound, profitable 
battery business. 


A COMPLETE LINE with wide price range—ULTRA 
START ...HYCAP...SURE-START...STARTEX. 


135,179,740 Exide National Advertising messages in 
1952... will help you do a real selling job right in ULTRA START... 
your own area. New leader of the famous 


EXIDE SURE-START PROGRAM with time-saving Exide line 
tools and equipment. 


SELLING AIDS that assure quick, profitable battery sales. BR 
ATTENTION-WINNING DISPLAY MATERIAL 


ACT TODAY.. Switch to 


fue 
THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia 2 


Exide Batteries of Canada, Limited, Toronto 


WHEN IT’S AN EXIDE... YOU START 





















PROVED WAYS 


can FO oe 
..- TO PROFIT 




























FILTER 39 “eS 
EVERY DROP OF FUEL OIL 


1. Bowser Xacto accuracy checks bulk receipts, records truck 
loadings. assures payment for every drop you deliver and 
creates customer good will. Printed meter tickets permit positive 
accounting for the bulk plant and for trucks. 


2. You'll get more business with Bowser-filiered oil. Boosts sales 
and reduces costly service calls. Cost per gallon is practically 
nil as proved by hundreds of oil dealers. 





Write for folder “839” which tells how 


other oil dealers sell more fuel oil! 


BOWSER, INC., 1301 CREIGHTON AVE., FORT WAYNE 2, INDIANA 
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CORDURO y | 
TRIPLE TRACTIONS: 


GIVE EXTRA TRACTION IN SNOW, 
SLIPPERY ROAD OR HIGHWAY 


A % ioe 
we i 
ees 4 


Millions of car owners find it wise to to. pers sn “ a 
Se ee tea ee ee of Fall 


and change back to their regular tires in Spring. Ye 
cash in on this vast new market — just start DISP 
CORDUROY TRIPLE TRACTION TIRES now — te 
EARLY — and be all set for BIG BUSINESS next 
TRIPLE TRACTIONS are the only tires with the exc 
PATENTED* square-block tread. - <é re 
Extra-strength, fresh,new live rubber with er at 
Heavy-Duty RAYON cord material. Backed by CORD ; 
liberal written double guarantee covering road hazards — 
and defects. at 

* The square-block design ( u.s. ( U.5. Patent 91777) — a 

Capes tal ght odd Gown en ae ae a 

traction in mud or sand. Equally effective in all . 
, beckwerd or sideways. 

A Tremendous Market for CORDUROY TRIPLE TRACI 
em €46Get Set for BIG BUSINESS — St@ 
on DISTRIBUTORS — 

(a) Your territory may be open! 


Write T. » on your letterhead, for FACTS and New 


eae GUIDE TO TER TIRE SALES AND PROFITS. 


CORDUROY RUBBER TTI ~~ 


FACTORY AND OFFICES * GRAND RAPIDS, MICH. 


PREMIUM QUuUALIGYT ; Unc e Pe Oe a 


AAmericaa FINEST Replacement TIRES aad TUBES 


— 
nae 
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MEENAN’S BIG DUALS 
HIT ALL-WEATHER 
AVERAGE OF 


WITH RED SEAL PRINT-O-METERS 


To cover their concentrated fuel oil market in Levittown, Long Island, 
Meenan Oil Company built six single-compartment 3,300 gal. trucks, 
each equipped with two Red Seal Print-O-Meters. Immediately they 
began breaking all kinds of records. 

In just five minutes, a truck can drive up, make three deliveries, 
and drive away, with tickets safely tucked under three doors. A truck 
once delivered 19,000 gallons in 14 hours. Counting all time lost in 
storms, reloading, turn-arounds, etc., the average is six minutes to 
a delivery. 

With a high-speed operation like this, the meters must stay accurate 
under all conditions, and must be free from trouble, otherwise small 

There's a Red Seal losses of product and time could quickly add up. Meenan relies on the 

pra! on Pd = proven sustained accuracy and low maintenance of Neptune Red Seal 

cia ea te Sdeaed meters ... meters with only one moving part in the measuring chamber, 

Fi Avto-Stop quantity non-wearing capillary seal, designed and precision-machined to hold 

| contro! and Print-O- amazing accuracy over millions of gallons without need for frequent 
Meter ticket printing adjustment. 

Passi There are Red Seal meters that are just right for your trucks and bulk 

plants. Ask your Neptune jobber or branch for details today. 


NEPTUNE METER COMPANY 
50 West 50th Street * New York 20, N. Y. 


Branch Offices 
ATLANTA * BOSTON * CHICAGO * DALLAS * DENVER « LOS ANGELES * LOUISVILLE - NO. KANSAS CITY, MO. 
PHILADELPHIA + SAN FRANCISCO + PORTLAND, ORE. + Canadian Factory: TORONTO 14, ONT. 


GUISHED for Sustained Accuracy and Low Maintenance 
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| L-O-N-G on looks 
for the long run 


Tank trailers finished in eye-catching 
DULUX colors make a good impression 
... proudly identify your fleet 


of 


be 








Your trucks represent your company. 
They carry your name and standard be- 
fore a vast audience. Wherever they roll— 
long run or short haul—tank trailers, like 
the one pictured, are spotted by thousands 
of people . . . many of whom are good 
business prospects. 

More and more fleet operators today 
use Du Pont DULUX Enamel to create 
that good impression. They’ve found that 
a DULUX finish keeps its handsome gloss 

_ through months of mileage, despite tough 
weather, road grime and hard knocks. 
They’ve seen how DULUX colors become 
brilliant again after every wipe-down. 

These DULUX qualities are chemically 
engineered by Du Pont to mean less paint- 
shop time, more road time for your trucks 
. . . lighter maintenance costs for the long 
run. 





So keep your eye on the potential cus- 
tomers who watch your trucks. Specify 
Du Pont DULUX Enamel for your main- 
tenance painting. 


nn at 


A scientific interior painting plan is fully de- 
E. I. du Pont de Nemours & Co. (Inc.), scribed and illustrated in a new book which saeeae 
Finishes Division, Wilmington 98, Del. many. ways color can be put to work in your sales 
; rooms, rest rooms, etc.—at no extra cost. Send for 

your free copy today! 





E. I. du Pont de Nemours & Co. (Inc.) 

Finishes Division, Dept. NPN-8, Wilmington 98, Delaware 
D U 4 U > 4 Please send me, at no cost, the new Du Pont Color Conddition- 

ing book. 

Name 


neg ENAMEL Title 


080% Aamiversaryv 
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CHEMICALLY ENGINEERED 
BETTER THINGS FOR BETTER LIVING Address 
... THROUGH CHEMISTRY TO DO THE JOB BETTER 





City and State 
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First Resistor Type Spark Plug 
Approved as Original Equipment 

















A Prediction That Came True 


I" 1948 Avuto-Lire introduced a sensa- 
tional new automotive spark plug with 
a built-in resistor. Many uninformed 
people said this new type plug was simply 
a “gadget” designed to eliminate radio 
and TV interference . . . that it had no 
beneficial effects on the actual operation 
of an automobile. 


WHY A RESISTOR SPARK PLUG? 


Auto-Lite followed its origi- 
nal announcement with the 
prediction that the resistor- 
type plug was a great 
forward step in the physics 
of ignition, that it would 
be widely used by car 
manufacturers, and that 
other spark plug manufacturers would 
follow Auto-Lite’s lead. Proof of the truth 
of this prediction came quickly. 


CAR MAKERS ASK BETTER 
PERFORMANCE 


After the most exhaustive 


car manufacturers adopted ~ 
the Auto-Lite Resistor “~~ 
‘Spark Plug as original ; 
equipment. Tests showed 
the new type spark plug 
delivered quicker starts, 


tests, engineers of leading ab ee 


smoother performance, 
greater gas savings, and 
¥ double life under equal 
service conditions when 
compared to spark plugs 
without built-in resistors. 
It’s no secret now that 
other manufacturers have 
followed Auto-Lite’s lead. 


ENGINEERS WORK TOGETHER 


It was only natural Auto-Lite should lead in 
this development, for Auto-Lite engineers 
are working constantly with the engineer- 
ing staffs of car manufacturers to provide 
better automotive ignition. They know, 
years in advance of actual production, the 
goals of these engineers . . . the changes 
contemplated in engine design . . . the 
need for new types of coils, distributors 
and, significantly enough, spark plugs. 


AUTO-LITE PIONEERS 


That’s why, as engineers of the complete 
ignition system, Auto-Lite 
has pioneered in improve 
ments of great benefit t 
car maker and car owne 
alike. Such leadership 
proves without question the 
fact... “You're ALways 
Ricut Wirn Auvuro-Lire.” 
Auto-Lite Spark Plugs—Patented U.S.A 


SPERK 


PLUGS 


Auto-Lite makes a complete line of spark plugs for every use including 
Standard, Resistor, Transport, Marine, and Aircraft 
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offers an 
extensive 
line of 
oxygenated 
solvents and chemicals... 


*Trade-Mark 








ENJAY markets this wide range The solvents and chemicals sold under the ENJAY* Oval 
of industrial chemicals: F Trade-Mark are outstanding for high quality and de- 
pendability. Every day more industries are calling on 

Petrohol 91 (Isopropyl Alcohol) Polypropylenes the | . f the Eni C ki 
Petrohol 95 (Isopropyl Alcohol) ai Nt iong experience o njay Company . . . making 
Petrohol 99 (Isopropyl Alcohol) Isoprene greater use of the diversified line of solvents and chem- 
Secondary Buty! Alcoho! Dicyclopentadiene : F e 

lsooctyl Alcohol Aromatic Tars icals marketed by Enjay to increase product quality. 
Isopropyl Acetate Paratone 

egg gy sagem oe ENJAY products are marketed in bulk or in 
Methyl Ethy! Ketone Paranox at ; ; 

oe sega! quantities to fit your requirements. 

lsopropy! Ether Vistanex 

Diisobutylene Naphthenic Acids ENJAY COMPANY, INC., 15 West 51st St., New York 19, N. Y. 
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Leasing General American terminal facil- 
ities is sound management. By leasing, 
you can figure operating expenses exactly. 





General American public tank storage 
terminals are located in 5 of America’s 5 
richest markets. Complete privacy is tank 


guaranteed. The modern equipment is storage clauiliil: Le 
yours to use, without any investment, in 
without risking capital. important marketing 
areas 


GENERAL AMERICAN © hohete 
TANK STORAGE TERMINALS 


A Division of General American Transportation Corporation 


135 South La Salle Street Chicago 90, Illinois 
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...in fact, Registered Rest Rooms which, with the billboards, is now 
has been one of the most powerful being seen by motorists throughout 
and productive ideas in the oil busi- the United States and Canada. 

ness! We pioneered in creating this Here is another indication of the 
nation-wide convenience. Today, foresight and planning of a 
millions of motorists stop where company, whose dealers 

they see the famous Registered Rest know that year in and year 

Room sign. out they can count on the 


Above is the current magazine ad- _ finest of advertising and 
vertisement (full page — full color) sales promotion support. 


Woe wonder Jexace Dealers ns aT 
ane such busy dealers! | [{ company 
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“This Schrader Gauge 
sold 9 extra 
lube jobs for me” 


Get your share 
of all tube repairs with 
a Schrader Valves and Vulcanizer 


3 
2 


“All I do is show my tire gauge as I do the oil dipstick. By 
showing how failure to allow for heat build-up gives improper 
inflation, I get customer attention right away. They are in- 
terested in riding comfort and steering ease and they can get 
it only with the right air pressure plus the right Jubrication. ae 
Suggesting my lubrication service — just naturally fits in! 

Result: extra lube jobs.” 

Cops—Cores, in bulk, 


More and more dealers all over the country are telling us by box of 5 
of their excellent results with Certified Air Service. If you’re 
looking for a business booster, don’t overlook Certified Air 
Service. Get genuine Schrader Products ... and full details 
on Schrader Certified Air Service from your supplier. 


A. SCHRADER’S SON, BROOKLYN 17, N. Y. 
Division of Scovill Manufacturing Company, Incorporated 


The best all-purpose 
“real-seal” vulconizer 














FIRST NAME IN TIRE VALVES 
FOR ORIGINAL EQUIPMENT AND REPLACEMENT 





REG. U.S. PAT. OFF. 
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..in fact, Registered Rest Rooms 
has been one of the most powerful 
and productive ideas in the oil busi- 
ness! We pioneered in creating this 
nation-wide convenience. Today, 
millions of motorists stop where 
they see the famous Registered Rest 
Room sign. 

Above is the current magazine ad- 
vertisement (full page — full color) 


which, with the billboards, is now 
being seen by motorists throughout 
the United States and Canada. 

Here is another indication of the 
foresight and planning of a 
company, whose dealers A 
know that year in and year TE 0] 
out they can count on the 
finest of advertising and 
sales promotion support, 


Wo wonder Texaco Dealers THE 


ane such busy dealers! 


TEXAS 
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Get your share 
of all tube repairs with 
Schrader Valves and Vulcanizer 






“All I do is show my tire gauge as I do the oil dipstick. By 
showing how failure to allow for heat build-up gives improper 
inflation, I get customer attention right away. They are in- 
terested in riding comfort and steering ease and they can get 
it only with the right air pressure plus the right Iubrication. 
Suggesting my lubrication service — just naturally fits in! 
Result: extra lube jobs.” 

Cops—Cores, in bulk, 


More and more dealers all over the country are telling us by box of 5 
of their excellent results with Certified Air Service. If you're 
looking for a business booster, don’t overlook Certified Air 
Service. Get genuine Schrader Products . .. and full details 
on Schrader Certified Air Service from your supplier. 
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A. SCHRADER’S SON, BROOKLYN 17, N. Y. 
Division of Scovill Manufacturing Company, Incorporated 














FIRST NAME IN TIRE VALVES 
FOR ORIGINAL EQUIPMENT AND REPLACEMENT 





REG. U.S PAT. OFF. 














AUGUST 6, 1952 


27 








Here are reasons why 
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SENSATIONAL NEW KIND OF ADVERTISING WILL 
BRING CUSTOMERS DIRECTLY TO YOUR DOOR! 


Get Extra Sales and Profits from 
Western Union Operator 25.... It’s easy! 


Today, more than ever before, car owners need and want an accurate battery charge and 
condition test. AAA reports more than 10 million car breakdowns in 1951 were caused 
by battery failure. And now Willard Dealers can provide a quick, accurate test that car 
owners can understand. Over 73 million sales messages in Willard national advertising 
will feature this battery charge and condition test in a big way. And every single 
message will urge car owners to locate their Willard Dealer by Calling Western Union 


and asking for Operator 25. 


PUT WESTERN UNION OPERATOR 25 TO WORK FOR YOU! 
Willard Foots the Bill. ..Costs You Nothing 


@ Use this great new 
Willard service to help 
you sell more batteries 
and other under-the- 
hood products and serv- 
ices. Contact your Willard 
Distributor right now 

. delay can cost you 
extra profits. If you don’t 
know your Willard Dis- 
tributor, fill out coupon 
on right-hand page and 
mail it today. 
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you can make more money 


me Willard | 


[2] It’s easier to sell Willard because more car owners 
prefer Willard than any other battery! 








[3] Year after year, Willard has supplied batteries to more 
, manufacturers for original equipment than any other 
battery maker...and will again in 1952! 


In the complete Willard line you have a battery for 
everyone — retail prices start at $16.65. 


50 years and 100 million batteries have proved Willard 
the world’s most dependable battery. 







Willard Storage Battery Co., Dept. C-8 
1220 Huron Road, Cleveland 15, Ohio 


ould - ke all of the s why Ic Ivy 
So ron ney as a wholesaler ise Wi la rd Bat $, in- 
ding profit ropportuni oir fonte specific ea ering 
my own partic ory. 


NAME NAME eit ae 
ADDRESS_ Po SS ee ee . — 
CITY ZONE___STATE CITY ZONE___ STATE 
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Willard Storage Battery Co., Dept. C-8 
1220 Huron Road, Cleveland 15, Ohio 


Rae rons all of the ason ada n make 
more money s selling Willard Batt 
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Every Man, Woman and Child in the U.S.A. 
Can Go Riding at the Same Time 


N the U.S. A., competition is basically responsible 

for better cars at lower comparative cost. We 
enjoy the use of three times as many cars—and 
annually produce four times as many cars—as the 
rest of the world put together. There are approxi- 
mately 43 million autos—and 9 million trucks and 
buses—in use in the U. S. A. today. That’s more 
than enough to take everyone riding at the same time. 


By stimulating the sale of the new and the resale 
of the old, our competitive system achieves wide- 
spread ownership of automobiles, as with almost 
everything else. In most foreign countries, out of 
necessity people make things last as long as possible. 
In the U. S. A., vigorous competition prompts im- 
provement, refinement and continuous progress. 
Buyers of new cars get maximum value, because 
each manufacturer competes actively for the new- 
car dollar. Lowest-income groups benefit by the 
lowered prices of used, yet essentially useful, prod- 


ucts. Overall result: Steady jobs, good wages and 
the world’s highest standard of living. In most of 
the rest of the world, luxuries come within reach of 
only the rich. In the United States, the irresistible 
drive of competition invents, mass-produces, adver- 
tises, distributes and sells—so that most of the mi- 
raculous products of modern living are within the 
reach of all. 


Free competition—like freedom of speech, press 
and religion—is a dynamic part of Uncle Sam’s 
character. Let’s keep it free, so that the U. S. A. 
continues to be the greatest country in the world. 


, 
v 





This report on PROGRESS-FOR-PEOPLE is published by 
this magazine in cooperation with National Business Publica- 
tions, Inc., as a public service. This material, including illus- 
tration, may be used, with or without credit, in plant city adver- 
tisements, employee publications, house organs, speeches, or in 
any other manner. 


THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
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He your money 
Reidy DRY-EX® DEAL! 


CASH IN THIS WINTER WITH DRY-EX...A REAL FAST MOVER! 
USE THESE TESTED SALES AIDS! 





WINDOW BANNERS—catch their attention. . . help you catch sales. 


ORY-EX GIVES 3 “WAY COUNTER DISPLAYS—put ‘em up and watch ‘em sell. 


FUEL SYSTEM PROTECTION INFORMATION FOLDERS—mail or hand out these informative folders. 


1. Prevents frozen gas lines. Attractive, compelling sales aids 
like these are sure to bring in 


2. Absorbs water. customers this winter. To get these 9 
profit-making helps, return the 
3. Stops rust and corrosion postcard packed in each case. 
damage. SEE YOUR JOBBER TODAY... 








BE SURE TO GET IN ON THIS 
MONEY-DOUBLING DEAL! 








COMMERCIAL SOLVENTS CORPORATION, NEW YORK 16, N. Y. GD 
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“DAYTON THOROBREDS 


helped us become 
Florida’s Largest Tire Dealer” 


Says BILL HIGGINBOTHAM 
Dayton Tire Distributor 

Pan American Tire Company 
One of a complete line Mami, Meride 
of great Dayton truck 
tires—each engineered 
for a specific type of é A ‘ ’ : 
corvice. AALS “THE FACT that we're aggressive mer- 


chandisers has had a lot to do with our 
success in the tire business,” says Bill 
Higginbotham, president of Pan Amerti- 

can Tire Company, Miami. “However, 

the best sales efforts in the world are 

_ only as good as the product behind them. 

> That’s why we can look back with such 

$y: . Satisfaction on our 17 years with Day- 
aie ~ton. We know that the quality of the 
;. complete Dayton Thorobred line of truck 
and passenger tires has been a big factor 

‘3° in our achievement of the number one 
: E position among Florida tire dealers. Nor 
ex”.can we overlook the wonderful ‘home 
office’ cooperation and help which we 


% 


we have received.” 


DAYTON MERCHANDISING 


HELPS PAN AMERICAN SELL TIRES! 


DAYTON backs up the local activities of all of its distributors and 
dealers with aggressive national advertising on Dayton’s complete 
line, plus hard-hitting testimonial type ads in the leading trade 
publications. 


* , Distributors and dealers profit, too, from special promotional materi- 
als, plus complete factory-supplied point-of-sale materials. Add these 
to the most liberal cooperative ad plan in the industry and you'll 
begin to understand why more and more live-wire tire dealers are 
signing the Dayton Franchise. 


For all the facts, write: DAYTON RUBBER COMPANY, Dayton 1, Ohio 


DAYTON RUBBER COMPANY, DAYTON 1, OHIO 


A COMPLETE LINE OF PASSENGER AND TRUCK TIRES—EVERYONE A THOROBRED! 
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MEMBERS of the National Oil Jobbers Council, and some of their guests, are shown here at a stage of NOJC’s mid-summer meet- 
ing last week in Traverse City, Mich. Each of the 25 state associations which make up the Council was represented at the meeting 


Jobbers Eye Own Costs, Supplier Policies 


By LEONARD CASTLE 
NPN Staff Writer 


TRAVERSE CITY, Mich. — The 
National Oil Jobbers Council at its 
summer meeting July 31-Aug. 2 ex- 
pressed keen disappointment at the 
failure of major companies to release 
any profit or loss and cost figures 
concerning the operations of their 
marketing departments. 

Letters requesting this information 
were sent to 24 integrated suppliers, 
pointing out that many jobbers feel 
that major companies either subsi- 
dize their marketing operations with 
profits derived from other phases of 
their business, or operate their mar- 
keting divisions without profit. 

The marketing department figures 
were sought by NOJC for compari- 
son with results of the jobber cost 
survey released at the Savannah 
meeting in March. 

In other important actions at the 
busy three-day session, NOJC: 

1. Received from Bob Kent of Kan- 
sas and John H. White of South 
Carolina separate analyses of the 
jobber cost survey figures. 

2. Approved a report declaring 
that jobbers should take legal steps 
to halt price cutting on commercial 
consumer accounts unless supplying 
companies display a terfidency to co- 
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operate with jobbers in settling the 
problem within the industry. 

3. Voted to ask the Federal Trade 
Commission for an explanation of 
how its decision in the Indiana 
Standard “Detroit” case would af- 
fect the three basic types of jobbers. 


4. Decided to appoint a special 
committee to study the effect of toll 
roads on the jobbers’ future. 

5. Listened to a pro and con dis- 
cussion of the oil industry’s 27.5% 
depletion allowance but took no 
stand either way. 


Everett Yerly of Wisconsin, chair- 
man of NOJC’s Committee on Eco- 
nomic Concentration, reported that 
replies were received from each of 
the 24 majors who were asked to 
submit marketing department infor- 
mation. But the answers, “with the 
exception of two or three, were not 
satisfactory.” 

A prominent representative of the 
trade press asked John Harper, 
NOJC chairman, for permission to 
publish the letters in order to put 
the various companies on the record. 
But Mr. Harper replied this could 
not be done because the letters had 
been requested on a_ confidential 
basis and that confidence must be 
respected. 


Disappointed in Majors’ Answers— 


Mr. Yerly said that the committee 
was “very disappointed” in the ma- 
jor company answers. Virtually all 
of the companies replied that they 
were not able to break down the 
marketing costs and separate them 
from either the refining part of their 
business or their general integrated 
operation. 


“It is the opinion of the committee 
that almost all of these companies 
feel that they are making a profit 
out of marketing, and so expressed 
it, but they are unwilling or unable 
to substantiate their position. Some 
replies were of such a nature that 
the committee felt the top executives 
were not aware of how their own 
businesses were run.” 


Mr. Yerly said that the committe 
would proceed further “in endeavor- 
ing to secure information which will 
be useable by this council in deter- 
mining if the marketing operations 
of integrated companies are actual- 
ly standing on their own feet or are 
unwittingly subsidized by other seg- 
ments of these integrated compa- 
nies.” 


Cost Analyses—The analyses of the 
jobber cost survey by Mr. Kent and 
Mr. White wete made from two dif- 
ferent dngles. Mr. Kent studied the 
figures on the basis of what they 
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mean to the jobber, and Mr. White 
of what they mean to the entire in- 
dustry. 

In preparing his report, Mr. Kent 
interpreted the figures as though 
they were the record of a single 
jobber, which he named “the NOJ 
Co.” 

He presented a balance sheet show- 
ing that current assets of the NOJ 
Co. increased $3.5 million from 1946 
to 1950, and current liabilities in- 
creased almost $3 million. The ratio 
of current assets to current liabili- 
ties declined from 2.14% in 1946 to 
1.62% in 1950, and “if this is a con- 
tinuing trend, the company is in a 
perilous quick position.” 


The increase in assets for the NOJ 
Co. is due to increased unit and dol- 
lar inventories, the Kent report ex- 
plained. Unit sales have increased 
(28.1% for gasoline and 78.1% fuel 
oil), requiring a higher unit inven- 
tory. At the same time the per unit 
refinery cost has advanced approxi- 
mately 50% and this accounts for a 
large share of the increase in cur- 
rent liabilities. 


Receivables, representing increased 
sales of units on credit at higher 
prices, contributed further to the in- 
crease of current assets, he noted. 


“Acknowledging the reasons for in- 
creased current assets and liabilities 
does nothing to alter the fact that 
the business is not in a liquid posi- 
tion,” the report said. “The fact re- 
mains that profits have been made 
on operations and that these profits 
have not been left in current assets 
but have been converted to fixed 
assets or withdrawn from the busi- 
ness in form of dividends.” 


The report noted that NOJ Co. had 
increased sales of 82.3% during the 
four-year period but gross profit was 
increased only 43.22% and “it is ap- 
parent that margins for the jobbing 
company have not increased nearly 
as greatly as have refinery prices 
and consumer prices.” 


. Recommendations—The Kent re- 
port made these recommendations to 
management: 

1. Examine the business in respect 
to the current ratio. It is imperative 
that immediate steps be taken to re- 
tain profits and monies in the com- 
pany in the form of quick assets, 
preferably cash. The company is not 
in financial position to withstand a 
natural disaster, price wars, or any 
reduction of volume. 


2. Margins, gross profit, should be 
increased. Examine the possibility of 
adjusting selling prices, and/or pur- 
chasing prices. 


3. Further expansion of plant fa- 
cilities cannot be contemplated out 
of current assets at this time. Any 
increase of fixed assets must be fi- 
nanced from long range borrowing. 


Any additions to fixed assets must 
result in immediate expense reduc- 
tion or profit addition greater than 
cost of borrowing. 


4. No increases in officers’ sal- 
aries, or other controllable expenses 
should be considered until such a 
time as warranted by increased net 
profits and not then until there is 
a current asset ratio to current lia- 
bilities indicating that the company 
can weather unforeseen emergencies. 


Jobber-Major Comparison — Mr. 
White made a detailed analysis of 
financial and operating data of 30 
leading major companies as com- 
pared with oil jobbers for the 1946- 
1950 period. Most of his information 
concerning major companies came 
from Capital Formation, Petroleum 
Industry, Chase National Bank, Feb. 
1952; Financial Analysis of 30 Oil 
Companies for 1950 by Chase Na- 
tional Bank, and Petroleum Facts 
and Figures, 1950 edition. 


The findings indicate, he said, that 
the average jobber “has not been 
properly and sufficiently provided 
for by the suppliers whom they rep- 
resent ... in realistic measures of 
margins in light of increasing costs 
and the inadequacy of the dollar to- 
day to cover the replacement cost of 
capital improvements to meet chang- 
ing economic conditions. . . 


“Obsolescence in the jobbers’ mar- 


keting facilities resulting from rapid 
technological developments and 
strong competitive forces is an im- 
portant factor which the jobber has 
not been able to provide for. It is 
beside the point to say that jobbers 
are making more profits. The real 
point is, are they making enough 
more to buy the increased costs of 
improvements and equipment needed 
for the most efficient possible opera- 
tion to meet competition.” 


Mr. White contended that unless 
sufficient corrective adjustments are 
made, “a profound deficient effect 
will be exerted upon the economic 
structure of our segment of the pe- 
troleum industry which will result in 
the eventual dying or drying up of 
the average jobber.” 


Because of their limited financial 
resources, jobbers are finding it al- 
most impossible to compete with ma- 
jor company competitors for desir- 
able service station sites and to 
build super and multi-pump stations, 
the White report said. 


Banks are refusing to make loans 
to many jobbers under mortgages 
longer than five years and many 
banks will not loan money even on 
mortgages for service stations, Mr. 
White said. 

The worst shortage in the jobbers’ 
businesses today is cash, the report 
declared, and two key factors that 


will dry up cash even further are 
taxes and skyrocketing costs. 


“The jobbers will be further 
pinched by all this not to mention 
their limited borrowing. The worried 
jobbers’ balance sheets may show a 
fairly favorable ratio of current as- 
sets to current liabilities, but the dif- 
ficulty is that liquid working capital 
is ever-decreasing. These assets may 
be ‘quick’ in accounting terms but 
for purposes of building up the busi- 
ness, they are as frozen as the polar 
icecap. .. 


Calls for Action by Majors—“Our 
National Oil Jobbers Council takes 
pride in its un-belligerent progres- 
siveness in promoting the welfare of 
the deserving and qualified jobber, 
and in so-doing, has always tried to 
adopt an unbiased approach to mat- 
ters affecting our segment in order 
to bring about proper, reasonable 
and constructive results for the good 
of the petroleum industry as a whole. 
We now ask that this financial an- 
alysis be received, studied and acted 
upon by the suppliers in the same 
manner,” the White report com- 
mented. 


Commercial Accounts—The report 
on commercial consumer accounts 
asserted that the problem is “becom- 
ing more aggravated and that unless 
measures are taken, the jobber will 
ultimately be eliminated from this 
area of competition.” 


The committee learned, however, of 
several specific instances of supply- 
ing companies which are attempting 
to assist their jobbers by arranging 
terms and conditions of purchase 
which will enable them to compete 
for commercial account business. On 
the other hand, many suppliers have 
made little or no effort to assist 
their jobbers, the committee found. 


“It is your committee’s belief that 
before this problem can be remedied, 
or effectively minimized, stringent 
measures, such as resorting to relief 
under existing law or seeking legisla- 
tive assistance, will be necessary,” 
the report said. “In view, however, 
of the policy of this council to use 
every reasonable means to settle in- 
dustry difficulties within the indus- 
try, we are of the opinion that for 
the time being we should continue 
our efforts in a manner consistent 
with that policy. 


“We are, therefore, recommending 
that each individual jobber make a 
concentrated effort to work out con- 
ditions and arrangements with his 
supplier that’ will enable him to be 
competitive on commercial consumer 
business. If, however, suppliers con- 
tinue to take advantage of the job- 
bers’ efforts to settle problems with- 
in the industry, then we no longer 
should be bound by this policy of 
co-operation and should resort to such 
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MARKETING COMMITTEE of the National Oil Jobbers Council interrupts deliberations at Traverse City, Mich., to pose for 
NPN’s cameraman. Presiding at the head of the table is Joe Adrian, of South Dakota, back in action again after the illness which 


legal means as are necessary to ob- 
tain relief.” 

Detroit Case Stand—The question 
as to whether the national council 
should support the position of Indiana 
Standard in the Detroit case pro- 
voked lengthy and heated discussion. 
Several individual states already are 
on record as opposing the FTC rul- 
ing but some others said they would- 
n’t take a stand until they know 
more about the case. 

The committee assigned to study 
the matter, as well as several job- 
ber spokesmen, said that before any 
official position could be taken it 
would be necessary to learn the gov- 
ernment’s definition of the term 
“good faith,” and also obtain “an 
authoritative interpretation of the 
ruling of the FTC insofar as this 
ruling might apply to the various 
types of operations engaged in by 
jobbers.” 

The committee said: 

“We are mindful that the outcome 
of this case can have serious implica- 
tions for the jobber segment of the 
industry, and for this reason we feel 
that any action by the council should 
be based on a thorough understand- 
ing of definitions, interpretations, 
and study of all legal and practical 
potentials. Your committee will seek 
to obtain this further information as 
quickly as possible.” 

As a means of obtaining this in- 
formation, the council decided that, 
unless the situation changes during 
the next four months, it would in- 
vite a representative of FTC and a 
representative of Indiana Standard to 
discuss the various aspects of the 
case at the November meeting in 
Chicago. 

Toll Roads—tThe resolution on toll 
roads declared: 
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kept him out of harness for several months 


“Recognizing that the trend is to 
more and more toll roads, the Leg- 
islative Committee recommends the 
appointment of a special committee 
authorized to make a complete study 
with a view to establishing a policy 
by the council. The committee sug- 
gests that the committee might do 
well to work with state Petroleum 
Industries Committees.” 

Several speakers, including Mr. 
Harper and J. Parks Gwaltney of 
North Carolina said that the toll road 
problem will be one of the most 
serious facing the nation’s jobbers in 
the future and for that reason the 
NOJC should move quickly in ham- 
mering out a policy to protect the 
jobbers’ interests. 

After devoting a big part of the 
first two days of the session to weigh- 
ing and debating arguments for and 
against the percentage of depletion 
allowed crude producing companies 
on their tax bills, NOJC wound up by 
taking no positive action but with 
several members insisting they still 
needed to be assured that suppliers 
aren’t using depletion to offset mar- 
keting losses or to capture new mar- 
kets for themselves. 

There were several suggestions, on 
this score, that a possible way to 
eliminate any doubts as to the way 
in which depletion is used, in actual 
practice, would be to stipulate in the 
law that all tax “savings” realized 
from it must be channeled into ex- 
ploratory operations. 

Fact that NOJC, as such, did not 
affirmatively express itself on the 
subject was said by members to sig- 
nify that the matter was being “left 
open” for possible consideration at 
some future meeting. One member 
put it this way: “We’re in favor of 
depletion, but we want assurance that 


it is not being used to our disadvan- 
tage.” 

Those who argued the pros and 
cons of depletion before the Council 
were Guy H. Woodward, of Tulsa, 
former general counsel of the Mid- 
Continent Oil and Gas Assn., and 
Prof. R. A. Musgrave, University of 
Michigan. 

Ellis Hits Majors’ Policies—In his 
report to the council, Otis H. Ellis, 
general counsel, contended that ma- 
jor suppliers feel that jobbers neither 
can nor are entitled to participate 
in large commercial account business 
of both fuel oil and gasoline. Three 
avenues are open for “some” relief, 
he said: 

1. Give widespread publicity of 
“flagrant instances” of suppliers tak- 
ing away commercial accounts from 
jobbers. Mr. Otis announced that in 
the future he plans to reveal the 
names of companies engaging in the 
practice. 

2. Concentrated effort by each in- 
dividual jobber to obtain help from 
his own supplier which would per- 
mit him to be competitive. This 
probably would be the most effective 
method of combating the problem, he 
commented. 

3. Submission of all facts in each 
case to the Federal Trade Commis- 
sion, or request that FTC make a 
“thorough, over-all investigation of 
these practices.” 

“It is apparent that the major 
segment of the industry has no in- 
tention of remedying the situation 
and it therefore becomes necessary 
that we seek other aid,” Mr. Ellis 
said. 

Urges Self-Appraisal— “I should 
like to point out again, however, that 
before you decide on this latter av- 
enue of relief, you had better take 
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LOCAL OIL JOBBERS occupied the role of hosts to the National Oil Jobbers Council 
meeting in Traverse City, Mich. On the left here is Pete Rennie, of Rennie Oil Co., 
with H. C. Murner, of Murner Oil Co. 


stock of your own situation; other- 
wise, some of you may be caught in 
a net of your own making. Some In- 
dependent businessmen never seem 
to understand that laws and rules 
are made for big and little alike.” 


Mr. Ellis heatedly denounced as 
false, “rumors in certain circles in 
Washington that I had some part, 
either as an informant or other- 
wise, in initiating” recent Depart- 
ment of Justice investigations into 
alleged cartels and monopolies among 
major companies. 

“Since this rumor may have come 
to the attention of some of you, I 
should like to set the record straight,” 
he said. 

“In the first place, I have no in- 
formation with reference to cartel 
activities of American companies. 

“In the second place, I have not 
discussed the activities of any Ameri- 
can or foreign company relative to 
cartels with any official of the Jus- 
tice Department, nor any senator, 
congressman, or employe thereof. I 
have enough difficulty representing 
the jobbers on domestic issues with- 
out begging for more work by way 
of making a crusader of myself on 
the off-shore activities of American 
companies.” 


Warns of Tight Fuel Oil Supplies— 
Lawrence W. Lee, director of the 
Marketing and Distribution Division 
of Petroleum Administration for De- 
fence, visited the council meeting 
and reported in a short speech that 
there is danger of distortion of the 
East Coast heating oil market which 
could cause some individual shortages 
even if total supply is sufficient. 

Mr. Lee said that a PAD survey 
of individual resellers had shown that 
many of this group are selling and 
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committing to sell far more oil than 
they have been able to contract to 
purchase. 


He indicated that some suppliers 
evidently are refusing to contract to 
supply more to a particular reseller 
that it supplied last year, despite the 
fact that PAD has estimated this 
winter’s demands will be up 17% 
over last winter. 


Mr. Lee pointed out that last win- 
ter an East Coast shortage was 
averted by getting 12 companies to 


join in a voluntary agreement to 
aid some of the rellers who were 
in trouble. 

“Whether we could develop another 
such agreement this year is a mat- 
ter of conjecture,” he said. 

Urge Equitable Distribution——Fol- 
lowing Mr. Lee’s speech, NOJC ad- 
opted a resolution from its Supply 
Committee which asked supplying 
companies to “put themselves on rec- 
ord in writing, either to the secretary 
of NOJC, or to the trade press, 
that the Independent jobbers of the 
country will receive their proportion- 
ate and equitable share of any and all 
fuel oil supplies available for the 
coming heating season.” 

Other Actions—The council in- 
structed its Committee on Jobber 
Contracts to study the possibility of 
having jobber margins based on a 
percentage markup that would fluc- 
tuate with the market and to report 
at the November meeting. 

A Tax Committee report was ad- 
opted which recommended that NOJC 
apply for associate membership in 
the North American Gasoline Tax 
Conference. 

The council flatly rejected a rec- 
ommendation of its TBA committee 
that NOJC form a non-profit cor- 
poration, if necessary, to purchase 
TBA items for member jobbers. Sev- 
eral states said their members would 
not be interested in such an arrange- 
ment. Others were opposed to the 
principle of NOJC going into the TBA 
business. 

A resolution opposing the anti- 
merger section of the Clayton Act 
and urging its repeal was adopted. 


Kansas Jobbers Tell Why Divorcement 
Would Hurt Independents, Industry 


TRAVERSE CITY, Mich. — The 
divorcement debate between Kansas 
and South Carolina jobber associa- 
tions flared anew last week when 
Kansas issued a second report detail- 
ing reasons why divorcement would 
be harmful to jobbers and industry 
generally. 


First report of Kansas Oil Men’s 
Assn. was released last March and 
took issue with original findings of 
South Carolina Oil Jobbers Assn. 
favoring divorcement. In June South 
Carolina made a second report dis- 
secting findings of the Kansas com- 
mittee. 

Last week’s statement by Kansas, 
made at the summer meeting of the 
National Oil Jobbers Council, was 
a rebuttal to South Carolina’s June 
report. 

South Carolina questioned figures 
showing 703 Kansas bulk plants pay- 
ing taxes in 1941 and 774 in 1951, 


contending that U. S. Census figures 
show only 369 independent bulk plants 
in Kansas in 1950, but 790 commission 
agency bulk plants. 


Answer: “The difference between 
the 503 reported by the census as 
owned by other than refiner-market- 
ers and the figure of 774 used by 
Kansas committee is explained largely 
by the fact that the census excluded 
from its count the bulk plants oper- 
ated by jobbers who also did a retail 
business which was larger than their 
wholesale volume and also those bulk 
plants operated by jobbers who en- 
gaged in some other business from 
the same location which was more 
important than their petroleum job- 
bing . . . The committee did not count 
commission agents, service stations 
and commercial consumers as inde- 
pendents. 


South Carolina stated that “90% 
of the refining capacity is in the 
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hands of the large integrated com- 
panies.” 


Answer: “Of course one can get up 
to 90% of any industry if one includes 
enough companies. In this instance 
one would have to include 30 refiners 
plus ail of their subsidiaries. Several 
of the 30 are integrated only to a 
slight degree if at all, and a number 
of them are not among those usually 
classed as ‘major.’ Futhermore, a 
compilation of this sort does not con- 
stitute evidence of an absence of com- 
petition among companies.” 

South Carolina charged that mar- 
keting departments of major suppliers 
are subsidized from other depart- 
ments. 


Answer: “The Kansas committee is 
not at all confident that cost data 
that might be made available by in- 
tegrated companies would establish 
clearly one way or another whether 
marketing operations are subsidized. 
Before accepting such evidence as 
binding on this question, Kansas 
would wish to know the means 
of allocating cost items between the 
different parts of the integrated com- 
pany and also the prices at which 
products are ‘sold’ by the refining 
division to the marketing division.” 

South Carolina pointed out that net 
profits of Standard of Kentucky after 
taxes dropped from 7.1% of sales 
in 1949 to 4.2% of sales in 1951. 


Answer: “But perhaps because of 
the large increase in sales, company’s 
return on its invested capital even in 
1951 was 14.8% as compared to 11.2% 
in 1939. This would. appear to be an 
adequate return. Furthermore, the 
lower return in 1951 is in part the 


result of 
taxes.” 
South Carolina charged that larger 
companies are able to control the pro- 
duction as well as price of crude. 


Answer: “As a matter of law the 
control over production is in the 
hands of the various state agencies 
who are more likely to favor the 
small producer than a few large 
corporations who have no vote.” 

South Carolina questioned whether 
pipe line profits have really been kept 
in line with the 7% allowed by court 
decree. 

Answer: The real question is 
whether the few small refining com- 
panies who do not own their own 
pipe lines are Geprived of crude or 
forced to get it on disadvantageous 
terms, thereby hurting those job- 
bers who depend on such refiners. 
Except for a temporary shortage 
period, when both large and small 
refiners had to get along with less 
crude than they would have liked, 
there are no indications that the 
smaller companies have not been able 
to get crude as they needed it.” 

Kansas report asserts that South 
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Carolina has not answered the ques- 
tion of what will happen to bulk 
plants of refiner-marketers if they 
are divorced. 

“If the Independent jobbers are 
more efficient, presumably the setting 
up of these bulk plants as Independent 
jobbers will mean more rather than 
less competition for the present in- 
dependents.” 

Kansas declares that if jobbers 
favor separate ownership of produc- 
ing, transportation, refining and mar- 
keting as demanded by South Caro- 
lina, they put themselves on record as 
being opposed to vertical integration 
on principle. 

Would Hit Jobbers—But many job- 
bers also are vertically integrated, 
Kansas said, in that they own trans- 


ports and own and operate service 
stations. 

“They in turn could be accused 
of subsidizing their retail outlets 
from their profits in jobbing and 
transportation in order to increase 
their jobbing business. They would 
have the same difficulty in depart- 
mentalizing their accounting so as to 
prove, to the satisfaction of the in- 
dependent retailers, that this was 
not so,” Kansas declared. 

Kansas report again urged all mem- 
ber states of NOJC to compile facts 
and figures on: 

1. Increase or decrease in number 
of jobbers. 

2. Increase or decrease of volume; 

3. Increase or decrease of jobbers 
as to market position. 


OPS Jobber Earnings Standard Rules 
Become Effective on September 8 


NPN News Bureau 
WASHINGTON—Months of discus- 
sion and work to reshape basic Office 
of Price Stabilization policy culmi- 
nated this week in a final draft of 
the “jobber earnings standard” reg- 
ulation to permit. area-wide tank 
wagon price adjustments where post- 
Korean costs have shrunk the job- 
bers’ net profits. 

The order was to be issued Sept. 8 
with an effective date of Sept. 13. 
Word has gone out to OPS field of- 
fices to expedite adjustments before 
the heating season begins. 

The marketer himself will play the 
key role in any determination that 
price increases are necessary. Ques- 
tionnaires designed to reflect the net 
earnings picture within a given area 
will be made available to jobbers 
through local OPS offices, secretar- 
ies of state jobber associations and 
other sources. 

Based on Earnings—The question- 
naire calls for detailed information on 
costs, sales and net earnings, before 
federal taxes, for the pre-Korean 
base period of June 1, 1949, to May 
31, 1950, and for the post-Korean pe- 
riod of June 1, 1951, to May 31, 1952. 

If the returns reveal that, for a 
specific marketing area, the net dol- 
lar earnings are less in the post- 
Korea period than during pre-Korea, 
the area would be entitled to a tank 
wagon price increase sufficient to re- 
store the marketers to their pre- 
Korea status. 

Explaining the order’s workings to 
the National Oil Jobbers Council at 
its Traverse City, Mich., meeting, 
Roland M. Preisman, special assistant 
on coal and gas in OPS Chemicals 
and Fuels Division, emphasized that 
submission of the questionnaires is 
entirely voluntary for the marketers. 

He stressed also that there would 


be no roll-back for those jobbers 
whose earnings are now higher than 
pre-Korea. Although major _inte- 
grated suppliers will be entitled to 
any increase granted a specific area, 
he pointed out, no questionnaires will 
be accepted ‘from them. The survey 
will be conducted among Independent 
marketers only. 

Mr. Preisman said that OPS will 
not seek to define a “marketing 
area” but will leave it to industry 
people who know their historic, com- 
petitive marketing areas. 

OPS will not act, he said, unless 
forms are received from at least one- 
third of the known Independent mar- 
keters in each marketing area with 
total sales accounting for at least 
50% of the fuel oil volume sold in 
the area. 

Procedure—Once the required 
questionnaires are in—they must be 
filed with local OPS field offices 
OPS will then: 

1. Subtract the current earnings 
from base period earnings. 

2. Divide the difference by the to- 
tal number of gallons of fuel oil sold 
during the current period by the re- 
porting companies. 

3. Determine, from those figures, 
the amount of increase, on a per- 
gallon basis, needed to restore net 
dollar earnings to the pre-Korea sta- 
tus. 

In order to meet the percentage 
of jobbers and gallonage require- 
ments, Mr. Preisman suggested that 
jobbers urge their competitors to fill 
out the questionnaires. 

John R. Hoback of George H. Wolf, 
Inc., Independent York, Pa., jobber, 
told the NOJC members that every 
effort was made to simplify the 
questionnaire, adding, “we feel any- 
one who can file an income tax re- 
turn can make out this form.” 
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PAD Calls for More Avgas Output 


NPN News Bureau 
WASHINGTON — PAD called on 
the oil industry last week for more 
vigorous efforts to offset a serious 
shortage of aviation gasoline that 
may continue for at least the next 
year. 
Col. W. J. Worcester, PAD’s avia- 
tion fuels officer, told the National 
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"~ Complete Line Lube Oil, Gasoline, Kerosene 
Grease Dispensers and Rotary Pumps 


BARREL PUMPS... all types for dispensing oil, 
gasoline or alcohol. Available in one quart or 
gallon stroke. 


TANK UNITS .. . for dispensing kerosene, 
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round tank to 120 gallon square tank. All 
equipped with gallon stroke pumps. 

GREASE DISPENSERS , . . twenty-five pound 
all welded with Quick Seal Fill—equipped with 
detachable meters measuring pints and fractions 


thereof up to six pints. Approved and passed by 
sealers of weights and measures. 


There’s a Wayne product to fill every need 
+ ++ with nationwide service to back up every 
product. Write for complete catalog today. 


THE WAYNE PUMP COMPANY 
SALISBURY, MARYLAND * 
PHILLIPS DIVISION: 1432 STATE AVE. + CINCINNATI 4, OHIO 


Petroleum Council that supplies of 
military grade 115/145 avgas were 
particularly short, with deficit over 
July and August expected to hit 38,- 
000 b/d. In addition, shortage of 
15,000 b/d for grade 100/130 looms 
over same period. 

On a long-range basis, he said that 
total peacetime requirements for av- 
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gas, including military and civilian, 
would rise from present level of 
about 222,000 b/d to 236,000 b/d by 
1959. Alkylate requirements, he 
added, would rise at an even more 
rapid rate. 

Later in the week, PAD followed 
up on Col. Worcester’s presentation 
by asking refiners to not only in- 
crease alkylate facilities but also to 
improve the quality of base stocks so 
that less alkylate will be required for 
avgas blending. 


3 Refiners Sign Up—To date, it was 
revealed only three refiners have 
signed contracts with the military 
under which private capital is used 
to install alkylate facilities and pro- 
duction is underwritten by an $85 
million fund appropriated by Con- 
gress. Participants are Eastern 
States Refining (2,000 b/d), Globe Oil 
& Refining (1,500 b/d) and Sunray 
Oil (2,100 b/d). 

Although the total expansion pro- 
vided by all three is far short of the 
31,000 b/d goal, several other con- 
tracts are in the negotiation stage 
and inquiries from the industry seem 
to have perked up. 

As for the base stocks problem, 
PAD not only wants all steps pos- 
sible taken to improve quality but 
also wants all avgas refiners to advise 
PAD as to the volume of additional 
high quality stocks they can produce. 
PAD is hopeful_that refiners who 
have facilities for making high-qual- 
ity base stocks but do not make av- 
gas might be willing to make such 
stocks available to avgas producers. 

PAD Man Lends Support—Mean- 
while, PAD has released the com- 
ments of H. S. Spering, its alkylate 
specialist, before the closed meeting 
of the NPC. In detailing how the 
alkylate contracts with the military 
work, he emphasized that the plant 
is at all times the “exclusive prop- 
erty of the refiner.” Mr. Spering said 
PAD is “confident that your stock- 
holders’ money can be Safely and 
soundly invested in this program to 
build up our national security.” 
Where equity capital is tight, he 
pointed out, loans from banks or the 
government “can be adequately se- 
cured.” 


Supply Tight in West—In another 
supply-demand field, C. J. Hedlund, 
PAD’s program director, reported 
that the fuel oil situation on the East 
Coast will be nip-and-tuck this com- 
ing winter, with demand expected to 
increase 17% over last winter. 

“We are not crying out in alarm 
about an oil shortage this winter,” 
he said, “but we do believe it is up to 
each refiner in the critical Gulf Coast- 
East Coast area to exert all possible 
effort to maximize distillate produc- 
tion, and up to every jobber and mar- 
keter to buy early and fill up his 
storage.” 
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Oil May Expect Relief from Steel 
Pinch by Second Quarter of 1953 


NPN News Bureau 

WASHINGTON — Defense Produc- 
tion Administration, in an effort to 
get its controlled materials plan back 
on schedule after the steel strike, 
may not issue any allotments at all 
for the first quarter of 1953 except 
for direct military needs. 

The way DPA sizes up the situa- 
tion now, it will be necessary to use 
most of the first quarter steel pro- 
duction to fill orders left over from 
the third and fourth quarters. 

The third and fourth quarter com- 
mitments had already been made be- 
fore the steel strike began, so the 
DPA plan now is to let those allot- 
ments stand. Obviously, because of 
the loss of about 75 days’ steel pro- 
duction, all those third and fourth 
quarter orders won't get filled in the 
third and fourth quarters. There- 
fore, DPA intends to use the first 
quarter as a “catch up” quarter in 
which the carryover allotments can 
be filled. 

This naturally will put a strain on 
steel users, for what it amounts to, 
in effect, is that requirements for 
nine months will have to be met from 
a six months’ supply. 

Relief by Second Quarter—DPA’s 
hope is that by the second quarter of 
next year, it will be able to return 
to virtually the same rate of distri- 
bution it had attained before the 
steel strike tore up plans. 

It hasn’t yet made a final decision 
on the first quarter plan, but that is 
the way it is leaning strongly now. 

A DPA official said that if any ma- 
terials are produced in the first quar- 
ter beyond the amount needed to fill 
third and fourth quarter tickets, it is 
likely DPA will simply make supple- 
mentary allotments to the fourth 
quarter allotments rather than issu- 
ing first quarter tickets. 

As it stands now, the fourth quar- 
ter supply will be limited to the pre- 
allotments issued for that quarter 
when third quarter allotments were 
made. For most users, including pe- 
troleum, the fourth quarter pre-allot- 
ment was 80% of the third quarter 
total. For PAD, this will mean a 
fourth quarter supply of 1,551,000 
tons of steel, compared to 1,903,750 
tons it received for third quarter dis- 
tribution. 

Asks Pre-Allotment — PAD has 
asked DPA for a pre-allotment for 
the first quarter of 75% of the 
amount PAD is to receive in the 
fourth quarter, but if DPA uses the 
first quarter “catch up” plan, this 
request probably will be turned down. 

It is likely that DPA is holding 
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some steel in reserve for distribution 
during the fourth quarter but this 
will be used in emergencies only, es- 
pecially to assure the direct military 
needs. 

No fortune teller is needed to fore- 
cast that the petroleum industry, if 
it is limited to an 80% allotment in 
fhe fourth quarter and nothing at all 
in the first quarter, is going to face 
some severe material shortages. 

Oil Feeling Pinch—As a matter of 
fact, some of these shortages already 
are being felt and the pinch is ex- 
pected to tighten. For some types of 
steel products, the pinch will be im- 
mediate, while for others, the impact 
may not hit until early next year. 


One of the first pains was felt in 
oil country tubular goods because the 
supply was tight even before the 
strike began and what inventories 
there were were just about wiped out 
before the strike ended. 

Line pipe, too, is going to be ex- 
tremely hard to get. PAD was try- 
ing this week to determine which gas 
and oil lines it should give priorities 
to and which should be asked to wait. 

Storage Facilities—The outlook for 
storage facilities also was bleak. A 
PAD official pointed out that storage 
tanks are made from steel plate and 
that the military likely will take a 
sizeable bite of the available plate 
supply. He said the building of stor- 
age facilities already was lagging be- 
cause in the past when steel was 
tight it was usually the storage proj- 


ects which got deferred while some 
other type of project got the mate- 
rial. 

There’s also the strong possibility 
that other shortages will develop, 
particularly in components, but this 
impact likely will not fall for some 
time yet because longer lead times 
are required for the manufacture of 
these products than for such things 
as pipe and tanks where little manu- 
facturing is necessary, 

No Special Priorities—-Thus far, 
DPA insists it isn’t going to give any 
special priorities to help any indus- 
try except the direct military and 
atomic energy programs. For these, 
DPA has set up special priorities and 
has ordered mills manufacturing 
items needed for these two programs 
to set aside a specified percentage of 
their production for military and 
atomic energy orders, Purpose of 
the set aside order is to spread the 
military burden evenly across the 
industry. 

What can an oil company, faced 
with a dire need for steel products, 
do about it? 

There isn’t much that can be done; 
not now, at any rate. For those ex- 
pansion projects which are already 
well under way, it is likely that there 
is enough material on hand to finish. 
Construction delays, apparently, will 
chiefly be delays in new starts. 


Service Stations—In addition to the 
type of projects for which PAD has 
been receiving steel directly from 
DPA, the materials pinch also will be 
felt in service station construction. 
These small commercial projects will 
continue to write their own certifica- 
tions on orders for as much as five 
tons of steel but it looks as though 





Defense Orders for the Oil Industry 


(Issued July 29-Aug. 4) 
This description of oil defense orders pro- 
vides a weekly summary of government regu- 
lations that may affect NPN readers. We will 
appreciate our readers letting us know when 
they think that we have omitted a regulation. 
Complete copies of the official text of these 
orders can be obtained from Platt’s OIL-Law- 
GRAM Reports, 1213 West Third St., Cleveland 
13, Ohio, a publication which reproduces and 
mails out the orders on oi] upon issuance. 
Minimum charge for single copies, $1.00, 
postage paid. One year’s service, $100. Less 
than one year’s service, pro rata plus $5.00 
for handling. 
CODE: NPA—National Production Author- 
ity; ESA — Economic Stabilization Agency; 
PAD—Petroleum Administration for D 


NPA—National Production Authority 
M-46, Amdt. 1, line pipe priority assistance 
applications deadline. 


What Orders Do 
Wage Stabilization Board 


PENSION AND WELFARE PLANS-—Ques- 
tions and Answers re GWR 21 illustrate vari- 
ous provisions of pension plans and profit- 
sharing plans of the deferred compensation 
type that conform to the requirements of GWR 
21 and will be approved upon initial review. 

SMALL BUSINESS ENTERPRISES—-Gen- 
era] Order 17 continues wage and salary sta- 
bilization controls for nine categories of small 





ODM—Office of Defense Mobilization; DPA— 
Defense Production Administration; DTA _ 
Defense Transport Administration; WSB — 
Wage Stabilization Board; OPS — Office of 
Price Stabilization. 


List of Orders 


WSB—Wage Stabilization Board 

Questions and answers re pension and profit- 
sharing plans. 

GO 17, Exemption of small-business enter- 
prises. 


OPS—Office of Price Stabilization 
Adjustable pricing order for steel mil] prod- 
ucts. 


enterprises (8 or fewer), and con- 
tinues in effect General Orders 16 and 18. 


Office of Price Stabilization 


STEEL MILL PRODUCTS—This special or- 
der permits producers of steel mil) products to 
adjust their prices upward upon resumption of 
steel production. 


National Production Authority 


LINE PIPE—Amdt, 1 to M-46 advances 
deadline for the filing of applications for pri- 
orities assistance in the purchase of line pipe 
for small construction and production copera- 
tions and for use as MRO in the oll and gas 
industries from three to four months prior to 
the beginning of the quarter in which delivery 
is required. 
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there will be considerable difficulty 
in getting those orders filled in the 
fourth quarter, All commercial con- 
struction will be controlled on the 
basis of an essentiality list compiled 
by National Production Authority, as 
follows: 

1. Critically needed new starts in 
officially designated defense areas. 


2. Products which received allot- 
ments in a previous quarter or which 
are under construction. 

3. Other new starts in areas of sub- 
stantial unemployment. Also, religi- 
ous, public welfare and safety pproj- 
ects. 


4. All other projects not covered 
under first three classifications. 


...one pump for 


Senate Group Wants ‘Cartel’ Report Made Public 


NPN News Bureau 

WASHINGTON — After studying 
the Federal Trade Commission's 
“international oil cartel” report for 
weeks and touching on its contents 
in one hearing, the Senate Small 
Business Committee this week asked 
President Truman to detach the 
secrecy label from the document and 
permit “the American people to have 
the facts on the international opera- 
tions of our major oil companies.” 
The request was made by Chair- 
man Sparkman (D. Ala.) in a letter 
to Mr. Truman in which the senator 
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listed a number of suggested deletions 
of some portions of the report to re- 
move any danger to U. S. foreign re- 
lations. It was a subcommittee under 
Senator Long (D. La.) which took a 
look at a classified copy of the doc- 
ument and voiced its intentions of 
going further into the matter. 

No Need for Secrecy — Senator 
Long, then and subsequently, said he 
saw no reason why report should 
remain under wraps and added that 
he hoped the committee could obtain 
its release. 

“It is our belief that with the above 
deletions (not released to the press) 
the FTC report can be issued without 
adversely affecting our foreign re- 
lations,” Senator Sparkman, now the 
Democratic nominee for vice presi- 
dent, wrote. “A large part of the 
report is based on previously published 
sources or on information which is 
common knowledge in the oil industry. 

“Since the report is primarily con- 
cerned with agreements by and among 
the major oil companies themselves 
it has no particular focus or bearing 
on our relations with any specific 
foreign country ... 

“I feel sure that you want the 
American people to have the facts 
on the international operations of 
our major oil companies if we can do 
so without endangering the national 
interest. I believe that if the sug- 
gested deletions are made this ob- 
jective can be accomplished.” 

Senator Long’s subcommittee has 
set aside the latter part of September 
for “tentative hearings in its current 
monopoly investigation. This may or 
may not concern the “oil cartel” 
phase, depending largely on circum- 
stances. Senator Long himself is now 
abroad surveying the overseas mil- 
itary construction program. Should 
the FTC report be released, the 
subcommittee could conceivably hold 
some hearings after Senator Long 
returns about Sept. 15. 

Meanwhile the federal grand jury 
to hear testimony and evidence sub- 
mitted by the Department of Justice 
in its own “cartel” investigation is 
to be called Sept. 2 and to be sworn 
in Sept 3. 

Subpoenas, now somewhere in the 
transmission belt between DJ and 
the prospective witnesses, reportedly 
were made returnable at that time. 
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New Rules Do Not Require Seller 
To ‘Police’ Diesel Tax Collections 


NPN News Bureau 
WASHINGTON — The Internal 
Revenue Bureau Aug. 1 issued pro- 
posed regulations on 2c per gal. 
Diesel fuel tax, spelling out that the 
levy applies only to highway use and 
need not be collected by seller on 
mixed sales. 


Earlier forms of the regulations 
had threatened to impose on sellers 
obligation to “police” sales being 
made where product would be used 
for both highway and nonhighway 
purposes. 

IRB said interested parties have 
until Aug. 31 (30 days from publish- 
ing in Aug. 1 Federal Register) to 
present views on tentative regula- 
tions. Arguments must be submitted 
in duplicate to Commissioner of In- 
ternal Reveniie, Washington 25, D. C. 

The regulations, issued nine months 
after effective date of tax on Nov. 1, 
1951, provide in part: 


“ The term ‘Diesel-powered highway 
vehicle’ includes any vehicle pow- 
ered or propelled by a Diesel motor 
or engine and of the type which 
would be licensed by the various 
states as a highway vehicle. How- 
ever, the term does not include equip- 
ment of the type designed primarily 
for use in road building, farming, 
coal mining, lumbering, oil produc- 
tion, etc., which because of its di- 
mensions, weight, or other specifica- 
tions is not designed for use as a 
highway vehicle and may not legally 
move over the highway, except un- 
der special permit ... 


“For purposes of the tax, the sale 
of a taxable liquid to an owner, 
lessee, or other operator of a Diesel- 
powered highway vehicle shall be 
considered a taxable sale of such 
liquid (1) where the liquid is deliv- 
ered by the vendor into the fuel sup- 
ply tank of the vehicle, or (2) where 
not so delivered, the vendee indi- 
cates in writing at the time of the 
sale that the entire quantity of the 
liquid covered by the sale is for use 
by him as a fuel in a Diesel-powered 
highway vehicle. 


“The tax is payable by the person 
who makes the taxable sale. Where 
a taxable liquid is consigned to a 
person for sale and the consignor 
maintains control over the terms and 
prices for which the liquid may be 
sold by the consignee, the consignor 
is the person liable for the tax when 
a taxable sale of the liquid is made 
by the consignee. In the event the 
consignor maintains no control over 
the terms and prices for which the 
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liquid may be sold by the consignee, 
such consignee is the person Lable 
for the tax upon the taxable sale of 
such liquid... 


“In the case of a taxable sale on 
credit, the tax applies whether or 
not the purchase price of the liquid 
is actually collected from the vendee. 


“Every person required to file a re- 
turn and pay tax on the sale or use 
of any taxable liquid as a fuel in a 
Diesel-powered highway vehicle, shall 
keep on file at his principal place of 
business, or some other convenient 
or safe location, accurate records and 
accounts of all taxable transactions. 
Evidence with respect to sales on 
which no tax is due, such as sales 
for export, or shipment to a posses- 
sion of the U. S., or sales to states 
and territories of the U. S. or politi- 
cal sub-divisions therof, must be main- 
vained.” 


Transport Cost Pass-Throughs 
On Oil Under Study by OPS 


NPN News Bureau 
WASHINGTON — Office of Price 
Stabilization’s Clearance Committee 
has proposed amendments to various 
petroleum regulations providing pass- 
through of all increased transporta- 
tion costs on finished petroleum 
products. 


Orders involved are Ceiling Price 
Regulations 17 (wholesale petro- 
leum) 63 (lubricating oils and 
greases) and 63 (asphalt). Amend- 
ments have been redrafted several 
times by Petroleum Branch and it is 
uncertain whether Clearance Com- 
mittee will not approve latest draft. 
Another amendment—to bring CPR 
13 pass-through provision in line 
with CPR i17—also is being con- 
sidered by committee. 


Shell Expands in Rockies 


BILLINGS, Mont.—Shell Oil ex- 
penditures for exploration and de- 
velopment in Rocky Mountain region 
are being increased to over $15 mil- 
lion annually, S. F. Bowlby, vice 
president, said July 30 on occasion 
of open house at new offices here. 

Mr. Bowlby said Shell has spent 
$40 million in past 10 years in Rock- 
ies and Dakotas and has removed 
less than 100,000 bbls. crude but be- 
lieves in area’s potential. Investment 
in new headquarters reflects perma- 
nence of operations in Rockies, Shell 
said. 


Deaths 


Fred Nicholson, general manager 
of United Oil Co., Pittsburgh, died 
July 23 in Pittsburgh. 


Walter A. Schulze, 52, a member 
of Phillips Petroleum’s Research 
Planning Board, died July 30, follow- 
ing a short illness. 

Mr. Schulze had been with Phillips 
since 1929. From 1945 until 1950 
he was assistant director of the 
chemicals division in the research and 
development department. 

He is survived by his wife, mother, 
two sisters and brother. 


R. W. Gallagher, 71, retired presi- 
dent and chairman of the board of 
Standard Oil (New Jersey) died at 
his home in New York July 31, after 
a long iliness. 

Mr. Gallagher had been associated 
with the Jersey Standard organiza- 
tion 48 years when he retired in 1945. 

He had been elected president and 
chief executive officer in January, 
1943, and before that served as a di- 
rector. 

Mr. Gallagher was president of the 
East Ohio Gas Co. and first became 
associated with the Jersey company 
as supervisor of its gas interests. 

Surviving him are a son, Charles 
E. Gallagher, and three daughters, 
Mrs. James M. Neri, Mrs. Herbert 
Conway and Mrs. Cyril F. O'Neil. 


* * * 


w. A. Berryman, 61, Guif Oil 
Corp.’s vice president in charge of 
foreign marketing and a director of 
many Gulf marketing subsidiaries, 
died in Pittsburgh Aug. 3 after a long 
illness. 

First joining Gulf in 1933, Mr. 
Berryman was sent to Antwerp, Bel- 
gium, where he was stationed until 
the outbreak of hostilities in the last 
World War when he returned to this 
country. In 1945 he was named as- 
istant to the vice president in charge 
of foreign marketing and four years 
later became vice president. 

Mr. Berryman also served as vice 
president of the Gulf European Co. 
and the Gulf Exploration Co., as di- 
rector and vice president of the Gulf 
Refining Co., and as vice president 
of the Gulf Research and Develop- 
ment Co. 

> * 7 


Dick Tyler, 82, pioneer petroleum 
distributor at Conneaut, Ohio, died 
July 22, at his home in East Lake- 
ville, Ohio. 

Mr. Tyler started his oil business 
in 1916. Surviving are his sons, Hal 
B. and John A., two sisters, Mary B. 
and Edna G., of Vero Beach, Fia., 
and five grandchildren. 
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Bureau of Mines and NPC Committee 
Tangle Over Synthetic Fuels Costs 


NPN News Bureau 
WASHINGTON—The Ebasco re- 
port came nearer meeting National 
Petroleum Council’s estimates on the 
cost of producing synthetic fuels than 
it did the Bureau of Mines’ cost es- 
timates, an NPC committee reported 
last week. 

A few days later, the Department 
of Interior in its annual report to 
Congress on synthetic fuels, again 
claimed that Ebasco findings “lend 
considerable support to the correct- 
ness of the bureau’s coal-hydrogena- 
tion cost estimates.” 

Since the NPC committee had esti- 
mated the cost of gasoline produced 
from coal at 41.4c a gal. while the 
Bureau of Mines estimate on syn- 
thetic fuels cost was lic a gal., it 
was difficult for an on-looker to see 
how the Ebasco report could be used 
to back up each argument. 

However, as a man said, figures 
can be used to prove just about any- 
thing. 

Here’s the way the cost arguments 
shaped up: 

NPC Analysis—The National Pe- 
troleum Council subcommittee on 
synthetic fuels made an analysis of 
the report of Ebasco Services, Inc., 
and reached the conclusion that the 
total gasoline cost was 28.1c a gal. 

This, they pointed out, would be 
nearer NPC’s 41.4c estimate than the 
Bureau’s figure of llc. 

The NPC subcommittee made the 
following comparisons: 

NPC Ebasco B. of M. 


Manufacturing costs .. 25.3 19.5 17.7 
Housing costs ....... 2.6 os pay 
Financial charges... .. 19.0 22.0 8.2 
Total costs ......06.. 46.9 41.5 25.9 
Less by-product 

DEVON. a6: vedesave 5.5 13.4 14.9 
GORSINE ois cv crosecee 41.4 28.1 11.0 


The subcommittee also had some 
bones to pick with Bureau of Mines 
over the Bureau’s way of figuring 
things. For example: . 

“Each issue of the Bureau of Mines 
report has increased chemical produc- 
tion so that the plant now described 
derives 53% of its revenue from 
chemicals when selling gasoline at 
present prices. 

“It is evident that this plant is 
more of a chemical venture than a 
synthetic liquid fuels project.” 

Other Arguments—The subcommit- 
tee also observed that adoption of 
coal hydrogenation to supply even a 
moderate percentage of the gasoline 
Tequirements of the U. S. would re- 
sult in a chemical production far ex- 
ceeding the demand. 

The subcommittee also pointed out 
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that Ebasco used a production rate 
of 30,000 b/d of total liquid product 
on the particular proposed project 
under study without any study by 
Ebasco as to the adequacy and ca- 
pacity of the plant as a whole. The 
subcommittee estimated that the 
plant as designed by the Bureau of 
Mines would produce only 27,000 b/d 
instead of 30,000 b/d. 


Elaborating further on the Ebasco 
report, the subcommittee noted that 
the report says a return on equity 
capital would have to be from 14 to 
16% in order to attract private in- 
vestors. Using capitalization of 50% 
funded and 50% equity capital as rec- 
ommended by Ebasco, this would 
amount to an average rate of 8.4% 
on the total investment after 50% in- 
come taxes. This is comparable to 
6% used by the subcommittee for 
the purpose of calculating the cost of 
gasoline, 

Ebasco estimated power plant fa- 
cilities approximately 24% lower than 
the cost estimate by the subcommit- 
tee and when the subcommittee 
sought to talk with Ebasco about this 
difference, Ebasco indicated it didn’t 
want to become further involved. 

On many other points, Ebasco and 
the subcommittee were pretty close 
together, although Ebasco concluded 
that local capital would underwrite 
housing for workers needed at the 
project whereas the subcommittee 
concluded that it would be necessary 
for the plant owner to underwrite 
such housing. 


Bureau Report—On the other hand, 
the Bureau of Mines, in its report, 
had a comparison table aimed at 
showing that the Bureau and Ebasco 
saw eye-to-eye on many points. 

The bureau “adjusted” its original 
cost estimate of 10.2c a gal. of total 
product after it had studied Ebasco’s 
report. The adjusted estimate was 
11.4c a-gal. 

“It is apparent from the factors 
discussed that the independent eval- 
uation of Ebasco lends considerable 
support to the correctness of the Bu- 
reau’s coal-hydrogenation cost esti- 
mates,” the bureau said. 

In its report, the bureau urged in- 
dustry to build some oil shale and 
coal-hydrogenation plants. 

“There is little question but that 
some time in the future domestic 
crude oil will have to be supplement- 
ed with liquid fuels from both coal 
and oil shale,” the bureau said. 

Oil St wle—The Bureau put especial 
emphas’: on oil shale: 

“By virtue of technical advances in 
mining, retorting and refining, oil 


shale now occupies a very interest- 
ing economic position,” the bureau 
said. “The bureau estimates that, 
with a capitalization of 50% equity 
and 50% borrowed funds and with 11 
products selling at market values, the 
rate of return on the equity capital 
would be 11.2% after interest charges 
and income taxes. This return is 
based on an industry-scale operation 
and includes the cost of a pipe line 
to the West Coast. Although this 
return is less than the average re- 
turn of.the petroleum industry, as in- 


dicated by published figures, it is‘ 


high enough to warrant serious at- 
tention.” 

Coal-Hydrogenation — On coal-hy- 
drogenation, the bureau had this to 
say: 
“The immediate establishment of 
one or two coal-hydrogenation plants 
by private industry could make a 
major contribution of needed chem- 
icals and would help lay the ground- 
work for large scale production of 
liquid fuels from coal should this be- 
come necessary for national security. 

“It appears, however, that some- 
thing in the way of government in- 
centives to private industry may be 
required at this time.” 

The bureau admitted that Ebasco 
said it did not believe it would be 
feasible to finance the projects with 
private capital “under conditions pre- 
vailing Jan. 1, 1951.” 

In its formal report, the bureau 
carefully avoided any direct contro- 
versy with NPC. But, in a private 
talk with a reporter, a bureau of- 
ficial was not so reluctant. 

He said the NPC subcommittee had 
distorted the bureau cost estimates. 


Chapman May Not Desire 


To Head Interior Again 


NPN News Bureau 
WASHINGTON — Oscar L. Chap- 
man’s strong pledge to defend inde- 
pendent status of National Petroleum 
Council has raised some speculation 
here that it may be tip-off that he 
will not be seeking another term 4s 
Interior Secretary, if Democrats win 
this fall. 

Presumably, secretary Chapman 
could have job again if desired, since 
he apparently carried ball for White 
House at Chicago and threw support 
behind Democratic nominee, Adlai E. 
Stevenson. 

Some observers feel that, if Justice 
Department were to launch adminis- 
tration-supported blast against NPC, 
secretary Chapman would find it de- 
cidedly unpolitical to run against the 
stream. On other hand, if he has de- 
cided against another cabinet post, 
it might be that he would feel more 
free to give renewed support to NPC, 
as is, including an industry (and Re- 
publican) chairman. 
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Majors Should Publish Marketing Cost Figures 


It would be a fine thing if the top brass of the oil 
industry could drop in somewhat incognito on such a 
meeting as was held last week at Traverse City, Mich., 
by the National Oil Jobbers’ Council and get a true 
picture of their competitors. 

Provided they came unaccompanied by their usual 
bodyguard of vice presidents, general counsels and dis- 
trict managers, this top brass would find some very 
human individuals who are struggling with the same 
problems of management and operations as are the 
top brass and seeking—and not often enough—finding 
the same answers. This top brass would also discover 

that the problem in each case lies in the men who rep- 
’ resent them in the competitive battle. 

And they each might go out in a boat and seek some 
fish and each probably have the same luck, few if any 
fish. Of course, the usually suspicious Department of 
Justice probably would view such excursions as ven- 
tures into its favorite idea of sin—‘“conspiracies”’— 
even though the fish already were suspicious enough 
to have moved into deep water. But the waters of 
Traverse Bay are so inviting that even getting into 
dire peril with this officious department of govern- 
ment probably would not hold back the “conspirators” 
from ganging up on the fish. 

It was the atmosphere of friendliness and live-and-let- 
live that made the meeting of the jobbers top national 
body in a small resort hotel at the cool end of Michi- 
gan, a profitable place to talk over problems. 

When some of the hot subjects of majors and jobbers 
were discussed at this meeting, any heat that developed 
seemed to be quickly dissipated by the surrounding cool- 
ness of water and woods. 


These paragraphs are not the result of the hot weather 
we found when we returned to.Cleveland. They are a 
true report of this NOJC quarterly meeting. 

The council members heard a report, confidential as to 
names, from Chairman Gwaltney of North Carolina, of 
the legislative committee, and from Chairman Everett 
Yerly of Wisconsin of the Economic Concentration Com- 
mittee, supplemented by comment from Chairman Harper 
of NOJC, on the replies the Council had received from 
the heads of the major companies to the council’s ques- 
tion: Is it true that the majors so operate as to keep 
their marketing departments in the “red”, supplying 
the deficit from the prosperity of other departments, 
something their competitors, the jobbers, cannot do for 
lack of producing and refining departments? 

The answer from a score of big companies was “no,” 
but some did not say so as frankly as they might have, 
some added lectures on the evils of “divorcement” and 
some said they could not do a fair job of separating 
marketing costs from other costs, Then there were 
several, said these chairmen, who so badly misread Chair- 
man Harper's interrogatory letter that they argued 
against comparing their marketing costs with those of 
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anyone else, thus reading into the inquiry something 
that was not there at all. 

For the answers that were straightforward, the job- 
bers had friendly words of approval, though the figures 
themselves were not given. For some of the others, the 
jobbers thought they had been treated as school boys. ‘ 
Also, they were quite sure in some ‘cases that the letters 
had not been written by the man they knew and who 
signed the letter but by the legal department whose 
members, it was commented, made unnecessary and un- 
called for argument, even obviously based on considerable 
ignorance of the subject. 

But even so, the atmosphere of the meeting was 
such that had any of these equivocating lawyers been 
present and gone out in a boat fishing with any council 
members they would not have been dumped in the water, 
even though there might have seemed to be sufficient 
provocation. 

It is sometimes appalling, and this controversy over 
“divorcement” of oil marketing departments from the 
allegedly exceedingly profitable other departments is 
well in point, how many people read into a statement 
things that are not there, and how shallowly some people 
pass judgment on a question. 

We have heard many a major executive and even 
lawyers argue against the bare fact of separating the 
marketing department from the rest of the business— 
how it “simply could not be done,” how it would “ruin” 
the company’s “efficiency” and anyway, how could you 
keep costs on the operation when the same tanks were 
used by the refinery and the marketing departments? 


But all this defensive argument aside, some majors 
get so mad that they refuse to pause to realize that 
the jobber is not talking about divorcement for the fun 
of it, but is trying, rather, to put the majors in a posi- 
tion where their marketing departments would have to 
stand on their own legs before the country. The an- 
swer for some 15 or more years to the writer’s per- 
sonal knowledge—but the majors would never release it 
for publication—has been that marketing is profitable 
in nearly all cases. And in those few exceptions, the 
marketing departments, and even the whole company, 
had been mismanaged, something since corrected. 


Prior to these last 15 years, it is true, major com- 
pany marketing departments were either poorly man- 
aged or, as was proved in the famous Standard Oil 
dissolution suit, were run at a loss for the purpose of 
keeping competitors out of the business. Too many 
men brought up in the old era’s faulty thinking found 
it impossible to change that thinking and their ways 
when the new day came way back in 1914. And also in 
the early flush days of the Mid-Continent field, too 
many of the Independent refiners did not know how to 
market products successfully, often because the jobber 
was too hard a buyer, and marketing departments showed 
heavy losses. 

In these last years of agitation for ‘‘divorcement,” the 
majors have hemmed and hawed so much on the plain 
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question that it may take more than signed statements 
of presidents to convince the industry that these mar- 
keting departments are not being subsidized, and, in the 
political disorder of today, it will probably also be neces- 
sary for the whole industry to be convinced to avoid 
the pressing of legislation for actual divorcement. 


While discussing some of the “catches” of their asso- 
ciates, big fish versus little ones or none at all, the job- 
bers at Traverse City seemed to agree that they did 
not care whether marketing departments were physically 
separated from the rest of the majors just so long as 
they, the jobbers, knew that the marketing departments 
were competing with them on the same base price and 
the same comparative facilities. The jobbers said, looking 
at the Standard of Kentucky's figures, that they would 
take their chances with any major on an even basis. 


The simplest and quickest answer to this demand for 
“‘divorcement” would be to add one more item to the 
many now being printed in annual] statements and that 
item would be the profit or loss for the marketing divi- 
sion. That does not mean the cost of making gasoline 
per gallon, nor of selling tires, nor a certain kind of 
grease, which a few top brass have argued is so hard 
to ascertain, but simply the profit and loss of running 
all sales, like the Standard of Kentucky which is only 
a marketing company. e 


When major company people plead the “impossibility” 
of breaking down their operations, they generally for- 
get that they are doing it now, either within the main 
company or by subsidiary companies. Quite a number of 
the majors answering the NOJC’s inquiry, frankly said 
they split their “p & 1” and show a substantial profit in 
marketing and would not stand for it being other- 
wise. One apologized for being in the “red” some years 
back during adversities but earnestly assured he is not 
now. 


Both majors and jobbers overlook a plain legal fact 
that eliminates the old and often told tale of alleged 
excessive profits from pipe lines—true 40 years ago. 
That fact is that the Interstate Commerce Commission 
for a dozen and more years now under a federal law, 
fixes and publishes for everyone to see, shipping rates 
for the pipe lines, limits the profit to 7% on the in- 
vestment made by ICC appraisal. The companies like- 
wise publish their profits for all to see. We never could 
understand why the companies did not call these gov- 
ernment regulated and published figures to the attention 
of the protestants nor why the protestants—the jobbers— 
seemingly refused to reac the pipe lines statements in 
the financial pages every few months. 


In reviewing the discussions of these past years over 
“divorcement,” one stands rather aghast that an other- 
wise highly intelligent industry will spend so much time 
and energy on a row largely based on ignorance on both 
sides. For the jobbers’ part it may well be said they 
were out to get the majors’ “goat” and put them on 
the defensive in order to establish a better trading 
position, a maneuver that at best is always open to 
question. 


For the majors’ part of it, it may well be said, from 
the evidence, that they were so poorly equipped to main- 
tain contact with their own marketers and competitors 


on their industry public relations, that they missed the 
boat entirely. 


Or maybe it was a matter of everyone having such 
a good time in the argument that they did not want it 
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to be otherwise. Sometimes we thought it was just that, 
no matter how much it jeopardized the political and 
economic safety of the whole industry. 


Then at Traverse City the jobbers heard and joined 
in discussion of the producers’ depletion allowance. A 
good lawyer and producer and drilling contractor from 
Oklahoma, Guy Woodward of Tulsa, gave the producer’s 
side of the allowance. A college professor discussed it 
theoretically, and said he was without first hand knowl- 
edge, which was easily noted from his remarks. How- 
ever, as he was for stopping the allowance even on his 
secant knowledge, the industry could well take notice of 
what other professors may be saying in equal ignorance. 


Woodward did a good job of presenting the producer's 
side of the story, but the forthright questions shot at 
him clearly showed that the jobbers were not so much 
concerned with the fine points of the allowance as with 
whether it was the result of some good selling on the 
part of the producers and is it possible for something 
similar to be had for the marketing part of the indus- 
try, especially in these days of 20 years of a “handout” 
administration and the clear tax exemption of the job- 
bers’ rapidly growing competitors, the co-ops. Also, 
wondered the jobbers, just how essential to the country’s 
safety are these “quick” depreciations of certain prop- 
erties which, because of their size, can only be built 
by major oil companies. Why should not the jobber have 
“quick” depreciation for his next tank truck, filling sta- 
tion and bulk plant? 


Sure, say the jobbers, if the majors are really “sav- 
ing the country” and not just making more money for 
themselves by all these extra curricular allowances, 
then let’s save the country. But why cannot things be 
figured out so we can do a bit of the “saving” too? The 
war workers must have gasoline and places to buy it, 
handy to their new jobs, but service stations constructed 
to take care of them won't have any customers in a few 
years and will have to be abandoned. So why shouldn’t 
we at least get some of our tax money back, if we can 
show how we too “save the country”, ask the jobbers? 


This subject was returned to the committee for fur- 
ther study. 


Several of the majors, according to those who read 
the letters but who were careful not to disclose any iden- 
tity, labored rather long and hard to try and prove that 
the industry should not have cost accounting, in fact 
that it would be impossible to do so, as well as illegal, 
and that, anyway, nothing would be proved by compar- 
ing operating costs. 


The jobbers had not thought of this nor have they 
urged it even though they did recall that the API spent 
a few hundred thousand dollars to try and establish such 
accounting in its early years. 


However, it is reported that the suggestion, coming en- 
tirely out of the clear sky, has prompted a special com- 
mittee of the NOJC to decide to make a study of the 
idea of uniform accounting, perhaps under the super- 
vision of the Federal Trade Commission, which years back 
so vigorously fought for it. A campaign for uniform 
accounting would make all marketers, including the ma- 
jors, more conscious of their costs and might cause them 
to be more careful about doing foolish things, such as 
giving away equipment, making fancy real estate deals 
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and making special allowances to hold big gallonage price 
cutters. 

So we may have more improvement in oil company 
operations. 


The Council voted to have its chairman and such of- 
ficers as he chose pursue the many friendly letters re- 
ceived in response to the inquiry about how marketing 
departments operate. A number of these letters seemed 
to take pains, it was reported, to specifically ask officers 
of the Council to call and discuss the subject further. 

To say that these letters are really friendly and cordial 
may sound trite, as if the jobbers who read them were 
swallowing a lot of hooey, but as they have read hooey 
before, these officers of the council and its special sub- 
committee, insisted that the letters were truly all they 
say they are and they will be followed up in that same 
spirit. 


It is the writer’s opinion that the day may not be 
far distant when some majors who have made remark- 
able strides in their public relations activities, will make 
public a complete breakdown of their annual statements 
by major divisions. Under the Securities & Exchange 
Commission rules, all majors today, in asking for proxies 
for elections, must inform stockholders of the salaries 
of officers, their retirement pay and share of company 
insurance and the amount of stock they hold. This, 
we say, is a whole lot more personal information than 
whether the producing, manufacturing, shipping or mar- 
keting departments are making money. 

Many of the majors are doing a first class job of 
improving their machinery for handling industry and 
public relations. Some of it may not be as good as it 
should be but given the will to do a job, the companies 
thus progressing can be depended upon to remedy the 
defects as they appear. 

' 


And now to get back to a little fishing for a minute, 
which always has been good for the souls of men and 
women, too, when they have learned,.as a few have, 
thank goodness, how to run out a No. 3 Star spoon for 
30 yards or place a fly right beside THAT rock. 

There is no question but that the National Oil Job- 
bers’ Council has most materially contributed to the bet- 





What we have to do is to be forever curiously 
testing new opinions and courting new impres- 
sions—Walter Pater. 


Editorials are written to stimulate discussion, 
because it is only through discussion that a na- 
tion, an industry or a company can arrive at 
sound decisions. NATIONAL PETROLEUM NEWS al- 
ways welcomes comments on its editorials. 


Please write Warren C. Platt, Editor, 1213 
West 3rd St., Cleveland 13, Ohio. 











terment of the industry as a whole as well as improving 
the standing and lot of the Independent oil jobber. While 
the Council has wasted some time and barked up the 
wrong tree occasionally, it has done no more along this 
line than the great API has or even now is doing. 

The NOJC has put the cause of the protestants in oil 
marketing on a dignified, intelligent and constructive 
basis; it has put the oil marketer to studying the in- 
dustry from a national viewpoint, as was well indicated 
at the Traverse City meeting. 


Also its chairman and other officers are welcomed in 
all offices, even those with fine rugs spread generously 
on the floor. 

And the present chairman is addressed as “My Dear 
John”’. 

He has devoted much time and his own money to ‘the 
job of chairman of the NOJC, as have the other mem- 
bers who are presidents of their respective state associa- 
tions. 

It is all a great achievement for men who have the 
greatest following of any in the oil industry, a follow- 
ing represented by members of some 25 state jobber as- 
sociations serving at least half the dealers and customers 
of the oil industry. 

And so, “My Dear John Harper,” when you have fin- 
ished your two-year term this fall, and retired, as you 
stated to the Council last week you would do, let's get 
a few rods and a couple of other philosophizing low brows 
and in the quiet but pure waters of some Traverse Bay, 
ponder on the good deeds and good friendships of this 
oil industry, because it has been good to all in it who 
treat it right and fairly and who help it to serve its cus- 
tomers, the public. 





Co-Op Refinery Shuts Down, 
Another Plant Due to Close 


HOUSTON — Consumers Coopera- 
tive Refinery Assn.’s plant at Level- 
land, Tex., has been closed, and one 
other Mid-Continent refinery—Bareco 
at Wichita, Kans.,—reportedly is 
scheduled to shut down, it was re- 
ported this week. 

Consumers plant may eventually 
be modernized according to F. A. Gil- 
lum, assistant manager, and plant 
will begin operating again when and 
if improvements in present facilities 
are started. However, Gillum said 
plans are not definite, and it is not 
known just how long refinery will 
be down. 

According to unconfirmed reports, 
Bareco’s plant will close Sept. 15 and 
be dismantled, with equipment pos- 
sibly being moved to another location. 
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Bareco, it is said, will probably con- 
tinue its sales organization in the 
Mid-Continent, and will purchase 
products from other suppliers. 

In both cases, it is believed obsolete 
equipment rather than oversupply of 
products forced plants to close. 


Phelps to Resign Oct. 15 
NPN News Bureau 
WASHINGTON — Assistant Price 
Stabilizer Edward F. Phelps, Jr., has 


tendered his resignation “on or 
about” Oct. 15 “barring some un- 
foreseen circumstance.” 

Mr. Phelps said he thought the a- 
gency would be well-launched by that 
date on its new type of operation 
brought about by “changes in its 
legislative authority” and “its sharp- 
ty-reduced budget.” He said his plans 
are nebulous beyond resignation date. 





Gulf Plans $200 Million 
For Expansion This Year 


PITTSBURGH—Gulf Oil and its 
consolidated subsidiaries anticipate 
expenditure of more than $200 mil- 
lion in 1952 on expansion and im- 
provement programs. Interim report 
mailed to Gulf shareholders over week 
end reveals capital expenditures dur- 
ing first half of year were $101,826,- 
000, an increase of $32 million over 
same period in 1951. 


Gulf says need for continued ex- 
pansion by oil industry is illustrated 
by fact that domestic demand for pe- 
troleum is now 43% greater than in 
1946 ani 73% higher than in 1941. 
Report also says U.S. motor vehicles 
alone consume 44 billion gals. of gaso- 
line per year and home oil burners 
account for some 10 billion gals. of 
fuel oil. 
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Stature of Oil Jobbers’ Council 
Growing Fast in National Affairs 


By Leonard Castle, Midwest Editor 


If any addi- 

tional evidence 

were needed to point up the fact that 

the National Oil Jobbers Council has 

grown tremendously in stature and 

now holds a respected position among 

federal agencies dealing with business 

it came last week at NOJC’s summer 
conference in Traverse City. 

The council’s position of eminence 
was emphasized when a top official of 
the Office of Price Stabilization, Ro- 
land M. Preisman, took time away 
from his many duties in Washington 
to spend two days at Traverse City 
explaining to jobber leaders details of 
the new formula by which jobbers 
may apply for fuel oil price increases. 

It further had been emphasized im- 
mediately prior to the Traverse City 
meeting when NOJC representatives 
in Washington were consulted by OPS 
on each step leading to adoption of 
the formula, 

Mr. Preisman, who is special assist- 
ant on coal and oil to the chief of 
the OPS chemicals and fuels division, 
spent the better part of one morning 
explaining to the jobber represent- 
atives at Traverse City how the new 
formula would work and details of 
how the application questionnaire 
should be filled out. 

Then he remained at the conference 
for another day and a half, making 
himself available for questioning 
about the new formula, The purpose 
of his visit was to do everything pos- 
sible to help the jobbers qualify for 
fuel oil price increases. It was one 
of the few times that a top federal 
official had spent so liberally of his 
own time in seeking that a program 
of relief for business was instituted 
correctly. 

; * * . 


Even more important, probably, 
than Mr. Preisman’s visit to Traverse 
City were the events leading up to 
adoption of the formula in Washing- 
ton. .These date back to the original 
request for fuel oil price increases to 
the Eastern Seaboard. 

-The original OPS recommendations 
for the ‘Hastern Seaboard contained 
no relief for jobbers. So Otis H. Ellis, 
General Counsel of NOJC, and a 
group of eastern jobbers sought and 


obtained a conference with Edward 
Phelps, deputy OPS administrator. 

As an outgrowth of that conference 
—at which the jobbers presented their 
case simply on its merits and with- 
out using any outside pressure—Mr. 
Phelps personally took up the battle 
for the jobbers even though there 
was considerable opposition from 
within the agency. The result was 
that jobbers on the Eastern Seaboard 
also were granted needed pricing re- 
lief. 

* * * 

Shortly thereafter when the ques- 
tion arose of providing fuel oil relief 
on a nationwide basis, the National 
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Council, working in co-operation with 
OPS, provided jobber accountants to 
work with OPS accountants in draft- 
ing the simplest forms possible to ob- 
tain the information OPS needed. 

Subsequently, when OPS came up 
with a recommended formula which 
provided that any relief granted 
would be based on a determination of 
the jobbers’ net earnings position 
rather than on margins, NOJC again 
made informal application to be 
heard and this was granted imme- 
diately. 

As an outgrowth of this conference, 
Mr. Ellis and the other NOJC repre- 
sentatives were invited to meet with 
the OPS Clearance Committee, which 
passes on policy and ordinarily does 
not meet with individuals. To the 
best knowledge of the NOJC repre- 
sentatives, they were the first private 
citizens ever to be heard by the Clear- 
ance Committee. 

Which ought to be proof enough 
for anybody of the stature the na- 
tional council has gained. 


A Tire ‘Blowout’ on the Turnpike 
Is Like No Water on the Desert 


By Raymond E. Bijorkback, Eastern Editor 


The public, as 

wellas many 

thoughtful members of the industry, 

is beginning to see that the motorist 

could do with a bit more oil com- 

pany competition on controlled-access 
roads. 

Consider what happened to a Wash- 
ington newspaperman on the New 
Jersey Turnpike, latest expression of 
the toll road planners’ thinking which 
hews so close to the revenue dollar 
that it results in an exclusive service 
station concession. 

A lot of citizens who’ve never even 
seen the turnpike were able to share 
the experience of this newspaperman, 
Joseph C. Harsh. This is so because 
he wrote quite a piece about it in the 
widely circulated Christian Science 
Monitor. 

* * * 


Mr. Harsh had a blowout. It inter- 
rupted his pleasurable contemplation 
of (1) the time you can make when 
you don’t have to bother with traffic 
lights or crossroads, and (2) the de- 
lights of a rural scene unmarred by 
uncontrolled roadside commercial de- 
velopment or signboards. : 


It also put Mr, Harsh in a spot. 
His jack wouldn’t work. The State’s 
turnpike planners had left this stretch 
where service stations are 40 miles 
apart, and he was in the middle of it. 

In theory, a police car or a patrol- 
ling service truck should have been 
along in a few minutes. But neither 
was. Why? 

“There are several answers,” wrote 
Mr. Harsh. “One, it’s a very hot day. 
Two, there are scores of other 
stranded motorists. Three, the service 
station 20 miles up the road is so 
swamped with business right there 
that it can’t detach a patrol for the 
unlucky car marooned 20 miles 
away.” 

Mr. Harsh tried hailing down pass- 
ing cars. He got only “amused 
smiles.” 

Finally, he was rescued by a road- 
maintenance truck, whose driver lent 
him a jack “at the risk of losing his 
own job because he is infringing upon 
@ ‘monopoly’.” 

Mr. Harsh lost an hour and a half 
where he had the blowout. At the 
service station, he had to wait “in 
line” an hour for a new tire. Taking 
his turn at getting his gasoline tank 
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filled took “exactly” half an hour 
more. 

“Add it up,” said Mr. Harsh. “The 
price in time of a blowout on the su- 
perplanned highway was three hours.” 

Also, he had the feeling his new 
tire “on this noncompetitive and 
perfectly planned highway” cost him 
considerably more than the same tire 
would cost “on the ordinary highway 
So near in terms of miles, but so in- 
finitely far in terms of social and 
economic theory.” 


Mr. Harsh left his readers with 
the idea he could put up with some- 
thing of a “procession of competing 
service stations” for “ever available 
succor in moments of need.” 

We've a hunch he’d settle for an 
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economic number of service stations, 
if they’d be breaking their necks 
vying with each other for the mo- 
torist’s business. 

We've a hunch, too, that the indus- 
try men trying to get the merits of 
competition across to various groups 
of state toll road planners will have 
some backing from motorists after a 
few more have breakdowns under con- 
ditions such as Mr. Harsh knew. 


Meanwhile, we'd leave the thought 
with New Jersey Turnpike Authority 
that it might see its way clear to in- 
stall a few telephones at several 
points along its highway for use in 
motorists’ emergencies. You pay good 
money to ride this premium road, and 
maybe you ought to get premium 
treatment. 


West Coast Confused Over What's What 
In Handling of ‘Shrink Out’ Charges 


By Frank Breese, Pacific Coast Editor 


“A fluid state 

of confusion” is 

how an authoritative observer has 

described the situation arising from 

“shrink-out” charges filed by West 
Coast distributors. 

His description was inspired by the 
fact that several government offices 
are interested in the complaints, that 
there is no unified or uniform action 
by the distributors and that no one 
has a clear-cut idea as to what the 
status is. 

Government agencies involved thus 
far include: marketing and distribu- 
tion division of the Petroleum Ad- 
ministration for Defense, the House 
and Senate Small Business committees 
and the Department of Justice. 

A hearing held by the House Small 
Business Committee in Seattle last 
month was inconclusive. Testimony 
by petroleum distributors on their 
problems formed only a part of the 
general hearing. The distributors were 
requested to gather further informa- 
tion for the committee and also to 
send petitions to PAD. NPN was 
told by Northwest Oil Co. of Port- 
land, Ore., that a number of the dis- 
tributors and jobbers were not clear 
as to what the committee wanted or 
what the petitions to PAD should ask. 


William C. Dixon, Pacific Coast 
chief of the Antitrust Division, and 
who has received complaints directly 
from distributors, commented: “There 
is considerable merit to some of the 
complaints.” 

Mr. Dixon said he could not com- 
ment on whether his office will take 


AUGUST 6, 1952 


any action on them. He is studying 
the situation with the object of re- 
porting to Washington regarding the 
advisability of intervention by the 
Justice Department. 

Unless a point of legal violation is 
established, there is nothing the Anti- 
trust office can do about individual 
hardship cases, informed observers 
Stated. It was recalled that many 
complaints of price-squeezing were 
made by dealers to the West Coast 
antitrust office during the price wars 
of 1950-51. But the antitrust office 
took no action because no violations 
were established. 


Current distributor complaints and 
the old complaints by dealers un- 
doubtedly will be taken into account 
by Antitrust in working out its big 
case against the West Coast majors, 
informed observers stated. The ques. 
tion is to determine how they fit into 
the case. : 

Meanwhile, observers expressed be- 
lief that the congressional Small Busi- 
ness committees were in the best posi- 
tion to collate the complaints and 
determine the facts. 


First West Coast company.to seek 
an increase in product ‘prices as a 
result of recent wage raises was 
Union Oil. It asked OPS for permis- 
sion to raise gasoline and stove oil 
prices 0.3c per gal. diesel 0.2c per 
gal. and residual fuel 4c per bbl, 

Union Oil noted: “Petroleum prices 
remain frozen at the levels prevailing 
late in 1950, at which time the prices 
of certain products had only partially 


recovered from distress lows reached 
earlier that year.” 

A check of other West Coast ma- 
jors indicated that Union, up to last 
week, was the only one that had 
asked OPS for a higher ceiling. Spe- 
culation among oil men, though, was 
that requests by other companies 
would follow. 


Richfield’s gasoline-making capa- 
city will be greatly increased by a 
$40 million refinery expansion pro- 
gram which will get under way in 
the near future, the company re- 


Total gasoline output will be jacked 
up 40%. Total gasoline production 
capacity will be up to about 2,750,000 
gals. a day, the equivalent of the en- 
tire needs of motorists in the three 
states of Oregon, Arizona and Nevada 
at the present rate of consumption, 
said Richfield. 

Expansion project is scheduled for 
completion in 1954. 


Plans for general strengthening and 
implementing of the West Coast Oil 
Information Committee program are 
to be discussed at a joint meeting of 
the OIC state officers and the West- 
ern Oil and Gas Assn. Public relations 
subcommittee this week (Aug. 7-8). 
The OIC is the West Coast counter- 
part of OTIC, 

Plans for Oil Progress Week par- 
ticipation also will be made. 


As an employe relations project, 
Richfield has engaged two snake ex- 
perts to develop rattlesnake extermi- 
nation and control measures in the 
field areas where employes have re- 
ported them. Richfield said it expects 
the project “will be of ultimate ben- 
efit to the West Coast public.” 


* * * 


Far Western notes: Montana will 
vote in November on whether to raise 
the state gasoline tax from 6c to 7c 
per gal. . . Seaside Oil Co. has 
published a new illustrated strip map 
travel guide covering Arizona and 
California . . . A $385,000 pilot gas 
injection plant to be operated by the 
Long Beach Oil Development Co. in 
the Los Angeles harbor area will be 
built to determine feasibility of gas 
injection there. 


Standard of California estimates 
loss between $125,000 and $225,000 
caused by fire at Ketchikan, Alaska, 
bulk terminal July 30. 

Damage included loss of two ware- 
houses, small tanks of avgas, one 
residential house and some damage 
to pier. Large storage tanks were 
saved. Fire was caused by welders 
spark on pier. 
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You Can Depend on Butler Safety 





Here’s a future “Million Miler” — a 6,000 gallon 


capacity Safety Transport built by Butler for 
Petroservice, Inc. 


Here's the Inside Story} 
of Butler Realty. 


Features Proved 
in Millions of Miles 
On the Road 


@ All hidden surfaces prime painted in 
subassembly operation to prevent rusting 
in inaccessible spots. 


@) Double bulkheads insure maximum 
safety in hauling mixed loads. 


Bulkheads over fifth wheel assembly, 
landing legs, drop section, axle assembly 
and rear head are braced with integrally 
welded reinforcements. 


@ Deep dished baffle heads die formed to 
depth which is scientifically determined 
for greatest resistance to surge. 


Non-sparking, eee manhole and 
fill cover. 
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For Bigger Payloads! 


Butler transports deliver top-limit pay- 
loads as regulated by weight laws. Dead 
weight is eliminated without sacrificing 
structural strength. 


For Greater Safety! 


Safety for you, for your drivers is built 
into every Butler unit with features 
throughout that save not only lives, but 
time and money as well. 


For Longer Life... 
Less Maintenance! 


The many Butler “million milers”— 
transports that have traveled over a mil- 
lion miles, served for as long as 18 yeors 
with little or no maintenance expense—are 
ample evidence that Butler designs your 
unit to pay off as a long-term investment. 


Transports 
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Modern Facilities 
for Better Fabrication 





You can depend on Butler Transports 
because Butler has modern facilities to 
design and fabricate for top quality . . . 
modern equipment, modern production 
methods, strict quality controls. Don’t 
settle for anything less than Butler qual- 
ity...and Butler modern facilities for fab- 
ricating your transport! 


; 


Take Advantage of Butler Experience and Reputation! 


You can stop worrying when you put your hard-won experience and reputation for 
transport problems into capable, experi- quality products. Take the first step now 
enced hands of Butler designers and en- by writing for complete details. Your 
gineers. Take advantage of this wealth of specific inquiry is invited! 


BUTLER MANUFACTURING COMPANY 





7454 E. 13th St., Kansas City 3E, Mo. 
954 Sixth Ave., S.E., Minneapolis, Minn. 
nearest you: Dept. 54, Richmond, Calif. 
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ANOTHER TANKER slips into the water to join British-American’s tanker fleet. 
Named the “B-A Peerless”, the ship is the company’s twenty-second ocean and lake 
vessel 


British-American’s Tanker Launching 
Spotlights Growth of Canadian Oil 


Special to NPN 

COLLINGWOOD, Ont.—As another 
incidental result of Canada’s five- 
year-old oil boom, British-American 
Oil Co., Ltd., launched a new Great 
Lakes tanker here, July 28. The 
launching took place in the yards of 
British American Transportation Ltd., 
in this town at the lower end of 
Georgian Bay, and brings to a total 
of 22 the number of ocean and lake 
tankers operating under charter to 
British American. 


The ship, called the “B-A Peerless” 
(which is also the name of the com- 
pany’s principal motor oil brand) will 
go into service transporting western 
Canadian crude from the pipe line 
terminal at Superior, Wisc., to B-A’s 
refinery at Clarkson, Ontario, about 
20 miles west of Toronto. British 
American first started transporting 
Canadian crude as far east as Lake 
Ontario last July. 


According to President Ole Berg, 
Jr., addition of the ship to the B-A 
fleet means that the company now 
can maintain a continuous flow of 
crude to Clarkson. 

The “B-A Peerless” will have a top 
speed of 16 m.p.h. It will carry 125,- 
000 bbls. of crude each trip. It is 620 
ft. long, 68 ft. beam and 35 ft. depth, 
and is powered by a 4,500 h.p. turbine. 


Staterooms and recreational facil- 
ities have been provided for the 36 
men who will-comprise officers and 
crew. Operating equipment of the 
most advanced type includes such 
navigation aids as radar, gyrocompass 
radio direction finder, ship-to-shore 


telephone and fathometer; and mod- 
ern type of carbon dioxide, steam 
smothering and portable fire-fighting 
equipment. Cost is estimated at about 
$4,500,000. 
At the launching ceremony, the 
ship was christened by Mrs. M. 8S. 
Beringer, wife of Milton S. Beringer, 
chairman of the board of British 
American Oil. At a luncheon follow- 
ing the launching, the principal speak- 


er, Leslie M. Frost, premier of the 
province of Ontario, commented on 
B-A’s origin: 

“Forty-seven years ago a modest 
jobbing concern commenced business 
on Toronto’s waterfront. Today, 
British American Oil is a fully in- 
tegrated company, operating from 
coast to coast. The company has 
subsidiaries in the United States 
where pipe lines help to supply the 
growing requirements of its five re- 
fineries in Canada.” 

Mr. Frost also called attention to 
the fact that the B-A refinery at 
Clarkson marked the most easterly 
point reached to date by Canadian 
crude. 

“These are days of unprecedented 
and spectacular change,” Mr. Frost 
said. “So rapid has been our growth 
that we are beginning perhaps to look 
at great developments as common- 
place. The discovery of Leduc, five 
short years ago, has expanded phe- 
nomenally. Canada is on the way to 
being self-supporting in oil and its 
products, 

“What is being done today would 
have been almost unbelievable a year 
ago and two years ago. What then 
of the future? There are indications 
that this new wealth extends across 
Saskatchewan, perhaps Manitoba, and 
we hope into northwestern Ontario. 

“The achievements of our Dominion 
in its short 85 years of life have 
given Canadians unbounded confi- 
dence. We have a great country. We 
have the people, the courage, the 
wealth and the technical skills to 
develop it. 

“We here in Ontario have our great 
natural advantages,” Mr. Frost told 
his audience, “but one thing we do 
not have in any appreciable quantity 


CHRISTENING—The “B-A Peerless” tanker was christened by Mrs. M. S. Beringer 
accompanied by Mr. Beringer, chairman of the board of British American Oil (left), 
and Ole Berg, Jr., company president (right) 
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is fuel. We do produce oil but only 
in the order of 250,000 bbls. a year, 
whereas our requirements are over 
150,000 b/d. Presently nearly 40% 
comes from western Canada. We 
therefore welcome the arrival of Al- 
berta and Western Canada crude oil. 

“We hope that in the days to come, 
particularly with the development of 
the St. Lawrence Seaway, that it will 
be more practical to use Alberta and 
Nova Scotia coal in the central pro- 
vinces. Adding oil and coal to our 
great water power resources means 
the opening up of tremendous new 
vistas of opportunity in this land of 
ours. 

“There is another task however 


to which we should address ourselves 
in the field of fuel and power and that 
is an all-Canadian pipe line to carry 
natural gas from the West. We al- 
ready have a very substantial natural 
gas industry in southwestern Ontario 
and we have tens of thousands of 
users of artificial gas in Toronto and 
other centers in the Province. Our 
natural gas resources in Ontario now 
have to be supplemented very largely 
by artificial gas or by gas imported 
into Ontario by American pipe lines. 
The building of an all-Canadian pipe 
line is just another step in the devel- 
opment of our country and our re- 
sources.” 


Letter Appears to Hold That Some Oil Jobber 
Truck Drivers Are Under Jurisdiction of ICC 


NPN News Bureau 


WASHINGTON—Senator Connally 
(D., Tex.) July 30, released a letter 
from Labor Secretary Tobin backing 
up recent interpretation of Wage 
Hour Law applicability to oil jobbers 
made by William J. Rogers, regional 
director, Wage-Hour Division, Dallas. 

Mr. Rogers’ interpretation was 
given in letter to Robert K. Butcher 
of Louisiana Oil Marketers Assn. It 
subsequently was referred to Secre- 
tary Tobin by Senator Connally for 
confirmation at request of W. E. 
Syers, executive secretary, Petroleum 
Marketers Assn. of Texas. 


Secretary Tobin’s letter, on face of 
it, would seem to reverse previous de- 
partmental attitude toward such job- 
bers by holding that their truck 
drivers and some other employes come 
under jurisdiction of Motor Carrier 
Act, administered by Interstate Com- 
merce Commission, even though ICC 
may not have exercised such jurisdic- 
tion. 

Senator Connally has forwarded 
Secretary Tobin’s reply to Mr. Syers 
for inspection to see whether it clears 
up situation under which intrastate 
oil jobbers were being classed as in- 
terstate by Labor Department for 
purposes of imposing Wage-Hour Law 
provisions. 

Partial text of the Tobin letter fol- 
lows: 


“Regional Director Rogers correct- 
ly states in his letter the principles 
established by the courts regarding 
what is transportation in interstate 
commerce as applied to the distribu- 
tribution of petroleum products. The 
letter also explains what employes 
engaged in such transportation are 
exempt under Section 13(B)(1) of the 
Fair Labor Standards Act, because 
they are subject to the authority of 
the Interstate Commerce Commission 


under Section 204 of the Motor Car. 
rier Act. ‘ 


“You will note that the applicability 
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of the exemption under Section 13(B) 
(1) depends upon the commission’s 
jurisdiction under section 204 of the 
Motor Carrier Act, regardless of 
whether or not the commission has 
exercised such jurisdiction. (Section 
782.1 of the enclosed bulletin.) 


“As Mr. Rogers points out, the com- 
mission’s juristiction under Section 
204 of the Motor Carrier Act extends 
only to employes employed by motor 
carriers as drivers, drivers’ helpers, 
loaders and mechanics, as defined by 
the commission, whose activities di- 
rectly affect the safety of operation 
of motor vehicles on the public high- 
ways. A driver, by definition, per- 
forms work which affects the safety 
of the vehicle he operates on the road. 
Therefore, a truck driver employed 
by a motor carrier in interstate or 
foreign commerce subject to the Mo- 
tor Carrier Act is exempt under Sec- 
tion 13(B)(1) of the Fair Labor 
Standards Act. The question of ex- 
emption for loaders depends upon 
whether or not they are actually 
called upon in the course of their 
regular duties to exercise responsi- 
bility for proper loading to assure 
the operation of the vehicle on the 
highway. See particularly Sections 
782.2, 782.3 and 782.5 of the enclosed 
bulletin. 

“I am sure you will understand that 
the question of exemption under this 
section for any particular employe 
can be determined only by examining 
all the facts concerning the nature of 
his duties and of his employer’s busi- 
ness.” 


Barge Canal Ready Soon 
NPN News Bureau 
NEW YORK — Traffic on New 
York State Barge Canal is expected 
to begin moving Aug. 9 or 10 through 
Lock 9 just above Schenectady, which 
has been closed due to leak in lock 
since July 12. Although storage-of 
kerosine and No. 2 fuel oil in New 


York Harbor area was described as 
“pretty well filled,” serious backing 
up of products feared earlier has not 
taken place, according to reports. 


Storage Projects, Tankers 
Approved for Tax Write-Off 


WASHINGTON—Two 27,000 dead- 
weight ton oil tankers planned by 
Tide Water Associated Oil Co. of New 
York, each to cost $6.5 million, head 
list of 31 petroleum and related proj- 
ects approved by Defense Production 
Administration from July 11 through 
July 17 for rapid tax write-off pur- 
poses. 

Other projects approved were, with 
name of company, location of facility, 
type of facility, amount certified and 
tax write-off percentage allowed: 

Atlantic Refining — Rensselaer, N. 
Y., petroleum storage, $259,500, 40%. 

Cities Service of Pa.—Linden, N. J., 
petroleum storage, $892,890, 40%. 

Portside Warehouse Corp.—Jersey 
City, N. J., petroleum storage, $953,- 
600, 40%. 

Hartol Petroleum Corp.—Baltimore, 
military petroleum storage, $1,730,- 
170, 65%. 

Southland Oil Corp. — Savannah, 
Ga., military petroleum storage, $656,- 
000, 65%. 

Anchor Petroleum Co. — Forrest 
County, Miss., petroleum storage, 
$110,291, 40%. 

Standard Oil Co. (Ohio)—Lima, pe- 
troleum storage, $1,562,000, 35%. 

Aurora Gasoline Co, — Melvindale, 
Mich., petroleum storage, $450,000, 
40%. 

Ashland Oil & Refining—Indianap- 
olis, petroleum products storage and 
distribution, $324,000, 40%. 

Shamrock Oil & Gas Co.— Moore 
County, Tex., water transportation of 
petroleum products, $70,000, 70%. 

General American Transportation 
Corp.—Good Hope, La., military pe- 
troleum storage, $650,000, 65%. 

Shell Oil—Deer Park, Tex., petro- 
leum storage, $378,000, 40%. 

Anchor Petroleum Co.-—Tulsa, pe- 
troleum storage, $433,000, 40%. 

San Diego Petroleum Terminal Co. 
—San Diego, Calif., military petro- 
leum storage, $751,000, 65%. 


Sinclair Buys Timken Outlet 


NPN News Bureau 
NEW YORK—Sinclair Refining Co. 
has bought Automatic Heat, Philadel- 
phia, distributor of Timken Silent 
Automatic Heating. J. A. Mac- 
Dougall, president of Automatic Heat, 
will become manager of newly-created 
Automatic Heat Division of Sinclair. 
Transaction brings to about 20,000 
number of active service accounts 
Sinclair will be supplying in Philadel- 
phia area. 
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Heavy Fuel Oil Prices 


Heavy fuel priges continued downward in a number 
of refining districts of the nation the past week. On 
the other hand,: prices for grade 26-70 natural gasoline 
were higher in the Mid-Continent, and quotations for re- 
fined gasoline were firm in all areas. 

Natural gasoline sold at 5.75c, 
FOB Breckenridge, up 0.25c per gal. for both shipping 
bases. Northern and Gulf Coast demand for natural 
gasoline is very strong for this time of year, according 
to manufacturers, some stating that “refiners, now are 
beginning to think of switching to winter motor fuel, 
and demand for natural has increased rapidly during the 
past three weeks.” 


Group 3, and 5.25c, 


Heavy fuel prices were weak in all refining and mar- 
keting districts, and lower at the Gulf, in West Texas, 
and in the Chicago refining district. 

At the Gulf Coast for cargo lots, offerings of bunker 
“C” fuel were reported at $1.50 per bbl. This price was 
15c per bbl. lower than quotations previously reported, 
and large quantities were said to be available. 

Esso Export Corp. reported 15c reduction to $1.50 per 
bbl. in its cargo price for bunker “C” fuel at Aruba, 
N. W. L, effective Aug. 1. 


In West Texas, quotations for tank car lots of No. 6 
fuel were down to 90c per bbl., from $1.10 quoted a week 
earlier. 


In the Chicago district, No. 6 prices for transport lots 
slipped 0.1c per gal. when a major marketer posted 5.7c, 
refinery. 

While there were no changes in heavy fuel prices 
along the East Coast, “distress” rates for spot tanker 
tonnage, for Gulf-New York trips tended to weaken quo- 
tations generally. Compared with the generally posted 
$2.45 per bbl. barge price at New York and Philadelphia, 
cargo quantities of bunker oil reportedly were available 
at delivery prices “below $1.90” from the Gulf Coast. 

Many refiners said that the glut of bunker oil was 
interfering with output of gasoline and distillates. At 
the Gulf, and in the Caribbean, refinery cut-backs rang- 
ing from a few thousand b/d up to about 25,000 b/d 
reportedly have been made in order to contain the bulg- 
ing supplies of residual. These reductions in turn step 
up demands for gasoline and distillate fuel oils from 
primary suppliers. Trade sources said there were many 
“brand new” inquiries for all grades of gasoline and 
gas oil in cargo quantities, most of them coming from 
refiners themselves who feared that their reductions in 
crude throughput would leave them short of these 
products. 

Largest cut in refinery runs this year has been made 
at one plant in the Caribbean, where reductions, because 
of heavy fuel surplus, total about 85,000 b/d. 

The tightening supplies of gasoline and distillate fuels 
appeared most marked in the Gulf cargo market. In 
fact, some refiners in the Midwest disclosed that their 
gasoline. supply problems accruing from..the refiners 
strikes in May and June were: about over, and some 
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Continue to Skid 


majors are said to have withdrawn from the Mid-Conti- 
nent tank car market as buyers of supplemental quan- 
tities. 

Helping Midwest refiners’ supply position were the 
“releases” on tank car shipments of No. 6 fuel that 
were beginning to come in once more from steel com- 
panies as they resumed operations. To some refiners, 
steel mill sales of residual account for a large portion 
of heavy fuel sales—-one major said that his “losses” dur- 
ing the steel strike were 20,000 b/d of No. 6 fuel for 
55 days. 

On the other hand, a survey made by another major 
marketer revealed that steel business sales losses dur- 
ing the strike accounted for a relatively small percen- 
tage of the recently reduced heavy fuel sales. This mar- 
keter said that ships’ bunkering sales of residual fuel 
are off substantially, and also that deliveries have been 
reduced to a wide variety of industries—paper mills, util- 
ities, and others, many of which have not been dependent 
on supplies of steel. 

To refiners anxious to maintain maximum crude runs, 
the big “hurdle” during the next two months will be 
to find outlets for their surplus No. 6 fuel. 

The only price war report came from Denver, where 
a number of major brand stations reduced their post- 
ings for regular-grade gasoline following cut prices 
posted at some 150 private brand outlets in the city. 
Prices at the private brand stations were down 3.5c gal., 
to 14.9¢ (ex 8c state and federal taxes), with postings 
of the major brands down to 15.9c from 20c (ex taxes). 


Advances in its tank wagon prices for gasoline rang- 
ing from 0.2 to 0.3c at points in eastern Pennsylvania, 
effective Aug. 5, were announced by Atlantic Refining 
Co. With the exception of “sub-normal’ Wilkes Barre, 
most of the new prices will be at “ceiling” levels, At- 
lantic spokesman said. 

Company issued following statement: 


“Effective Aug. 5 Atlantic Refining Co. is increasing 
its tank wagon price for Atlantic gasoline in eastern 
Pennsylvania as follows: in Monroe, Carbon, Schuylkill, 
Northampton, Lehigh, Berks, Lebanon, Dauphin, Perry, 
Cumberland, Franklin, Lackawanna, and Luzerne coun- 
ties, and portions of Adams, York, and Lancaster coun- 
ties, the price will be increased from 15c to 15.3c per 
gal. (ex 7c State and Federal taxes), except the sub- 
normal Wilkes Barre Area in Luzerne where the price 
will change from 13.5 to 13.8¢ per gal. 

“In Pike, Wayne, Susquehanna, Bradford, Tioga, and 
Cotter counties, the price will change from 15.6 to 15.8c 
per gal. (ex taxes ), Z 

“Prices for Atlantic Hi-Arc (premium) will be 1.5c 
per gal..higher than the aforementioned prices.” 

Of the specialty products, the Bureau of Mines re- 
ported that inventories of waxes at refineries were down 
14,280,000 Ibs. in May, while National Petroleum Assn. 
reported inventories of most Penna. lube oils were up 
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Summary of Daily Gasoline Prices (July 29 through Aug. 4) 


Monday Friday hursday ednesda; 
Moter Gasoline 93 Oct. (Premium): Aug. 4 Aug. 1 duly 31 duly 30 
N, Tex, (Texas & New Mex. shpt.) .. 13.2-13.25(2) 13.2-13.25(2) 13.2-13.25(2) 13.2-13.25(2) 
W. Tex. (Texas & New Mex. shpt.) .. 12.4 12.5 12.5 12.5 
Se. COME, DOS: sos oceenesenem 12 12 12 12 
Cent. W. Tex. (Truck Tnsp. 
Motor Gasoline 90 Oct. (Premium): 
N, Tex. (Texas & New Mex, shpt.) .. 
W. Tex. (Texas ae New Mex. Gad * os 
E. Tex. (Truck Tnsp.) . 
Cent. W. Tex. (Truck Tnsp.) ........ 


Motor Gasoline 88 Oct, (Premium): 


eee eeeee 


Tuesday 

duly 29 
13.2-13.2542) 
12.5 


ws) eeeeeeee ** see sees 


12.75(2) 
12.5-12.75 
11.75-12.75 


12.7542) 
12.5-12.75 
11.75-12.75 


(3) 11.5-11.875 (3) 11.5-11.875 
(5) 11.375-11.75 (5)11.375-11.75 
+» (3)11.375-11.75 (3)11.375-11.75 
pt.) oe sed: Th 

. Tex Tnsp.) .... et Soe (244 18-12 
Cent, W. “Tex, (treme Taaes 0022 12 
Motor Gasoline 86 Oct. (Premium): 

N, Tex. (Texas & New Mex, shpt.) .. 12 12 

W. Tex. (Texas & New Mex. shpt.) .. x12 11.75-12 11.75-12 

E. Te (Truck Tnsp.) «...--ssescesees 411.75 11.75 11.75 11.75 
Motor Gasoline 84 Oct. (Regular): 

N, Tex. (Texas & New Mex, shpt.) .. 

W. Tex. (Texas & = Mex. shpt.) .. 10. 75-11.25 


E, Tex, (Truck ov cb bees reece 10.75-11.25 
Cent. W. Tex. (frock Temp) cle cove 


Motor Gasoline 82 Oct, (Regular): 
Okla., Group 3 (Okla. shpt.) ........ 
Okla., Group 3 (Northern pt.) (5)10.375-10.625 
Midwestern (Group 3 basis) ° . , 10.375-10.5 (4)10.375-10.5 

Tex. (Texas & New ‘Mex. ‘shpt.) ee 10. 75-11.25 10.75-11.25 10.75-11.25 
(Texas & New Mex. an.) ee 10.75-11 
orn 


(3) 11.5-11.875 
(5)11.375-11.75 
° ° pit 375-11.75 
(2)12-12.75 7 2)12-12.75 


1212) 1212 1202) 
(2)11. 78-12 (2)11.78-12 (2) 11. 76-12 
12 12 12 


10. tg 
10.75-11.25 10.75- 
10.75-11.25 re fee. 33 


10.75-11.7 . 10.75-11.7 


(4)10.5-10.875 (4)10.5-10.875 
(5) 10.375-10.625 


4)10.375-10.5 
’ 10. #11 SS 


(4)10.5-10.875 
(5)10.375-10.625 
(67365 he he) 5 


E. Tex. (Truck Tnsp.) ......... 
Cent. W. Tex. (Truck Tasp.) eoeseces 


Motor Gasoline 80 Oct. (Regular): 


10. 75-11 10.75-11 10. 75-11 
(2)10,. 75-11 (2)10.75-11 (2)10.75-11 
10.75 10.75 10.75 


basis) 
(Texas & New Mex. ‘shpt.) ee 
W. Tex. (Texas & New Mex. shpt.) .. 





Motor Gasoline 60 Oct. M & below: 
Okla., Group 3 (Okla. shpt. 


Midwestern (Group 3 basis) 
( 


& New ‘Mex. shpt.) ee 


Ww. Tex. (Texas & New Mex, shpt. 
E. Tex. (Truck ») sececees 
Cent. W. Tex. (Truck Tnsp.) 





Baltimo: . 
Baltimore, apse eoescesese 


Metor Gasoline 90 Oct. (Premium): 
New York harbor . . 


Baltimore . 
Baltimore, barges .... 


Motor Gasoline 85 Oct. (Regular): 
New } 


Okla., Group 3 (Northern dD cose 


New r= none, Sarges et aes 


eee eee 


10.75-11.25 
(2)10.75-11 


9.625-10.125 
9.375-9.875 
9.75(2) 


9.75-10.8 
(2)10.25-10.5 
9.875-10.5 


13.85-15 
13.75-14.9 
15.15-15.2 
15.05 
12.9-15(2) 
12.8 
13.85-14. 
13. aes. 3 


18:08 
13°9°13.25 
12.8-13 


16/75-11.25 
(2)10.75-11 


9.625-10.125 
9.375-9.875 
9.75¢ 


9.75-10.8 

(2)10.25-10.5 
9.875-10.5 
10- 


13.85-15 
13.75-14.9 
15.15-15.2 
15.05 
12.9-15(2) 
12.8 
13.85-14. 
To-14. 38 


is: Fs 
12.9-13.25 
12.8-13 


10.75-11.25 
(2)10.75-11 


13.85-14.35 
13.75-14.25 
15.15 

15.05 
12.9-13.25 
12.8-13 


New | 
hiladel 
hil 

















Motor Gasoline: 
Western Penna., Bradford-Warren: 
86 Oct. (Regular) ..........- 
Western Penna., Oil City: 
90 Oct. (Prem.) .......+- 
86 Oct. (Regular) .. 


13.75-13.9 
eseveeesees 12.75-12.9(2) 


90 Oct, .(Prem.> 
86 Oct. (Regular) 


(9039-38-18. 6 
12. 


12.75(2) 


13.75-13.9 
12.75-12.9(2) 


(3) 12.85-13.6 (3)12.85-13.6 
amr Y 12.5-13. 


13.75-14 


13.75-14 
12.75(2) 


12.75(2) 


13.75-13.9 13.75-13.9 
12. 75-12.9(2) 12.75-12.9(2) 





in June. Total wax inventories on May 31 stood at 
179,200,000 Ibs. On June 30, the inventory changes in 
Penna. lubes during the month were increases of 12,- 
221 bbls. for 600 s.r. stock and 28,099 bbls. for viscous 
neutrals, with a 3,887-bbl. decline in bright stock. 


French buying agency was in the market for about 
15,300 bbls. of Penna. cylinder stocks for railroad use 
during 1953. Bids will be accepted until Aug. 22 on 
14,000 bbls. of 600 flash stock and 1,300 bbls. of 630 flash. 


The Spanish monopoly also was in the market for 
lubricating oils—about 60,000 bblis.—for bulk lifting late 
September, according to reports to NPN. Two liftings 
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of 28,000 to 31,500 bbls. each are planned, with the cargo 
to consist of black oil, conventional Gulf coastal pale 
oils, and SAE 40 motor oil. 


Approximately 40,000 tons of asphalt (penetration 
80-100) were sold to Japan, with first of four or five 
liftings planned for September, according to reports in 
New York trade circles. Price, in new 24-gage steel 
drums, reportedly is $35.00 per ton, FAS ship, West Coast. 


Except for 3c per bbl. reduction, to $2.55, in its price 
for oil purchased in the new Ulm, Tex., field posted by 
Gulf Oil Corp., effective Aug. 1. crude oil markets gen- 
erally were unchanged. 
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ATLANTIC COAST 


‘Distress’ Ocean Rates Hit No. 6 Prices 


Easier heavy fuel prices along the East Coast re- 
sulted from “distress” offerings of Gulf-New York ocean 
voyages the past week, according to reports of sup- 
pliers. Trading was quiet in most districts, and prices 
were reported unchanged. 

Marketers who looked for firming in heavy fuel prices 
following the end of the steel strike found that weak 
ocean freight rates were a new unsettling influence. At 
New York Harbor and Philadelphia, where the generally 
posted barge price was $2.45 per bbl. for barge lots of 
No. 6 fuel, cargo quantities, delivered from the Gulf, 
reportedly were available at “below $1.90 per bbl.” Of- 
ferings at these levels tended to stifle barge trading, and 
quantities available at “discounts” below $2.35—the low 
quoted price at New York and Philadelphia—failed to 
attract buying in guantity. 

Dirty tanker transportation from the Gulf to New 
York reportedly was available at the equivalent of 33c 
per bbl. for bunker “C” fuel, or $2.14 per ton (USMC 
minus 25%). 

There was virtually no trading in light products— 
gasoline, kerosine, and No. 2 fuel—according to reports. 
Few offerings of gasoline were available in spot tank 
car and barge quantities. On the other hand, both 
kerosine and No. 2 fuel were offered at generally quoted 
prices in several districts, with little response from 
buyers. 

At New York Harbor, bids of 9.3c and 9.4c were 
reported for No. 2 fuel, with most suppliers posting 
9.65c for barge lots. Negotiations for kerosine were said 
to have been in progress at 10.5c, the price represent- 
ing a “discount” of 0.15c below quotations generally re- 
ported. No sales were disclosed. 


GULF COAST 
Heavy Fuel Price Off to $1.50 Bbl. 


Offerings of heavy fuel in cargo lots, and in large quan- 
tities, were reported at the Gulf at $1.50 per bbl. the past 
week. This price is 15c lower than offerings previously 
reported, and was the principal market change during a 
month of quiet trading. 

There was little “play” for trading in the supply situa- 
tion of most marketers, according to reports. The: aver- 
age refiner was short of gasoline and No. 2 fuel and gas 
oils, and long on residuals. The result was that only one 
product was offered for near-term lifting, the product 
least in demand—heavy fuel. 

Aggravating this situation were the production cut- 
backs in crude runs made at some refineries in order to 
contain their swelling supplies of heavy fuel. The re- 
ductions in runs varied from a few thousand b/d at some 
plants at the Gulf up to about 25,000 bd at one large 
installation in thé Caribbean. A “vicious circle” thus 
was in progress, for refiners were in the dilemma of 
either selling bunker fuel at still lower prices, or cutting 
back refinery runs and entering the market as buyers of 
“supplemental” quantities of gasoline and distillates. 
Trade sources reported “new” buy orders for virtually all 
grades of gasoline—90 oct. premium, 86 oct. regular- 
grade, 83 oct. regular, and even 79—as well as for No. 2 
fuel and gas oil. 

While the steel strike losses in heavy fuel sales have 
been large—ene major lost 20,000 b/d for 55 days—opin- 
ion in the trade was expressed that many other factors 
have depressed prices for heavy fuel. Reduced marine 
activity, and scaled-down purchases from utilities and in- 
dustrial companies also have aggravated the situation. 

Trading was quiet, according to most reports. The 
negotiations of refiners were taken up largely with ef- 
forts to move residual, and of buyers, with efforts to ob- 
tain gasoline and distillates. No sales were reported. 





Explanations of Price Tables 


The reader’s attention is directed to the fol- 
lowing explanations which apply to the Sum- 
mary of Daily Gasoline Prices appearing on page 
53 and the price tables appearing on pages 56-61 
of this issue. 

The letter “X” indicates a change in prices; if 
the change is on the low of the price range, the 
“X” is adjacent to the low; if the change is on 
the high of the price change, the “X” is adjacent 
to the high; a change from one flat price to a 
higher or lower flat price, or elimination of the 
low of a price range, is indicated with an “X” 
to the left of the new price; elimination of the 
high of a price range is indicated with an “X” 
to the right of new price. 

Parenthetical figures indicate number of com- 
panies quoting when two or more companies 
quoted the price shown. In the Gulf Coast Cargo 
table on p. 59 all prices reported are shown. 
In all other tables, only the lows and highs of 
the ranges of prices are shown; no attempt is 
made to show prices within the lows and the 
highs, and therefore no attempt is made to indi- 
cate the number of companies contacted for 
prices for each product. Nearly 200 primary sup- 
pliers (refiners and tanker termina] operators), 
plus an even larger number of other sources 
(jobbers, compounders, consumers, distributors, 
brokers, tank car marketers, etc.) are contacted 
for prices at regular intervals. 











CHICAGO DISTRICT 
Steel Mills Resume Heavy Fuel Buying 


Resumption of No. 6 fuel buying by steel mills was 
the principal supply development in the Chicago Dis- 
trict the last week in July. All products were available 
for prompt shipment—even gasoline—and trading was 
reported quiet. 

Several refiners still were faced with large surpluses 
of heavy fuel, and quotations reported for high sulfur 
No. 6 oil were down 0.1c on the low, ranging from 5.7 
to 5.95c. Sales were said to have been made as low 
as 5.6c but these could not be confirmed. 

In addition to large supply of residual in the Chicago 
District, trading locally was stifled somewhat by offer- 
ings of No. 6 oil from the Mid-Continent at prices 
which, including freight, proved attractive to bargain 
hunters. 

A large offering of No. 5 fuel reportedly was made 
at 6.8c per gal. At this price, the quotation repre- 
sented a “discount” of 0.1c per gal. off the postings 
reported by refiners and terminal operators. 

Distillate trading was quiet, according to most sources. 
Buyers showed little interest in spot offerings, although 
several of them were in the market for quantities over 
the winter season. 

According to a number of trade sources, firmness in 
distillate prices was accounted for by the absence of 
offerings “on the water” at delivered prices from the 
lower Mississippi. Most quotations for No. 2 fuel for 
prompt shipment were made at or near 9.9c, the low- 
reported posting for the product. However, the fact 
that sales were very slow probably prompted the few 
offerings that were said to have been made at 9.85 
and 9.75c. 

Gasoline was more closely held than other products. 
Sales of premium grade were reported at 12.85c, and 
spot lots of regular-grade were offered at one terminal 
at 12.55c. The latter price compared with postings re- 
ported at terminals ranging upward from 12.1c, with 
most of the material at this price moving to regular 
customers. 
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CENTRAL MICHIGAN 


Gasoline Brisk, Fuel Oils Drag 


Gasoline demand continued good in Central Michigan 
and some refiners reported they had entirely depleted 
their storage the last week in July. Fuel oils, how- 
ever, still were slow, with jobber interest in light grades 
lagging and virtually no interest in residual offerings. 
Quotations for No. 6 were off 0.25c; most other prices 
were unchanged. 

Gasoline picture is complete reversal of situation sev- 
eral months ago when most Michigan refiners indicated 
they were carrying surpluses with demand below ex- 
pectations even for that time of year. 

Residual fuels still were weak. Most refiners said 
they had had to cut back crude runs to relieve their 
excessive inventories. Quotations for No. 6 ranged from 
7 to 8.25c, off 0.25c on the low. Availability of No. 6 
as low as 6.5c was indicated by several refiners, but 
there was said to have been no “testing” of extent to 
which this price could be done. 

Not all plants were troubled by residual surplus, how- 
ever. Some refiners said their No. 6 customers had not 
been affected by steel industry strike, and steady ship- 
ments to these accounts had kept them in good shape. 

Generally speaking, jobbers and distributors have been 
slow in stockpiling distillate fuels, and refiners said 
large scale movements have not yet gotten under way. 

Incentives involving deferred billing to jobbers and, 
in some cases, discounts from posted prices have failed 
to stimulate distillate demand. One refiner quoting 
range oil at 11.9c and No. 2 fuel at 10.9c, said he was 
offering 0.25c discount to his jobbers until mid-September. 
Quotations reported by other refiners ranged from 11.55 
to 12.2c, and 10.75 to 11.05c, for the two products, re- 
spectively. 


MIDWESTERN (Chicago-E. St. Lovis Area) 


‘Low’ Fuel Offerings Fail to Stir Buyers 


Low-priced offerings of both light and heavy fuel oils 
failed to stir much interest among northern buyers in 
the Midwest the past week, and the market was said 
to be in a typical mid-summer lull. Some releases on 
No. 6 fuel shipments came in to refiners and marketers 
from the steel trade, but these quantities were insufficient 
to lighten the pressure of excess offerings. No. 2 fuel 
was easy. Gasoline was the only tight product. 

Prices generally were reported unchanged, although 
easier tendencies were noticed in both No. 2 and No. 6 
fuel oils. One refiner reduced his quotation for No. 6 
from $1.00 to 90c per bbl., Group 3 basis, and his old 
and new prices for this product represented the high 
and low the range of refiners’ quotations. 


While the scramble to pick off the extreme lows to 
which heavy fuel prices penetrated just prior to the 
settlement of the steel strike has subsided, buyers con- 
tinued to be presented with a large number of offerings 
at “about 70c” per bbl., Group 3. One offering was 
priced 69c per bbl., for resale, it was said. 

No. 2 fuel also was “somewhat soft,” and offerings 
are said to have been made at 7c and 6.875c, for resale, to 
tank car marketers. However, quotations made at 7.25c, 





Crude Oil Prices 


Gulf Oil Corp. reduces posting 3c per bbl. to 
$2.55 for crude oil purchased in new Ulm, South- 
west Texas field, effective Aug. 1. No other 
changes were reported in crude oil prices dur- 
ing week ended Aug. 2. For complete crude price 
schedules see p. 61-62 of July 30, 1952, NPN. 
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NPN Gasoline Index 


Cents Per Gal. 
Dealer T.W. Tank Car 
PDT Wh nainladan da cee su cngas 15.36 11.65 
SE LAD a kcce cde cisndse 15.36 11.65 
Year Ago 15.13 11.66 

Dealer index prices 
ex tax in 50 cities. 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals: Okla., Midwest, W. Penna., Calif., N. Y¥. Harbor, 
Philadelphia, Jatksonville, Boston and Gulf Coast. 











and some reportedly at 7.125c, to northern distributors, 
were said to have aroused little interest. 

Gasoline still was tight, particularly at inland ter- 
minals served by the Great Lakes Pipe Line. One re- 
finer said he was short 15,000 bblis., which he had 
tried to buy with little success for several days. On 
the other hand, some signs showed that the gasoline sup- 
ply pinch caused by the refinery strikes in May was 
easing. In Minnesota, there were reports of “discounts” 
of 1c to 1.5c (off tank wagon) prices to “choice” com- 
mercial consumer gasoline accounts. For tank car lots, 
sales of several cars of cycled gasoline were reported at 
9.875c, Group 3. 


WESTERN PENNA. 
Bright, Cylinder Stocks Hold Firm 


Bright stock and cylinder stock inquiries were in steady 
volume in Western Penna. the last week of July. Buyers 
were ready to take most offerings at “top” prices, re- 
finers said. On the other hand, motor oil inquiries 
still were slow, and export calls for lubes also continued 
to lag generally. 

Scale wax was quiet, although some refiners indicated 
slight improvement. Demand was good for gasoline, 
slow for most fuel oils. Light neutral oil quotations 
were off 1c; prices of other products were unchanged. 

Generally speaking, it was too early yet to expect any 
marked improvement in demand for products resulting 
from settlement of the steel strike, refiners said, but 
early pickup in industrial buying of light and heavy fuel 
oils was anticipated. Most refiners said their branded 
motor oil sales were off locally during strike. One re- 
finer, however, said his motor oil distributors had been 
stocking up during strike, and now were easing off a 
little in their takings. 

Bright stock continued available in moderate quanti- 
ties despite fact that not all refinerg customarily sup- 
plying the product were offering. Bright stock was of- 
fered at 30 to 31c, the lower price only occasionally in 
inter-refinery sales. Several sales at 31c were disclosed. 
Heavy neutral oil, 200 vis., was fairly well held and sales 
were reported at 29c and 29.5c. 


Light neutral, 150 vis., was offered and sold 1c lower 
at 26c. One refiner said he had “discounted” ic drop 
in quotations, confirming reports that prices for this 
grade had been subject to “shading” for some time. 

Most cylinder stocks remained tight although 600 flash 
was readily obtainable. Sales of this grade at 29c were 
confirmed while sales said to have been made at lower 
prices lacked confirmation. Trading of bright stock for 
630 flash—car for car—and 600 flash for bright stock 
with the latter valued ic higher than 600 flash, was re- 
ported. 

French buying agency was in market for 14,000 bbls. 
of 600 flash stock and approximately 1,300 bbls. of 630 
flash for shipment in drums over 1953. 

Scale wax improved slightly with buyers showing less 
resistance to 4c tank car price quoted by most refiners, 
trade souces said. 


(For more Market reports, see p. 63) 
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Prices at Refineries and Terminals and by Tank Wagon 


PRICES IN EFFECT AUG. 4 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose rep- 
resentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or genera! offers 
or postea prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminalis; in cents per gal., except per bbl. where §$ sign is 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; 
for crude oil and its products lawfully produced and transported; re- 
ported as received by OJILGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


distribution or publication. During period of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OILGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of any OILGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OILGRAM 
publishing office, New York, Cleveland and Houston, address Platt's 
Price Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual 
Subscription rate in U. S.: $150 per year, payable in advance. 


GASOLINE 


OKLA., Group 3 (Okla. shpt.) 


88 Oct. . (3)11.5-11.875 
82 Oct. . (4)10.5-10.875 
80 Oct. g. . nde 

60 Oct. 9.625-10.125 


ARK. (For shipment to Ark, & La.) 

88 Oct, Prem. 11.75 
86 Oct. Prem, .. eves 
80 Oct. Reg. . 10.75 
60 Oct. 9.625 


KANSAS (For Kansas destinations only) 


CALIFORNIA 
Los Angeles dist.: 
90 Oct, Prem. 13.3-16.5 

12-14(2) 


16.25-17 
14.25-14.5 


Oct, Prem. 

Oct. 

OKLA., Group 3 (Northern shpt.) meg 

88 Oct. Prem. ............ (5)11.375-11.75 Oct. 
82 Oct, Reg. .............(5)10.375-10.625 
60 Oct. M & below ....... x9.5-9.875 


Bradford-Warren: 
90 Oct. Prem, .. 
86 Oct. Reg. 

Ol City: 


MIDWESTERN (Group 3 basis) 
see eeceeeee o(3)11.375-11.75 


13.2-13.25(2) 
12.75(2) 
(2)12-12.75 
1 


10. 75~11.7 

ey Seensese 10.75—11.25 

t. Reg. . 10.75-11.25 
. M & below 9.75—10.8 


Detroit shpt. ...... 


TEX. (Texas & New Mex. shpt.) 
Oct. Prem 12.5 agp nye 
12.5-12.75 86 Oct. Reg. 
12/2) 

x12 
10.75-11.25 

10.75—11 

10.75-11 

10.25-10.5 


WESTERN PENNA. 


OHIO—Quotations of 8.0. Ohio for delivery to 


11.6-12.375 
11.5~-12.125 
11.375 
10.5-11.125 
9.5-10.875 


San Joaquin Valley dist. : 


90 Oct, Prem, .........+-. 
80 Oct. Reg. .....-+++++- 


16.25-17 
14.25-14.5 


LUBRICATING OILS 


WESTERN PENNA. 

Prices are for sales made, or offers reliably 
reported, to jobbers & compounders only. 
Viscous Neutrals—No. 3 col, Vis. at 70° F. 200 
is. (180 at 100°) 420-425 fi. 


13.75-14 
12.75(2) 


13.75-13.9 
12.75-12.9(2) 


a 


13.9(2) 
12.9(2) 


t. 
.t eee 
te cewess eovvceccecces 
t. 


curs 


it - 


baw icoccaesevanté (2)23 
is, (143 at 100°) 400-405 4. 
(2)13.5-14.25 

13.5-13.75(2) 
(2)12.5-13.125 

12.25-12.75 


eevee Bright Stocks 


145-155 vis. at 210°, 540-550 fl. No. 8 col. 
0 p.t. 32.5 


0 
0 
5 
5 
50 V 
0 
0 
5 
5 


nue 
ryPP 


14.0 


Pza—)c «6C8UNITED REFINING COMPANY, WARREN, PENNSYLVANIA >Ca==ZU 


AN ASSURED 


12 
11,75-12.75 
(2)11.75-12 


75 
. 10.75-11.25 
(2)10. 75-11 


9.875-10.5 


SUPPLY of 
100% PURE PENNSYLVANIA OIL 


UNITED has an assured supply of Pennsylvania Grade Crude... 
owns and operates its gathering system and pipe line from the 
Bradford field to its two modern refineries in Warren. That's why 
UNITED is a dependable source of supply for those jobbers and 
marketers who demand the very finest in 1OOY Pure Pennsylvania 





Lubricants. UNITED will continue to protect qualified jobbers and 


marketers with the same cooperation and understanding that have 





REPUBLIC OIL REFINING CO. 
Refiners of 
and Petroleum 
Marketers Products 
Main Offices: Refinery, 
Pittsburgh, Pa. Texas City, Texas 











distinguished its customer relations for nearly 50 years. 


100% PURE PENNSYLVANIA OIL 


MEMBER P.G. C.O. A. PERMIT No. 24 


REFINING ' COMPANY 


NATIONAL PETROLEUM NEWS 





Oil PRICE SECTION 





NTINENT LUBES 

FOB Tulsa basis, for domestic shi t 

Bright Stocks, vis. at ° a *_ 7 

100°, 010 pe 210° Neutrals, vis, 
Neutral 


27-28 
27-27.5 


26-27 


Stoc! 
150-160 vis. 0-10 p.p., 95 v.1. 33.5-34(2) 
eutral 95 


N 


Cylinder Stocks 
600 s.r., olive green 
GULF COAST—Solvent Refined Lubes. 
From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. 
Bright stock—Vis. at 210° 

150-160 vis., 0-10 pour 

test, 95 vi. . 32-34 
Neutral Olls—Vis. at 100; % vi.; 18 p.t. 
100 vis. 20-21(2) 
200 vis. .... sim ons mek d 21-24 
Bee WER SeoctiviSvescacete 23-25 
500 vis ‘ 26-28 
SOUTH TEXAS LUBES 
(Vis. at 100° F, FOB 8S. Tex., refineries for 
domestic — export shipment.) 


(3)12-12.5(3) 
(3) 13-13.5(3) 
14(6 


15(6) 


16(6) 
(3)17-17.5(2) 
(3)18-19(3) 


(2)12-12.5(3) 
(3)13-13.5(3) 
14(6) 
15(6) 
16(6) 
(3)17-17.5(3) 
(3)18-19(3) 


Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT AUG. 4 


KEROSINE, GAS & FUEL OILS 


No, 6 fuel _ (2)$0.90-1.20 


OKLA., Group 3 (Northern shpt.) 
(4)8.75-9(2) 
(5)8.75-9(4) 
8.75(2) 
(6)8.5-8.875 
8-8.75(3) 
7.25-8.125(2) 
. 7.25-7.875(2) 
(2)$0.90-1.15 


Range oi 

58 & +A D.1. Diesel ... 
No. 1 fuel > ‘ 
No, 2 fuel 
No, 3 fuel 
No, 6 fuel 


MIDWESTERN (Group 3 basis) 


(2)8.75-9 
(4)8.75-9 


oil 

58 & above D.I. Diesel ... 
No. 1 fuel . 

No. 2 fuel 
No, 6 fuel 


(4)8.5-8.75(2) 
88.75 


: 7.25-8.125 
(2)$0.90-1.00(2) 


N, TEX. (Texas & New Mex, shpt.) 

41-43 w.w, (2)8.75-9.5(2) 
42-44 w.w. ¥ 

58 & above D.I. Diesel ... 8.5-9.25 
No. 2 fuel oe 8.25-8.5 
No. 6 fuel $1.00-1.65 


W. TEX. (Texas & New Mex. shkpt.) 
41-43 w.w. 8.75 
42-44 w.w, . ooctaseie 9.25-10.25 
58 & above D.1, ’ Diesel T 
No. 1 fuel 8.75-8.25(2) 
He FLT Seu s.5-Ox 

No, 6 fuel x$0.90-1.75 


E. TEX. (Truck transport lots) 


58 & above D.I, Diesel ... 
No. 1 fuel 
No, 2 fuel 
No, 6 fuel 


CENT. W. TEX. (Truck transport lots) 
41-43 w.w. 9-9.5 
58 & above D.I. Diesel .. 8.75-9.25 
U.G.I, gas oll . ose 8.5 
No. 1 fuel .... eo oee0 
Bo, B FOG occ ccccscsveses 8 

No, 5 fuel 


No. 6 fuel $1.40--1.50 





INDUSTRIAL 


FUEL OIL 


SPECIALISTS 


WATER TRUCK 


PHOENIX OIL CORPORATION 


i 





LUBRICATING OILS 


for 
Tank Car 
Buyers 


UNIFORM 
HIGH QUALITY 


DEEP ROCK OIL CORPORATION 











KANSAS (For Kansas destinations only) 
42-44 w.w. (2)9-9.875 
52 & below D.I. Diesel ... 9-9.3 
58 & above D.I. Diesel ... (2)9-9.5 
8.7-9.625 
7.875-9.25 
$1.50-1.575 
(2)$1.10-1.40 
(For shipment te Ark. & La.) 


Sure eecees 
be a 
3ea°8 


&3s 


Kerosine masetdhaceceso 
No. 1 fuel .. bese 
No. 2 fuel esceeceecsss (€23)10.5-10.56 
No. 3 fuel 10.5—-10.55 
36-40 gravity fuel ........ 10 


Ol City: 
Kerosine 


(2)11-11.3 


‘ (2)11-11.65 
No, 1 fuel 10.5-11.15 
No, 2 fuel . 6 sebodecs 10. 25—10.9 
We, B GRE ose ics vee cecess 10.25 
36-40 gravity fuel ........ 10.25 


11.4- - 65 
1.35 
10.65(2) 


fuel 
36- 40 gravity. fuel sc cewtede & 10 65 


OENTRAL MICHIGAN 

(FOB Central ae refineries. ) 
Range oll .... 11.55—12.2 
46-49 w.w. kero. 11.55-12.4 
P.W. distillate ° 11.4-12 

No, 2 fuel (2)10.75~11.05(2) 
No. 3 fuel 10.5~11(2) 
U.G.1, gas Of)... cs cecenns (2)8.5-9.7 

No, 5 fuel ......+.. Le gry aida 
No, 6 fuel «(2)7-8.25 


OHIO—Quotations of 8.0. Ohio for delivery te 


11.9 
11.7 
10.7 
1 


Diesel (Light & Med.) 1.7 


CALIFORNIA 

San Joaquin Valley: 

40-43 w.w 

Heavy fuel (PS 400) 
Light fuel (PS 300) 
Diesel fuel (PS 200) 
Stove dist. (PS 100) 


San Francisco: 

40-43 w.w. 

Heavy fuel (PS 400) 
Light fuel (PS 300) .. 
Diesel fuel (PS 200) .. 
Stove dist. (PS 100) 


Los Angeles: 

40-43 w.w, 

Heavy fuel (PS 400) 
Light fuel (PS 300) 
Diesel fuel (PS 200) 
Stove dist. (PB 100) 


(2)12-12.5 
$1.75-2.00 
$2. 15-2. 7 








New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 
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CHICAGO DISTRICT PRICES 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals. 


Motor Gasoline 

90 Oct. Prem, ........+-+. beee 
88 Oct, Prem. 12.85-13.75 
(2)12.1-12.75 


(2)10.9-11.25(2) 
(2)9.9-10.375 


, low sulfur 
high sulfur 

, low sulfur 

, high sulfur 


WAX 


WESTERN PENNA. (T.C., in Bulk) 
White Crude Scale: 

122-124 A.m.p. 
124-126 A.m.p. 


SEABOARD 

Melting points are AMP, 3° higher than 
E Prices are for carload lots. Domestic 
prices are FOB refinery; scale in bags or 
bbis.; fully refined, slabs loose. Export prices 
are FAS; scale in bags or bbis., fully refined 
in bags or cartons, 


Crude Scale N.Y. Domestic N.Y. Export 
124-126 white 5.6(2) 5.6(2) 


(3)4-4.25 


7.45 
7.45(3) 
7.45(3) 


NAPHTHAS & SOLVENTS 


(FOB Group 3) 

11.375(3) 
11.875(2) 
11.875(4) 
10.875(4) 
Rubber solvent .... ° 11.875(3) 
Lacquer diluent ........... * 2)12.125-12.375 
Benzol diluent ............(2)13.125-13.625 


Cleaners naphtha 


Stoddard solvent 


Pittsburgh: 
Stoddard solvent ......... 15(3) 


) ape! pug of 8.0. Ohio for delivery to 
Ohio poin 

V.M.&P. sani eeeeeen 17.0 
Mineral spirits & stoddara ‘solvent 16.0 
Rubber solvent ..... 14.875 


E, TEXAS (Truck Trnspt. lots) 
Stoddard solvent ......... 11.25 


CENT. W. TEX, (Truck Trnspt. lots) 


Stoddard solvent 10.5 


KANSAS (For Kans. Dest’n, only) 
Stoddard solvent .......... 11.8 
ATLANTIC COAST 
V.M.&aP. 
New York 
Harbor .....  17(4) 
Philadelphia . .(3)16.5-17 
Boston ....... 17.5(4) 
Providence 


Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT AUG. 4 


ATLANTIC & GULF COASTS 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal operators, 
FOB their terminals. Ships’ 


Charleston .. 
Corpus Christi 
Houston .... 

do barges . 
Jacksonville . 


Pensacola ... 
Philadelphia . 
do barges . 
Pt. Everglades 
Portland . 
Providence .. 
Savannah 
Tampa 
Wilmington, 
en 


92 Oct. 
Prem. Gasoline 
13.85-15 
13.75-14.9 
14.2-15,2(3) 
12.9-15(2) 
12.8 
14.95-15.7 
13.3-14.475 
12.5-13.5 
12,25-13.3 
12.25-13.3 
13.6(4) 
13.4(3) 
15(3) 
12.6 
12.6 
12.9-14.6 
13.4 
15.15-15.2 
5.05 


13.6(3) 
15.05-15.3(3) 
14.95-15.2(3) 
13.6(3) 
13.4(3) 


13.05-14.55(2) 


Gas House 


No. 2 Fuei* 
N. Y. Harb. (19)9.75- = = 


do barges . 
Albany 
Baltimore 

do barges . 
Baton Rouge. 

do barges . 
Boston 
Charleston 
Houston ... 

do barges 
Jacksonville . 
Miami 
Mobile 
New Haven . 
New Orleans. 

do barges . 
Norfolk 
Pensacola ... 
Philadelphia . 

do barges . 
Pt. Everglades 
Portland .... 
Providence .. 
Savannah ... 
Tampa 
Wilmington, 

HM. CO. csee 


N.Y. Harb, 
Albany ..... 
Baltimore .. 
Baton Rouge. 
Boston 


sete 


Charleston .. 


Corpus 
Houston 


9.65(1 

10. ota) 
9.85(11) 
9.75(6) 
8.4 
9.95(16) 
9.9(5) 


-  8.625-9 
- (2)8-8.5 


10.4(8) 
10.5 
9.5(2) 


9.95(10) 
8.5-8.7(3) 


SF. 
9.75(6) 
9.5 


9.85(10) 
9.75(9) 
10.5(4) 
10.05(9) 
9.95(9) 
10.45(7) 
10.25(5) 


9.9(7) 


No. 6 Fuel 
No Sulfur 
Guarantee 


ae -45-2.50 


“ 48(6) 
1.88 


2.51(9) 
2.34(2) 


1.88 
- «(4)1.85-1.90 


2.31(6) 
2.25 


2.19(5) 


Gas Oil* 


bunkers prices are exclusive of lighterage. 


90 Oct. 85 Oct. 
Prem. Gasoline Reg. Gasoline 
13.85-14.35 (3)12.85-13.6 
13.7§-14.25 12.5-13.4 
14.2-15.2 (3) 12.7-13.7(5) 
12.9-13.25 11.9-13.5 
11.8-12 


12.8-13 

14.95-15.2(2) i3. 77) 

13.3 3-12.475 
th 5 

(2)11.25-11.3 
11,25-11.3 
= 6(7) 


12.4(2) 
13.5(2) 
11.6 
11.6 
11.9-12.3 
12.4 
13.7-13.9 
13.7-13.8 
13. 12.6(4) 
15.05-15.3 13.8(3) 
14.95-15.2 13.7(4) 
13.3(2) 12.3-12.6(4) 
13.3-13.4 12,4(4) 


'12.05-12.55 


12.5 
12.25-13.3 
(2)12-12.25 
13.3-13.6(2) 
13.6 


11.9-12.6 
13.7 
13.6 
13.8 
13.7 
12.3-12.6 
12.3-12.4 


13.05-13.2 12.05-12.55 


No.5 Fuel No. 5 Fuel 
(0-10 p.t.) 
9.85 (12)$3.23-3.56 $2.87 
. (12)3.20-3.46 2.84 esos 

10.45 3.75 . 10.45(4) 
9.95 3.23(3) 10.25(5) 
eoa6 3.20(3) ls esee 

8.8 eee . 8.8 
10.35 be (6) 10.35(6) 
ane eves ) 10(2) 

(2)8.5-9 
10.4(6) 
10.5(2) 
9.5 
10.35(5) 
8.7-9.1(2) 


10.15(4) 
9.5 


3.365 
3.18 2.82(2) 
3.10-3.25(3)  3.10(6) 


seer eee 


10,25(8) 
10.5(5) 
‘a 10.45(4) 
8.24(3) 10.354) 
2.76(2) 10.455) 
os 10.25(6) 


eee 10(2) 


3.24 


No. 6 Fuel 


No Sulfur No. 6 Fuel 
Guarantee Max. 1% 


Barges 
(2)$2.35-2.45(13) 
2.45(4) 


$2.55-2.63 


ou 
Shere Pilants* 
(15-60 p.t.) (60 cet., 55 d.i.) (46 cet., 45 d.i.) 
(8)10.15-10.25 


Kerosine 
No, 1 Fuel* 
(19) 10.75-10.85 

10.65(19) 


10.95(16) 
(3)10.7-10.9(2) 
9.25-10.25 
9-9.25 
11.4(11) 
11.5(2) 
10.4(4) 
10.95(8) 
9.7-10.15 
9.7-9.95 
10.75(7) 
10.4(2) 
10.85(10) 
10.75(10) 
11.545) 
11.05(9) 
10.95(9) 
11.45(7) 
11.15(8) 


(3)10.7-10.9(4) 


Light Diesel 
* Bunkers 


x$4.24(4) 


4.24(4) 

3.49 
4.27-4.28(2) 
4.18(2) 
3.49(6) 
4.431(5) 
4.473(2) 
3.49(3) 
4.19-4.24(2) 
4.24(4) 
4.473(3) 
4.28 
4.452(5) 
4.368(5) 
4.18(3) 


2.45(4) 


1.85(2) 
2.51(5) 


2.16(4) 


consumers are 0.15c higher than prices shown 


2.16(5) 


Cc. 
op ‘At Atlantic Coast refineries and terminals, and at and Tam 
2 Range Boon pa, prices of some sellers te 
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Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT AUG. 4 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at U. 8. Gulf, minimum of 20,000 bbis., and are by refiners only to 
cues inet ~~ ——, or tanker terminal operators. The figure in parentheses after each 
i¢ number of companies quoting that price. 
Aviation Gasoline (MIL-F-5572) 
Grade 115/145 ........... 
Grade 100/130 ...... 
Grade 91/96 ... 
Metor Gasoline 
92 Oct. Premium ...... 
90 Oct. Premium ..... 


eocccccccvccccccccccs 19.95 
16-16 .75 
-% 


12(2)-12.25(2) 
11.75-12-12.25 
11(2)-11 .25-11.5 
10.75-11(2)-11.25 


5-11 
10-10. 25-10.75 


& Light 
41-43 w.w. kerosine ...........+. cose 
No, 2 Fuel .... 
Diesel & Gas Oils 
43-47 Diesel index 
48-52 Diesel index 
53-57 Diesel index ......... 


9(3)-9.25 
8(5)-8.25 


8-8 .125-8 .25 
8. 125-8 . 25-8 .375 
8. 25-8 .375-8.5 


$2 .35(2)-$2.50 
x$1.50(2)-$1.65-$1 .75(2)-$1. 775-$1 .85(2) 


MIDDLE EAST CRUDE PRICES 


Posted Export Prices of Socony-Vacuum Overseas Supply Co. for Sale in Cargo Lots. 
(Prices are per bbl. of 42 U. 8. gals., exclusive of local port or other governmental charges, 
sales taxes, etc., if any; FOB point indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 
Type of Price 


Crude Per bbi. 
Arabian $1.75 
Qatar $1.81 
Arabian $2.41 
Iraq-Kirkuk $2.41 
Araq--Basrah $1.67 


Heavy Fuels—Oargoes 
No. 5 Fuel, 0-10 p.t. ........ Socvecsese eeeces oe 
Bunker C Fuel 


Effective 


Nov. 1, 
Nov. 1, 
April 1, 
April 1, 
Dec. 


FOB Point 
Ras Tanura, Saudi Arabia 
Umm Said, Qatar 
Sidon, Lebanon 
Tripoli, Lebanon 
Fao, Iraq 


VENEZUELAN CRUDE PRICES 


Prices are of Creole Petroleum Corp., effective July 24, 1952 except where otherwise noted, for 
sale and/or purchase of cargo-lot quantities FOB deepwater terminals at ports named, and are sub- 
ject to crude availability and company’s requirements; 2c per bbl. differential per degree of gravity 
applies for gravities below and above those shown, except for Lagunillas Heavy for which price 
shown applies regardless of gravity. Price applicable for each cargo is that in effect at time vessel 
tenders for loading. For purchases made in fields, prices shown are basis for such purchases with 
deductions being made for terminaling and pipe line services in accordance with published tariffs, 


Crude Gravity API $/Barrel FOB 

Bachaquero emdcctdoviones 14.0-14.9 1.61 Piedras or Amuay Bay 
Tia Juana Heavy .......... 16.0-16.9 Piedras or Amuay Bay 
Lagunillas Heavy ........... Fiat Piedras or Amuay Bay 


La Rosa 20.0-20.9 Piedras or Amuay Ba 
Tia Juana Medium 26.0-26.9 Piedras or aomer Bay 


Tia Juana 102 L.P. 26.0-26.9 Piedras or Amuay Bay 
Tia Juana Light --. 80.0-30.9 Piedras or Amuay Bay 
Mara 30.0-30.9 Piedras or Amuay Bay 
Cumarebo ad 48.0-48.9 Tucupido 

San Joaquin 42.0-42.9 Puerto La Cruz 
Oficina 32.0-32.9 Puerto La Cruz 
Jusepin ones Sh cheb eisbestba 32.0-32.9 Puerto La Cruz 
Quirinquire .......... 18.0-18.9 Caripito 
Temblador 20.0-20.9 Caripito 
Pedernales 20.0-20.9 . Capure (field) 


AVIATION GASOLINE PRICES 


(Prices are for tank cars, barge or truck transport lots; aviation gasoline, meet specification 
MIL-F-5572, unless otherwise noted. ) : 
District 


ew Week, Bh. ZT. vovcoccececqoucssued See 
Boston, Mass. 

POTOOR, BOR. scccccescovcsacss ° 
Philadelphia, Pa, .... 

Baltimore, Md. 

POONER, Vlis ocdcvccccsicesavasctseddce 
Charleston, S. C. ........eeeees 

New Orleans, La. (Baton Rouge) . 


wee eee eee 


PH po none po neo no too No oN 
SBESSASSRESSSE 


Grade 91/96 


17 
16.5-17.25 


LAKE PORT TERMINALS 


ffalo Cleveland 
90 Oct, Premium eas 
86 Oct. Regular .. 
Kerosine 


11.45(4) 
9.53(2) 





ay _ “JUST FILL ‘Ti THE WHISTLE STOPS” 
ty SCULLY SIGNAL COMPANY  contcsne ai’ "tass. 
Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario 


AUGUST 6, 1952 


PETROLATUMS 


WESTERN PENNA. 

(Bbis., carloads; tank car, 1 to 1.5¢ less.) 
Snow white ... . (2)6.875-7.375 
Soft white ............+-++ (3)6.625-7.375 
Lily white (2)6.375-7 
Cream white 90 (2)6-6.75 
Soft yellow ....eeecsecues 5(3) 
Light amber ........- (4)5—5. 125 
Amber seseeboneeye (4)4.75-4.875 
RROD svc ce ccce cd 8vgs este ces (2)4.5-4.75 


PACIFIC COAST 


(In Ships’ Bankers, Diesel Fuel Bunker © Fuet 
or Deep Tank Lots) (P.5. 200) (P.8. 466) 
San Pedro, Calif. $3.44(5) $1.70(5) 
San Francisco .. 3.65(4) $1.75(4) 
Portiand, Ore, .. 3.86(4) $2.00(4) 
Seattle, Wash... 3.86(4) $2.00(4) 


MEXICAN BUNKER PRICES 


U. S. DOLLARS PER BBL. OF 159 LITERS 

Bunker C Diesel 

(Ships Bunkers) 
Mexican Gulf 

.95 $3.75 

Veracruz 1.95 kes 
Minatitlan .95 3.75 
Pacific Coast 
Guaymas .50 $4.90 
Manzanillo .50 4.00 
Salina Cruz .50 4.00 


LPG PRICES 


(Of refiners, FOB refineries, in cents per gal., 
tank cars or transport trucks) 

Commerical Industrial 
District Propane Propane 
N. Y. Harbor ... 8(2) 8(2) 
Philadelphia .... 8(3) 
Baltimore > 90 ches 
Hastings ... 


NATURAL GASOLINE 


(Group 3 & Breckenridge prices are to biend- 
ers on freight basis shown below. Shipments 
may originate in any Mid-Continent manufac- 
turing district.) 


FOB GROUP 3 
Grade 26-70 .....-+seee 


FOB BRECKENRIDGE 
Grade 26-70 we 


HARTOL 


PETROLEUM CORPORATION 
INDEPENDENT MARKETER‘ 


Maine to South Carolina 
FIFTH AVENUE NEW YORE 


x5.75( Quotations) 


x5. 25 (Quotations) 





BETTER 


Oils 


EXPORT 
DRUMMIN 


paragon 


EW Y¥ . 
veW >R 
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Tank Wagon Prices 


effect Aug. 4, ory as posted by principal marketing companies at 
their but subject to later correction. 
Inspection fees er gal., ‘included in both gasoline and kerosine prices, 





Prices for gasoline do not include taxes; they do, however, include 
Gasoline taxes, shown in 
separate column, include _2¢ federal, and — tazes; also city and 


inspection fees as shown in next column. 
county tazes as 





in 
also do not include taxes; co eias came chase teuled eve taamaied te 
footnotes. Discounts, if any, are shown in footnotes. These prices in 


Atlantic 
White Flash 
(Regular Grade) Kero.& 
Gasoline No, 


Dir. Cons. 
T.W. T.W. Taxes 

Allentown, Pa.. 15.0 15.0. 7.0 
Altoona coe 
Erie 
Greensburg 
Harrisburg .... 
Philadelphia 
Pittsburgh 
Reading 
Scranton 
Wilkes Barre .. 
ennenepees ee 


ATLANTIC 
REFINING 


ek tt et et 
AAARAA: : 


ee 
a . Py . 
to PAN ARADADARAROHAOCHHMOY OM COMNSD’- 


Fall River .... 
Springfield .... 
Worcester 
Prov., R. I. . 
Camden, N, J.. 
Newark 
Albany, A 
Binghamton ... 
Buffalo 
Elmira 
Rochester 
Syracuse 
Watertown ° 
Baltimore, Md. 
Richmond, Va.. 
Charlotte, N. C. 
Jacksonville, 
Fla. 


SosecooSSOSoSOOOMUNBNMWNWOSOS SOo- SooCoSoSO’: 


ee ek ek ek ek ek et tt et et et et tt et et et 
EIS 


15.4 
15.2 


© CKASVSAAMPASALSSSSSSSSN BA, AAIAAA.. 


Mineral Spirits V.M.&P. 
T.W. T.W. 
Philadelphia, Pa, .... 16.5 18.0 
Pittsburgh ........+.. 20.0 21.0 


Heavy Fuel Oils—T.W. 
No. 5 No. 6 
Philadelphia, Pa. ........ 8.48 6.90 


Notes: 

Kerosine—Thru Penna, & Del., add 2c per 
gal. for t.w, deliveries of less than 25 gals. 
at one time. Camden—aAdd ic for deliveries of 
100-299 gals., 2e for less than 100. gals, 

Mineral Spirits prices also apply to Stod- 
dard Solvent. 


CONT'L (N. B. Prices are Continental’s 
tankwagon prices. Current selling 
OIL prices may vary from those shown 
because of local conditions, ) 
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Denver, Colo. 
Grand Junc. 
Pueblo 


| re Mont. .. 


Gren Falls epee 
Hel 


eee 


Twin Falls, Ida.. 
Albuquer., N.M.. 


. 


tris © bo bo © bo Rb DET 


CUSESESSERES 


dd hd hoard 
BESEERSESSE 


Oklahoma City .. 
Tulsa 


unless otherwise 


tank wagon prices Nev, 1/20c; N. 


1/40c; Tenn, 2/ 
Kerosine 


CHEVRON 


CALIFORNIA 
(Regular) Av. 80/87 
STANDARD PAY 7.7. 


San Fran., Cal. ... 
Los Angeles ...... 
Fresno 

Phoenix, Ariz. 
Reno, Nev. .. 
Portland, Ore, 
Seattle, Wash. 


Gaso- 
line 


eee 


Honolulu, T. H. eee 
Fairbanks, Alaska . 
Juneau 


SSESBEEEEBBSS! 
WM Om doer CoCr OeH 

PW AID HWW WIIAAS 
coucoummoucuna 


bt CO et et 


eto winMonwwon 
23 © bo er Ge or or bo 


e, 
Honolulu, . ee 
Fairbanks, Alaska 


PPSEEBEBBRNSES 


Taxes: 


Boise—8c gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 2.5c¢ state. 

Salt Lake—7c gas tax applies to motor 
— “only; avgas taxes are 2c federal, 4c 
state. 

Honolulu—8.5c gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c terri- 
torial. Standard Diesel/furnace oil price is 
ex ic territorial] liquid fuels tax. All T.T. 
prices are ex Hawaiian gross income tax of 
1% to resellers, 2.5% to consumers. 


Notes: 


Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals. ; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 4.0c gal., except at Honolulu add 4.5c for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.0¢ gal. higher than Chevron (Regular) for 
quantity delivered, except at Salt Lake which 
is 1.5c gal. higher. For less than 40 gals. de- 
liveries, add 4.5c gal, to 400-gals.-and-over 
price, except at Honolulu, add 5.0c gal. for 
less than 40 gals. (Marine) and less than 100 
gals. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0c for 91/98, 
5.0c for 100/130, and 8.0c for 115/145. 

Kerosine—T.T. prices, except at Salt Lake 
City, apply to deliveries of 40-199 gals. For 
other deliveries: less than 40 gals., add a 
200-399 gals., deduct 3c; 400 gals. & 
deduct 4c; tank car-truck trailer, deduct 5c. 
Salt Lake City posted tank truck price is for 


Stove Oll—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; 200-399 gals., add 0.5c; 
than 40 gals., add 5c. 


Le tetat 
Naas 


ecooo 


T.W. prices are to all classes of dealers and 
consumers, 


» are as follows: 


Ala. 1/40c on gasoline; Ark. 1/20c; Fla, 1/8; Ill. 3/100c; Ind. 
2/25c; Kans, 1/100c; La. 1/32c; Minn. 5/200c; Mo, 1/25c; Neb. 2/100c; 
Cc. 1/4c; N. D. 1/20c; Okla, 2/25c; 

Se; and Wisc. 3/100c. 


8. C. 1/8¢; 8. D. 
only: Ala. 1/2c; Iowa 1/50c; Mich. 1/5c. 


ESSO 
STANDARD 


Atlantic City, N. J. 
ewark 

Baltimore, Md. 

Cumberland 


Esso Gasoline 
(Regular Grade) 
Gasoline 


Lal 
5 
z 
Z 
4 
4 


Danville, Va. 
Petersburg 


Roanoke 

Charleston, W. Dt 
Fairmont 
Parkersburg 
Wheeling 

Charlotte, N. C. 
Hickory 

Mt. Airy . 
Raleigh .... 
Salisbury 
Charleston, 8, C. .. 
Columbia ......... 
Spartanburg ...... 
New Orleans, La. . 


SOOCCOCOCGCOAATAIDHHOBsasn 


Fy wusooooooe coo ooo Sooo OOS OOO SOO SDOSSO 


Lake Charles ..... 
Shreveport 

New Iberia . 
Knoxville, Tenn. 


DMS WOM DM NWOOUWOSOOWDMOOHHMUHOMONUAD 


Little Rock, Ark. 


Newark, N. J. 
3,600 "gals. & over. 
Steel bbis. 
Baltimore, Md. 
3,600 gals. & over... 
Stee] bbls. .......... 
Washington, D, C. 
100-499 gals. 
500-3,599 gals. 
3,600 gals. & over... 
Steel bbls, 


No. 6 
Atlantic City, esas rT 
Newark, N. J. ... é F $3.754 $3.006 
Baltimore, Md. .. . . 3.69 2.94 
Washington, D. C. . , é 2.89 
Norfolk, Va, F éete Seen 
Danville 
Petersburg 
Richmond 
Roanoke 
Charlotte, N. C, 


Charleston, 8. C.. .... ‘ oes 
Columbia ... eeee ‘ gece aeee 
Spartanburg sieves 
Taxes: Louisiana ieenestne prices do not in- 
clude ic state tax 

Notes: 

Kerosine No. 1 — Atlantic City prices are 
for deliveries of 300 gals. or more; add lc for 
100-299 gals. 2c for less than 100 gals. 

No. 6—Washington price is for min, delivery 
of 1,050 gals.;.for min, delivery of 2,500 gals. 


price is $2.83 per bbl. 
(Prices are per imperial gal.; to 


IMPERIAL arrive at price per U. 8. gal., 
OIL subtract 1 i, ) 
Esso Ga: 

(Regular Grade) Kero- 

Gasoline sine 


Dealer 

T.W. T.W. 
14.0 
15.0 
13.6 
13.0 


St. John’s, Nfid, .. 
Halifax, N. 8S. :... 
St. John, N. B. . 

Charlottetown,P.E.I. 


®: 
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- 

~ 
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o 
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reuseynpssyes: 
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Cc. 
«*) Price is for Esso" Extra (Premium). 
Taxes: Gasoline taxes are provincial taxes. 
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Tank Wagon Prices (Continued) 
SOCONY VACUUM 


Mobilgas Aircraft 

Grade Grade Grade Mobiigas (Regular Grade) 
Gasoline 80 91 100 =6s Cons. Dir. Cons. ° 
Taxes T.W. T.W. T.W. T.C. T.C. T.W. T.W. 

New York City: 
Man, 14.7 
14.7 
14.7 


oh ee ee 
“2. 
sana sata 


oan: 


. 


wae ronmoatan 


Richmond 
Albany, N. Y. 
Binghamton . 
Buffalo 


ee 
> 


BEES 


| 


Plattsburg 


+ whee 
__—- 


Bridgeport, Conn. 
Danbury 
Hartford 

New Haven 
Bangor, Me. 
Portland 


MECN ee pnw -O- 


tom» G2 Ge- 4 


. 


SowARKHCONMHUSREHOH 


Concord, N, H. .... 
Lancaster 
Manchester 
Portsmouth 
Providence, R, I. .. 
Burlington, Vt. 
Rutland 


. oh ie coke. 
er See to 
1 Miho. 


+ beet 
~ mom + 


** 
. 


BwavwrmaH CON Dm 


BEASSESSSSSoSSaS 
SORRSSESSEESEESSERS 


Dames « 

ee 

oe 

fet et at ee ett 


+» 16.3 
N. ¥. Olty 
17.0 


ScooooowoooooooooSooooSSSS 


— 
an 


Mineral Spirits .............. > 20.0 
V.M.&P. Naphtha 


20.5 18.5 21.5 27.5 
Taxes: we prices do not include 3% city sales tax applicable to price Of gasoline (ex tax). 


Mobil Kerosine—Mt. Vernon T.W. tess 0.5¢ for deliveries of 300 gals. or more. 
Mobilfuel Diesel—All points, 0.5¢ for T.W. deliveries of 800 gals. or more. 
ais Mobilheat—Mt. Vernon T.W. less 0.5¢c for deliveries of 300 gals. or more. 
es: 
Syracuse V.M.&P. price is in steel barrels. Jamestown T.C. prices are delivered prices; all other T.C. prices are FOB bulk terminals. 


- a kerosine, mobilheat, and mobilfuel diesel tank car prices are to bulk plant operators; tank car prices to commercial consumers are 0.15c 
gher. 


OHIO STANDARD 


Sehio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular-Grade) 
Sehio Sohic Con- Re 
Gasoline Avia. sumer 
T.W. 
18.2 
19.0 


efi 
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aU 

Es 
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a8 
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bE 
3s 


Cincinnati .... 
Cleveland 
Columbus 


BRaneanasaane 


3 
goee 
geeovvcegee 


19.8 
19.8 
19.8 
19.8 
19. 
. 19.8 4 
6.0 0 : 19. 21.5 ° ’ e 13.9° 13.9° 12.9° 
rs B ony = am can purchase aviation gasoline less 4c per gal. State Road Tax supporting purchase with State Tax Exemption Fcrm 
-10 to supplier. 
ts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 

Kerosine, Nos, 1 & 2—Prices with asterisk (*) are for t.w. or drum deliveries of 100 gas, or more; less than 100 gals., 0.5c higher. Prices at 

other points are for t.w. or drum deliveries of 50 gals. or more; less than 50 gals., 0.5¢ higher. 

Naphthas—To contract consumers off t.w. prices (except Lucas County) 300 to 999 gals., 0.5c; 1000 to 2499 gals., 0.75c; 2500 to 4999 gals., 1c; 

5000 or more gals., 1.5¢. Lucas County: less than 50 gals., tank wagon price, 50 to 249 gals., 0.5c; 250 to 499 gals., Ic; 500 gals, or over 1.5c. 
Notes: Renown (third-grade) gasoline prices are same as X-Tane unless otherwise noted. S.S. prices are at company-operated stations. 


INDIANA STANDARD 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of 
Indiana bulk plants where the company’s prices are publicly posted, Kentucky 
Red Crown (Reg. Grade) 
Standard 


Www 


6. 
6. 
6. 
6 
6 
6 
6 
6. 
6. 
6. 
6 
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St. Furnace 0i}—————__ 
100 gals. 100-174 175-999 1,000 gals., 
gals. gals. & over 


Covington, Ky. ........ 
Lexington 

Louisville . 

Pad 


coouoo 


covccce 
— 


cosoosoosoooscso 


Birmingham, Ala. ..... 
ron, 8. D. .. : Mobile 
Milwaukee, Wisc. a Los “ vind pre og 
7.W. im. et po dgeesevon 
Standard Macon 
Savannah ........+s6+. 
1-99 gals. J Jacksonville, Fia. 


7 
earaadonase 
eoooo 


~— 


Sool a2re2ro0 





4 
= 


aw 


13.8 
13.3 


Stanolex 
Fuei C 

1-749 gals. ......... 10.15 9.0 
750 gals. & over .... 9.4 8.25 
Taxes: St. Louis, Mo., gasoline tax includes ic 
city tax. Des Moines, Ia., kerosine and furnace 
oil prices do not include 4c state tax. State 
sales, occupation, consumer & use taxes to be see, 14. 
added where applicable. Notes:—Dealer t.w. prices a 


* “Temporary’’ price. classes of consumers with mini. 
x Effective July 29. 50 gals. . 


SOR SHR OUIUADEH aH © 


Sony ee OROAWAANGS 


Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, ic 
county; Montgomery, ic city & ic county; Pen- 
sacola, ic city. Other taxes not included in 
prices: Georgia, kerosine, ic; Montgomery, 
kerosine 1c; Mississippi, kerosine 0.5c. 

Notes: 


Consumer t.w. prices are same as net deale: 
prices, 
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Production of Natural Gasoline Dealer and Service Station Prices for Regular-Grade 
(Bureau of Mines figures in bbis., 000 omitted) Gasoline in 50 Representative Cities*** 
May, April, JULY 1, 1952 
1952 1952 
PE Sct cee daddntagenetidenees it ae eee sebeee Cents Per Galion ————___- 
MULE IED ‘aintitne Ks ah wehbe puede ¢ dou cooees eecces Dealer’s Indicated ay san Service 
OPTS SSR ere aes 41 17 Net Price Dealer Station 
WUE: aco prb.6bad ba 04.30% s5 we exon 440 443 City (Ex Tax) Margint toserai fax) (Ine. Tax) 
EE \Gined od bod anne4ek had-abrie dnb bo0e ou 1225 1234 Average United States .. 15.37 5.12 7.34 27.83 
DT Mahinds kot et dehibnkee tenes abate 237 373 Se err 15.00 3.90 8.00 26.90 
DET £0026 00 4g0et od db ee cenvebus ua 369 379 Manchester, N, H. ...... 14.40 3.50 7.00 24.90 
DED 46.6 nbdiaheweldndeweeeue cekaesen t Tt Burlington, Vt. ........++. 15.60 5.20 7.00 27.80 
Mt thus pnedGahnatesvariits take ateke aban 5 5 Boston, Mass. .......... 14.90 5.30 6.30 26.50 
SD, snveehintaséatendiknecdsehddaes 1,338 1,541 Providence, R. I, ....... 14.90 5.00 6.00 25.90 
SES. Rncctenas code Sek boned usnseces 213 210 Hartford, Conn. ........ 14.80 3.10 6.00 23.90 
ES” oe caucansd<éeones dtvawsseaats 1,801 1,840 Bumlalo, M. YF. ..ccecesce 15.50 5.30 6.00 26.80 
DT ettucsechedecsémeaucteéhawevtatiue 719 727 New York, N. Y. 6.80 6.00 27.50 
BEEN noe so ursecrsccepesewceseeeesee 1,082 1,113 Newark, N. J. . 5.80 5.00 25.40 
DIE. -Zicte kicane cu guacces atedesaese> 99 91 Philadelphia, Pa. 5.20 7.00 26.90 
New Mexico 480 524 Dover, Del. .....sc..555 5.70 7.00 27.40 
PE Sab av.cec culives + cede oe . 8,785 9,522 Baltimore, Md. 5.50 7.00 27.00 
SEE decease 2,103 2,187 Washington, D. C, ..... 14.90 4.70 7.00 26.60 
West Texas 1,611 2,172 Charleston, W. Va, ..... 16.10 7.10 7.00 30.20 
East Texas 899 979 WHOCE, VR. <ccccve cove 6.10 8.00 28.20 
Panhandle 1,515 1,493 Charlotte, N. C. ........ 6.00 9.00 30.40 
tT” Obccaw tnd ur tnmidiod o6edeven ee Gn 2,657 2,691 Charleston, 8. C, 6.00 9.00 29.50 
DL. 256 .éunmaidhacew beled» erebacds bd ° DURMER, GA, . o ccceses scr 5.60 8.00 29.50 
DE” nd Kc cabawawheewhadseweeeebacde 15 14 Jacksonville, Fila, 4.80 9.00 29.00 
PL, ons whudlevdupialasaWaiwadeodade ° ° Birmingham, Ala. 5.20 9.00 *29.90 
WE, ig 00 0-s'p 0 Gn bere odebeecdindseceeese ® ° Vicksburg, Miss. 6.30 9.00 30.50 
EL: 2046 ctinndniaenniibente tiv dndees *216 *233 Memphis, Tenn, ........ 3.70 9.00 27.70 
Gt» 4-45 selon housien a bess ¢ crduaindks 2,506 2,452 Lexington, Ky. ......... 4.30 9.00 29.80 
Youngstown, Ohio ...... 4.30 6.00 25.80 
DORE «cc vcccccvcuescccsectwsswccvcese 16,770 17,878 South Bend, Ind. 5.40 6.00 27.90 
BT NUD. 0. caN ch tro cvsccuceceed’s 541 596 ce SS aes se 5.25 6.00 26.55 
as % Detroit, Mich. ......0.0. 5.12 6.50 26.42 
* Colorado, Nebraska and Utah gasoline products included with Wy- Milwaukee, Wisc. ae 5.30 6.00 27.40 
oming. Twin Cities, Minn, ...... 5.00 7.00 28.00 
t Michigan production included with Illinois. Wares, Mi Dy 6 cccscevces 4.50 7.00 28.30 
Huron, 8. D 5.00 7.00 28.70 
Omaha, Neb, .......... " 4.00 7.00 26.50 
Des Moines, Towa ...... 15.40 5.00 6.00 26.40 
St. Louis, Mo. eee nwee ee 15.20 4.20 5.00 *24.40 
Wichita, Kans. cormwweee 14.00 4.40 7.00 25.40 
Belem, GEIR. occ ccccccce 13.50 5.50 8.50 27.50 
Little Rock, Ark. ...... 15.90 5.60 8.50 30.00 
New Orleans, La. ...... 13.30 5.80 11.00 30.10 
Houston, Texas ........ 14.00 5.00 6.00 25. 
Albuquerque, N, M. .... 16.00 5.50 8.50 **30.00 
Denver, Colo. += oa PR = 
: 0. ‘ ‘ y 
Pennsylvania Lubricating Oils at Refineries are og ay cp ed 4.50 8.00 28.50 
Boise, Idaho é 4.50 8.00 30.20 
(Compiled by National Petroleum Assn, from reports of companies re- Salt Lake City, Utah. ...tt15.40 5.10 7.00 27.50 
fining Pennsylvania Grade crude oil. Figures in bbis. of 42 U. S. gals.) Reno, Nev. Guus disenNhe 17.00 5.00 7.50 29.50 
Phoenix, Ariz, .......... 17.20 4.60 7.00 28.80 
Total In- Total In- San Francisco, Calif. ... 14.50 4.80 6.50 25.80 
Pro- ventory Pro- ventory Portland, Ore, .......... 15.00 5.50 8.00 28.50 
duction May 3i, duction April 30, Spokane, Wash, ........ 17.80 5.00 8.50 31.30 
May, 1952 1952 April,1952 1952 —_— -—— 
5 a ee a nee inte. caaak case ten ppvaieaee (bide * Includes city tax of 1c per gal. 
2. 600 steam refined stock .... 211,419 108,695 184,328 89,022 ** Includes city tax of 0.5¢ per gal. 
3. Other steam refined stock .... 51,342. 72,756 37.552 54,449 +++ API figures as reported by The ‘Texas Co. 
4. Finished dewaxed long + Editor’s Note: Where there are price wars these indicated margins 
residuum ...... eines PEE ROR Pai CEPR SSO Be Seen eNOS Ry MAD do not necessarily show what the dealer is actually realizing per gallon 
3 Oe eer ron 144,912 176,391 157,037 176,477 of gasoline sold. Special allowances temporarily are being granted to 
6. Viscous neutral, below 180 vis. some dealers hit by the subnormal retail prices. 
but not below 142 vis. @ 100 101,282 124,164 96,015 101,742 tt Applies to deliveries of 400 gals. and over. 
7. Viscous neutral, 180 vis. : 
100 and above ......... ++.» 101,782 180,113 81,533 152,456 
Net Stocks of Pennsylvania Crude Oil 
(Compiled by National Petroleum Assn, Figures in bbis.) 
May 31, April 30, May 31, 
Pennsylvania Oil Other Than Lubes at Refineries 1952 1952 1951 
At refineries .........--eeese 465,565 333,338 358,113 
(Compiled by National Stree Assn, from report of all region Pipe Line and “tank farm . 1,636,647 1,758,591 1,310,759 
refiners. Figures in bbis.) BRP ODA 2,102,212 2,091,929 1,668,872 
“a” “a 
1. Naphthas & Gasoline 
(1) Straight run, unblended and/or unleaded, 
for sale as motor fuel ................... 3,526 3,180 
(2) —- and gasoline, for sale for blending 
, Bo emgy sation - held at refinery for 
rther distillation ‘orming, blending or stri 
ies ei cia “ai inde ii a 209,798 236,905 District 5 Demand 
oc! not inc or Washington, Arizona ‘evada 
Ce GONE  Cias share avtbenebveiedue reine bnetes .eanee . —_ we lrenante ef tae aay 
(4) 65 octane and above .................... 411,441 416,485 ¢ —s 
2. Salable na: naphthas other than motor fuel mate- 
rial (does not include refinery process megnthens) 7,610 10,080 May, -—y ange 
MRED oak tadeetic Ghadaasacei wees cestesee 86,135 60,484 1908 ies — 
4. 36/40 gas oil. (include furnace GD: vkbens coerce 67,355 47,509 Gasoline & Naphtha ..........-.-++05 433 441 442 
5. Fuel oil (not above Liquefied ° 22 26 23 
6. Oils held as cracking plant charging Kerosine & Kerosine 5 5 12 
7. viscous Lubricating 18 17 17 
§. Wax distillate ..... Stove Oil & Diesel Ol] ........ . 124 14 130 
9. Crude petroleum Fuel Oi 336 370 385 
10. Wax (Ibs.) Asphalt & Road 41 31 39 
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CLASSIFIED 


DISPLAYED: Advertisements set in special type or with border— “Positions Wanted’’—15 cents a word. Minimum charge §3 per insertion. 
per column inch. Box number counts 2 words. Copy must reach us by Wednesday 


UNDISPLAYED: “For Sale’, “Wanted to Buy”, “Help Wanted", preceding date of issue. 
“Business “ Miscellaneous cl - 


us classifica 
ons : All classified advertisements are payable in advance. 
th t in type this size wi border—30 cen d. Minimum 
change | $7.50 per fnsertion. ee la nas No agency commission or cash discounts on classified advertisements. 





Storage and Drumming For Sale For Sale 


1947 FORD FUEL OIL TRUCK, completely 
equipped, four compartments, 5417 gallons, 
reel, hose and meter. New Paint, ready for 
service. $1595.00. BORDERLINE OIL, COM- 
PANY, 1010 Sixth, Port Huron, Mich, 





1950 5400 gallon Standard Steel. Works, 3 
compt., like new, real buy. Price $3,750.00. 
Bruce E. Hackett Co., 621 W. 58th &t., 
Kansas City, Mo., Hiland 1385, 


STORAGE AND DRUMMING 


Petroleum and other liquid products for 
domestic and off-shore shipments. Tank 
car, tank truck loading facilities with 
direct line to shipside, 


PORT PETROLEUM CORPORATION 


LONG ESTAB! . 
P.O. Box 746 Onkiand 4, Calif. G LISHED and profitable Commis 


sion Agency in north-central Penna. Major 
Company products. Three tank trucks, ware- 
house, service station, storage garage in- 
cluded, Will consider long-term sale. Selling 
because of health. BOX 506, Warren, Penna. 


Position Wanted 











SALES MANAGER, experienced in Oj] Export 
business, seeks progressive firm Desirous 
building up strong overseas and domestic 
trade; Age 35, 12 years solid marketing ex- 
perience, thoroughly familiar financing, credits, 
documents. Fluent Spanish, French, German, 
widely travelled Latin America, Burope, with 
sound personal contacts. Pleasant personal- 
ity, hard worker with drive to succeed. Will 


For Sale 


ONE 20,000 GAL, TANK, almost new \” 


thick, One Set. (3 Saddles) 10’ Steel Sup- TANK TRUCK, 5 compartm 
ports, 9’ Dia. All on Railroad Siding ready a ” eh ng 8 mee 


Safety Valves, Side racks, Cat-walk, Rear car- 

Me ag ‘ —. —_ ‘og we os rying compartment. On 1946 Federal Chassis, 
° . 550. sh, ui! sale. Mil 37,000. s 

JAMIE E. JACOBS, Box 354 Barre, Vt. eage 37,000. Excellent condition. Complete 


500 gallon Oil Biending Plant, Vat Agitator, 


relocate home or abroad on contract basis. 


Heating Coils, 500 and 55 gallon auxiliary fill- 


4600 GALLON, 2 compartment, double bulk- 
head, 1939 Ferrell, $2,000.00, Hendrickson 
tandem, good condition. JOHN J. ANTHONY, 
5138 W. Hirach St., Chicago, Lilinois, Tele- 
phone NAtional 23604. 


berland, Maryland. 


DESIRABLE BULK OIL PLANTS, propane 
bulk plants and large service stations through- 
out the upepr Midwest. 


TWO 5200 GALLON Storage Tanks, Horizontal, 
Welded Good Condition $500.00 each. F. O. B. 
Three Rivers, Michigan. Address NELSON 
OIL ©O., Box 26, Three Rivers, Mich. 


troleum properties. 
ERS, 605 
Minn. 


ing tanks. Priced 
SCHRIVER CO., 133 


We specialize in pe- 
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immediate sale. THE 
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Street, Oum- 





An advertisement in NPN’‘s Classified 
Section will bring you quick, effective 
results at low cost. 
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MID-CONTINENT 
Residual Fuel Tanks Still Full 


Many Mid-Continent refiners were still looking at full 
residual fuel storage tanks at the end of July, since 
northern demand has picked up only slightly since steel 
strike ended. While over-all burning oil picture also con- 
tinued weak, there were indications that winter contracts 
are being renewed by refiners and buyers, and one major 
was seeking 500,000 bbls. of distillates at northern pipe 
line terminals. Gasoline remained in big demand through- 
out the Mid-Continent. 

Three refiners—two in Oklahoma and one in West 
Texas—reported quotations of $0.90 for No. 6 fuel, while 
most others said their prices ranged upward from $1.00. 
Resellers, meanwhile, found that suppliers have generally 
raised their prices to them, with little material available 
at end of week at less than $0.85, FOB Group 3 basis. 
This price compares to $0.65 and $0.75 that suppliers re- 
portedly were asking from resellers prior to steel strike 
settlement. 

Open market trading generally continued light. Sev- 
eral lots of No. 5 were sold by a tank car marketer at 
prices ranging from $1.25 to $1.45; 10 cars of No. 2 were 
purchased at 7c, for resale; and several cars of No. 2 
also were sold to an Oklahoma reseller at 7.25c, Group 3. 

Winter-long burning oil contracts at “average of pub- 
lished prices” were made by one Oklahoma refiner, how- 
ever, and an Arkansas refiner said regular customers 
were renewing their winter distillate contracts with him. 
But refiners said there was very little demand for prompt 
distillates. 

While there apparently was little easing in demand for 
refined gasoline, cycled prices continued to drop. One 
reselier said he was being offered cycled material at 
9.625c, Group 3 basis, but he was unable to get even that 
price in reselling. This was 0.125c lower than most sup- 
pliers were asking a week ago. 
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Butane, Propane Eases to 2.25c 


TULSA—For the second week in a row, prices of some 
sellers for propane and butane have eased 0.25c, this time 
to 2.25c, Group 3, for spot shipments, according to lique- 
fied petroleum gas reports in Mid-Continent July 30. 

Lowered industrial activity resulting from steel strike 
was blamed for reduced sales of propane. At 2.25c, Group 
3, the so-called “dump” price is at a new low for this 
summer, Postings of most principal producers continue 
unchanged—4c for propane, 4.5c for butane-propane mix, 
and 5c for butane. 

Fear of cold 1952-53 winter makes some buyers reluc- 
tant to take “distress” material at this time, for such 
purchases usually do not build supply “credits” for De- 
cember-January, trade sources said. 

In the East, postings of most suppliers at New York 
and Philadelphia continue unchanged at 8c, tank cars. for 
propane. 


Distillate Fuels Price Index Drops 


WASHINGTON—Decrease of 1.3% in price index for 
distillate fuels has dropped Bureau of Labor Statistics’ 
over-all oil price index 0.2% to 109.0 for week ended July 
29. Complete index, based on Platt’s Oilgram quotations, 
is shown below for weeks ended on dates indicated (1947- 
49 equals 100): 


duly 22 
duly 31, to July 
1951 29, 1952 
109.2 110.8 —0.2 
109.0 109.0 baee 
109.4 111.4 —0.3 
115.0 115.0 ses 
112.9 109.7 Sees 
112.6 112.4 —1.3 
6 101.0 bees 
5 102.4 
5 79.5 
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TBA TOPICS 


Oil TBA Men Should Push Plan Urging 
Customers to Have Batteries Checked 


By Frank C. Sturtevant, TBA Editor 


Practically 

everybody in the 
oil business, perhaps even including 
the service station operator, would be 
happy if customers would ask for 
more of the free “inspection” type of 
services available at stations. Battery 
testing, tire inflation, free inspection 
of lights, spark plugs, shock absorb- 
ers and mufflers are ir this class. 


A small beginning is being made in 
a program to interest the public in 
battery testing. It is the new publicity 
program of the Assn. of American 
Battery Manufacturers, which got 
under way in April of this year. Now 
that it is started, it is to be hoped 
that it will never stop. But the im- 
mediate effects will be difficult to 
measure, and there may be those 
who will ask, a year hence, if enough 
progress has been made to warrant 
a continuance. 

One way in which the effects of 
the publicity campaign can be intensi- 
fied, is for oil marketers and individ- 
ual battery manufacturers to back 
up the publicity by using some space 
in their consumer advertising pro- 
grams to sell the public ou battery 
testing. A few oil marketers made 
a small start in this direction last 
year. 

During one month last winter one 
oil company carried copy on its out- 
door boards suggesting the value of 
having batteries tested at its service 
stations. At the same time two or 
three other oil companies provided 


their dealers with A-board posters 
and other point-of-sale material urg- 
ing car owners to come in for a free 
battery check. 


It is rumored that starting next 
month, one or more battery makers 
will carry in national advertising 
some sort of a message to car owners 
on how battery testing forewarns of 
impending battery failure, and helps 
the motorist avoid battery breakdown 
on the road. 

cm 7 * 

Meanwhile, the AABM publicity re- 
leases are going out each month to 
the daily press. They too contain 
suggestions to the car owner on how 
to use frequent battery testing as a 
means of sidestepping unexpected 
battery failure at an inconvenient 
time. These news stories are designed 
for use primarily by the automobile- 
page editors of daily papers. For 
example, the release for the current 
month calis attention to the fact that 
hot weather can be a dangerous time 
for batteries; that with increased 
summer driving a voltage regulator 
that is set too high can cause serious 
damage from overcharging, within a 
short while. 

The important thing for oil men to 
keep in mind, is that the object of 
all of this publicity and advertising 
is to get more people to ask volun- 
tarily for a check on the condition of 
their batteries. While the end result 
sought is the reduction of unneces- 
sary claims for adjustment (which 





BATTERY MEN 
talking shop in 
U. S. Rubber Co. 
headquarters at the 
battery convention 
in New Orleans. 
Left to right: Har- 
ry G. Barnes, vice 
president, Gould 
National Batteries, 
Inc., St. Paul, 
Minn.; and George 
Zivchak, _ battery 


specialist for Atlas. 


Supply Co., New- 
ark, N. J. 


have been an expensive matter for 
oil marketers), an incidental result 
would be more batteries sold in ser- 
vice stations. Service stations would 
make more money from battery sales, 
because the service station is the 
natural and most convenient place 
for the car owner to go for a battery 
check. 


Another obvious result would be 
a rise in the amount of battery check- 
ing which dealers will be called upon 
to do. While it must be conceded that 
not all dealers regard a rise in re- 
quests for any service that is free 
with eager anticipation, it has been 
established by a number of trial] runs 
in recent years that consistent bat- 
tery testing makes money for the 
dealer. He sells a lot more battery 
charging service, and he sells a lot 
of batteries, both bringing a good 
profit. 

For that matter, although to some 
oil men it is heresy, there is no 
sound reason why ea thorough check 
of a battery, including the cables, 
connections, and mounting, should 
not carry a small service charge. It 
is a fact that some experiments are 
now being made along the line of 
exacting charges for certain services 
performed at service stations, that 
formerly were thrown in free with 
a lubrication job. 


But that is another question, and 
need not be considered in connection 
with the effort to somehow arouse 
the public to the fact that most bat- 
tery failures on the road are easily 
prevented. By this appeal to the mo- 
torist’s self interest, to his natural 
dislike of battery trouble, whether 
in the garage on a cold winter morn- 
ing, or on the highway late at night, 
it is hoped to make him battery 
conscious, 

This direct approach to the car 
owner, with an argument as to why 
he should accept some responsibility 
for discovering the true condition of 
his battery, is in effect a recognition 
of the fact that a different approach, 
putting all the responsibility on the 
dealer, has not worked. 


However illogical it may seem to 
oil men, and regardless of how it 
may reverse former practices, this 
new scheme of appealing to the cus- 
tomer’s self interest, rather than to 
the dealer’s interest in profits, meets 
the needs of the times. 


In the past, oil TBA sales and pro- 
motion men have sought always to 
show the dealer where he stood to 
profit by checking more batteries. 
They have pointed to the money to 
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A U.S. Royal Basis for Business — 


Your Market is Really Yours ! 


As our advertising tells millions of people every day, “U. S. 
Royals are sold only by the U.S. Royal Dealer”. He has 
limitless opportunity—free from manufacturer competition 
—to develop his own market in his own way. That’s one 
reason why his profit picture is the brightest in the business. 


“US.ROYA 


4 Tubes in the World 


The Only Such Tires an 
j 


UNITED STATES RUBBER COMPANY 
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be made in recharges, and in more 
battery sales. And at times they have 
asserted that the customer resents a 
dealer’s failure to warn him of im- 
pending battery failure. 

The dealer profit part of the story 
is true enough, and theoretically 
should furnish all the motive needed 
to spur the dealer into action. Why 
it is no longer potent is a psycholog- 
ical puzzle, which need not be un- 
raveled here, assuming that there is 
an answer. 

The argument that customer ill- 
will toward some service station deal- 


ers is generated every time a battery 
fails without warning, ought to be 
true, but isn’t. Dealers do not en- 
counter any such attidude. Just who 
gets the blame is an unknown fact. 
It can be assumed that a large pro- 
portion of those car owners, who have 
to find out the hard way that their 
old battery has reached the end of 
the road, do not realize that they 
could have had advance notice by 
means of a very simple, routine 
battery check. 

Apparently an uncomfortably large 
number of car owners make some 
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Model 271C—compressed-air 
horn with chrome-plated trumpets 


Four-way sales appeal: (1) needs only 10- 

100# pressure to operate; (2) consumes 
only 6 cubic feet per minute at 100# pres- 
sure; (3) does not affect air brakes; (4) has 
far tone. Also available: Model 
270—hammerloid gray, with control valve. 


SIGNAL 


Red—No. 651 Red—No. 6105 
Amber—No. 


depth, one bulb! ht 
lamp, 


c yu won 


AUTOMOTIVE 
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POWERFUL, NEW 


SPARTON HORNS 


CLEAR THE ROADS AHEAD! 


WHEN YOU 


652 Amber—No. 6106 Amber—No. 665 indies toute 


New Sparton Directional Signal Lamps 


Ss Series 600 two-face directional signal lamp (right) has only 
weight eliminates 

l-flush lamp and semifiush — available 
individually or in Cate sets with self-cancelling switch. 


horns 


High- my tee signal with lightning re- 
to install with no extra 


C—single mounting in chrome. 
Model RC1—dual mounting in red and 
black enamel. Electrically operated. 


TURN! 


Red—No. 664 


fender tearing. Single- 








protest to the service station where 
they bought the battery which failed, 
at least in cases where the guaran- 
tee period has not expired. Ser- 
vice station dealers have been far 
too willing to encourage the idea 
that the battery was not all it should 
be, and that the customer should 
have an adjustment. That is the 
line of least resistance. 


Although considerable work has 
been done in many oil marketing or- 
ganizations to make dealers under- 
stand that a battery has not failed 
just because it is run down, there are 
still too many discharged batteries 
sent in for adjustment. In addition 
there are too many batteries which 
have been brought to premature fail- 
ure by such things as persistent 
overcharging, or undercharging, or 
related causes and conditions wholly 
outside the battery. Existence of 
these causes and conditions could be, 
and should be revealed by periodic 
tests at the service station, 


Vigorous programs of dealer edu- 
cation on battery service have not 
been wholly unproductive. Some prog- 
ress has been made, and it goes with- 
out saying that efforts will be made 
to devise new and better ways to 
educate dealers on battery care. But 
the amount of battery checking thus 
induced remains insignificant when 
measured against the vast degree of 
apathy and indifference toward bat- 
tery service which still characterizes 
the dealer attitude in general. 


What the dealer needs to wake him 
up is evidence of some customer in- 
terest in and appreciation of complete 
battery checking. This interest is not 
going to be created in one season of 
experimental publicity. In fact both 
battery manufacturers and oil mar- 
keters should settle down to a long 
range job of selling battery testing 
to the public. 

As it stands now the average car 
owner thinks of battery service as no 
more than the addition of water when 
needed. If it takes informed custom- 
ers to bring those hydrometers and 
voltmeters out of hiding, then it is 
time to start informing them. 


Canadian TBA Men to Meet 


The Canadian Oi] Industry TBA 
men will hold their first regional con- 
ference at the Royal York hotel in 
Toronto on Thursday, Sept. 25. Chair- 
man of the Canadian TBA section is 
Ralph K. Schantz, of Supertest Pe- 
troleum Corp., Ltd., London, while 
others active in arranging for the 
convention are the following: Bert 
Hannaford, Sun Oil Co.; Grant Lit- 
tlefield, Canadian Oil Companies, Ltd.; 
George Ezeard, Cities Service; Wil- 
liam B. Gregg, Shell Oil Co. of Can- 
ada; E. L. Joynt, Trinidad Lease- 
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holds; J. A. Pope and Arthur C. Rees, 
Imperial; N. E. Thompson, British- 
American, all of Toronto; W. H. 
Hall-Holland, Reliance Petroleum, 
London; and John King, McColl- 
Frontenac, Montreal. 


The one-day meeting will convene 
in the Royal York’s dining room No. 
9, on the mezanine floor, at 12:00 


noon, at which time luncheon will be ) 


served. 


Mr. Schantz has asked each oil 
company to send in lists of those 
who should receive invitations to the 
convention, to include as many as 
possible of top management, any 
other individuals who are directly in- 
terested in TBA marketing, and also 
supplier personnel whom it is desired 
to invite. 


Speakers will be: Raymond Shaw, 
Chek-Chart Corp., “TBA Trends and 
Potentials in the Canadian Market”; 
I. G. Needles, president B. F. Good- 
rich Co. of Canada, Ltd., “Selling Tires 
at Service Stations”; W. W. Taylor, 
vice president and general manager, 
Prest-O-Lite Battery Co., of Canada 
Ltd., “Battery Sales at Oil Company 
Outlets”; L. A. Richardson, vice presi- 
dent and general manager, Purolator 
Products (Canada) Ltd., “Accessor- 
ies—Their Position in a Balanced Sell- 
ing Program”. Time has been allowed 
for discussion at the conclusion of 
each talk. 


Promotes Battery Cables 


Electric Auto-Lite will start in Sep- 
tember, and continue throughout the 
fall its biggest promotional campaign 
on ignition wire and battery cables. 
As part of the promotion a special 
offer will be made to service station 
dealers who handle the Auto-Lite line 
of a Wen electric soldering gun at 
an attractive price. The Wen gun, 
says Auto-Lite, heats in three to five 
seconds and cools quickly; it reaches 
the inaccessible spots; and it auto- 
matically spotlights its work. 


Roy Butts, Auto-Lite sales man- 
ager, comments that dealer wire and 
cable inventories were pretty well 
thinned out during the copper short- 
age. Consequently a premium is be- 
ing offered to encourage dealers to 
again build up their stocks. 


A new spark plug specification 
chart, described as all-encompassing, 
has been prepared by Auto-Lite. It 
is printed in four colors, designed for 
hanging on service station walls, in 
order to make specifications easily 
available. In addition to plug specifi- 
cations for domestic and foreign pas- 
senger cars, the chart covers trucks, 
farm machinery, power mowers, out- 
board and marine engines, motor- 
cycles, bicycle motors, contractor’s 
machinery and industrial equipment. 
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CAMPBELL 


are easy 
to sell! 


it’s truve— Campbell helps you sell more tire chains by providing service stations 


with superior chains in an eye-catching package . . 


- plus sales and merchandis- 


ing helps designed to get chains in customers’ car trunks “before the snow flies.” 


superior product 


Only Campbell Chains have the 
patented Lug-Reinforced con- 
struction that means greater 
traction on ice and snow .. . 
guards against skids and side 
slips. 


Sales Clincher is the handy, 


outstanding package . 

Campbell Chains are attractively CAMPBEL: 

packed in boxes and bogs for N cata 

easy identification and conveni \ 

ent storage in car or truck. N 
easy-to-use Chain Applier 


included in every box of Campbell Lug-Reinforced Chains. 


forceful merchandising 
4 Campbell's 
banner, ad-mats, 
streamers and display sugges- 

tions are real sales helps! 


new point-of-sale 
window 


national advertising 
Campbell advertises consistently 
in PATHFINDER, BUSINESS WEEK, 
and a complete list of automotive 
and farm trade publicotions. 
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Campbell helps you sell chains —"before the snow flies.” Make 
your winterizing program complete. Write for details now. 


CAMPBELL CHAIN Gonpaxz 


MAIN OFFICE—YORK, PA. + Factories— York, Pa. and West Burlington, lowe 
Chain for every need—INDUSTRIAL, MARINE, FARM, AUTOMOTIVE 
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THIS NATIONALLY KNOWN TIRE 
IS MADE FOR YOU! 


“Premium protection but at regular price!” The extra safety 
all drivers demand but at no extra cost! 


That’s the big selling theme behind this great, new “Safety 
Sipe.” And in today’s dollar-conscious market, it’s an appeal 
that can’t miss building more sales, volume, profit for you. 
What's more, you'll be proud to offer this outstanding tire to 
your customers. It’s backed by a famous name and the tech- 
nical know-how of one of America’s greatest tire makers. It’s 
part of a complete line of passenger and truck tires, all carry- 
ing an ironclad guaranty that builds confidence . . . and 
business . . . from the start. 


Here’s a money-in-the-bank opportunity you won't want to 
miss. And you needn't. For profit’s sake, mail the coupon 


below TODAY! 


MEMO TO PETROLEUM MARKETERS! 


Don’t overlook this opportunity to meet the challenge of stiffening 
competition by broadening your service to your customers. This new 
Norwalk “Safety Sipe”, vigorously promoted and advertised at both 
local and national levels. is tailor-made for you, Investigate! 


The Armstrong-Norwalk Rubber Corp. 
Norwalk, Conn. 


Yes, I’m interested in increasing my tire volume and profits. Please 
send me details of your offer. No obligation, naturally. 


Name 





Address 


RN NP TI a insinscebiinahcepstdtchbepeisitnaentvccthicmesldnehnsesiemtenti : 


PE Se: AE ND GN Siete eek St te ey 


State 


NORWALK = TIRES 


na ra at Norwalk and West Haven, Conn., Natchez, Miss. and Des Moines, lowa 
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TIRE IDENTIFICATION SIGNS, like those on building and in showroom, appear at all service stations supplied by Perry Oil Co., 
Shell jobber and U. S. tire distributor of Hazard, Ky. 


Woman Jobber Makes Good 


Her Sales Drive Boosts Volume of Premium Tires, 


Gasoline and Motor Oil; Industrial Lubes Pushed 


By NPN Staff Writer 

A medium-sized oil jobber in east- 
ern Kentucky’s coal mining region, 
with a petroleum gallonage of around 
2,000,000 a year, sells better than 
$150,000 worth of TBA volume an- 
nually, made up largely of truck tires, 
and off-the-road tires, but including 
also the biggest share of the premium 
passenger tire business in the area. 

The concern is the Perry Oil Co., 
located in Hazard, Ky., the county 
seat of Perry County, from which 
the company draws its name. Besides 
selling a lot of the premium class 
tires, the company pushes premium 
quality all down the line. Premium 
gasoline sales run 94% of the total 
gasoline gallonage, far above the na- 
tional average of 28%. Premium mo- 
tor oil sales are 75% of the total mo- 
tor oil volume. 

Another unusual phase of the com- 
pany’s operations is the fact that it 
is among the select few in the ranks 
of oil jobbers who make a profitable 
department out of sales of industrial 
lubes and specialties to its numerous 
commercial accounts. 

Coal Customers—The most impor- 
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TANK TRUCK DRIVER, starting a round of station deliveries, checks with Edith 


Napier, managing partner of Perry Oil. 


Bigger station storage and large tanks have 


boosted the average dump to 900 gals. 
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MANAGING PARTNER, and half owner of Perry Oil Co., Edith Napier left, looks 





over the windshield cleaner cabinet at one of the Perry stations with Joe Dooley, Shell 
jobber representative 


tant group of customers is made up 
of coal haulers. The owners of the 
coal trucks move Reavy loads from 
the mines through hilly roads, where 
the grades, while not the steepest in 
the world, are numerous and trouble- 
some, In addition, the quality of the 
roads would not be considered good, 
even on level land. 


Despite these conditions fhe coal 
truck operators are interested from 
a financial standpoint in only one ob- 
jective, and that is to haul as many 
loads of coal per day as possible. As 
customers for tires, gasoline and lub- 
ricants, a lot of them have been won 
by Perry Oil to the regular use of 
first quality tires, premium grade 
gasoline and premium price motor oil. 


Tire service is a vital part of Perry 
operations. Wheel alignment and wheel 
balancing equipment has been installed 
in at least half of the service station 
outlets through which the company 
markets. Tire tread deskidding equip- 
ment has been installed at one sta- 
tion. Most important of all, every 
Perry-supplied station offers road 
service. 


All of the stations carry signs 
identifying the outlet as a dealer in 
U. S. Royal tires, the line carried 
by Perry Oil since it first began TBA 
marketing in 1941. The company uses 
sales training and promotional ma- 
terial provided by Shell and U. S. 
Rubber. It is a consistent advertiser 
on the local radio station, maintains 
extensive billboard coverage on main 
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traffic arteries, and sponsors local 
baseball games, 

Industrial Lubes — Selling special 
lubricants to local and nearby indus- 
tries, on the other hand, has required 
a lot of missionary work. Although it 
is a field which many oil —jobbers 
neglect, Perry Oil Co. in recent years 
has been active in soliciting industrial 
lubricant business. It has required 
close co-operation with Shell, but the 
effort has resulted in a substantial 
volume of this class of business. In 
addition to special lubricants, a good 
trade has been worked up in special 
coal treating compounds, 


Perry Oil was well entrenched in 
the TBA business before its affilia- 
tion with Shell in 1948. Because the 
company’s trucking customers were 
a good market for heavy truck tires, 
an entry into the tire business was 
an especially logical step for this 
particular oil jobber. Tire sales have 
been pushed to the point where U. S. 
Rubber looks on the company as its 
second largest outlet in Kentucky. 

I t—-As presently con- 
stituted, the Perry Oil Co., is a cor- 
poration owned 50-50 by two prin- 
cipals. The first, Judge J. A. Smith, 
a former attorney for the state of 
Kentucky, is a silent partner and 
has a number of other local business 
interests. The second, Miss Edith Na- 
pier, is the managing partner. 

The predecessor enterprises, of 
which the present company is the 
outgrowth, previously distributed the 
brand products of two other refiners. 





The initial venture was a small com- 
mission agency launched by Judge 
Smith as an investment, with actual 
conduct of the business in the hands 
of others. It afforded distribution to 
a refiner not then represented in the 
area. 


In 1939 the business was not pros- 
pering, and Judge Smith authorized 
Miss Napier to liquidate it. She was 
then a court reporter in Hazard, re- 
cently graduated from Bowling Green 
Business College. Her business educa- 
tion was undertaken after a previous 
graduation from Teachers College at 
Richmond, Ky., and two years of 
teaching experience. 


Company Growth—Instead of liqui- 
dating the business, Miss Napier 
correctly diagnosed the reasons why 
Judge Smith’s oil enterprise was los- 
ing money. In the process she con- 
vinced herself and Judge Smith that 
there was money to be made in pe- 
troleum distribution, and the Perry 
Oil Co. was formed as a new institu- 
tion. Later the company acquired its 
bulk plant and also took on another 
line of petroleum products, 


The evolution of this oil jobber’s 
TBA business illustrates the path 
followed by many oil jobbers similarly 
situated. Neither of the concern’s 
first two suppliers had an aggressive 
TBA marketing program during the 
postwar years, but Perry Oil put 
plenty of steam behind its U. S. tire 
distributorship. Largely on its own 
initiative it has built up its present 
respectable TBA volume. 

In another direction Edith Napier 
moved quickly to adopt modern ideas 
in petroleum distribution. She has al- 
ways maintained a very close watch 
on equipment maintenance costs, 
plant operating costs, and especially 
on delivery expense. She was among 
the first to see the benefits of larger 
deliveries by tank trucks, and as fast 
as possible carried out a program of 
installing larger station sto-age, and 
replacing small trucks with larger 
units. The result is an average de- 
livery now of better than 900 gals. 
per stop. 

Since Perry Oil attained the status 
of a full-fledged jobber, at the time 
of the Shell affiliation in 194. Edith 
Napier has been an active member of 
the Kentucky Petroleum Marketers 
Assn., and is a well liked and respect- 
ed operator in Kentucky oil jobbing 
circles. 


Chrome Protector Spray 


Automobile chrome finish is the 
target for still another preservative, 
this one an aluminum enamel put up 
in a spray container, by Chase Prod- 
ucts Co., of Maywood, Ill. It is avail- 
able in a 12-can counter merchandiser 
carton. 
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TALKING TIRES is Dave Thomas, left, with Ray Thibadeau, lessee of a new Sinclair 
station in Greensburg, Pa., served by Sinclair consignee F. C. Thomas 


Consignee Holds Dealers with TBA Line 


By NPN Staff Writer 


A good TBA line is a powerful talk- 
ing point in getting and holding deal- 
ers, as well as a source of profit to 
the distributor, in the opinion of F. C. 
Thomas, a Sinclair consignee in 
Greensburg, Pa. 

He is now selling $75,000 worth of 
Goodyear tires and batteries annually, 
a volume he attained after only three 
years as a Goodyear distributor. He 
has been a Sinclair consignee for 24 
years, and petroleum volume runs to 
about 2,500,000 gals. a year. His three 
tank trucks (one of 1,215 gals., two 
of 1,050 gals.) haul from the Sinclair 
pipe line terminal in Greensburg, and 
deliver to some 45 dealer outlets. The 
longest round trip from the terminal 
is 50 miles. 


Key Station—At the time he start- 
ed the distribution of tires and bat- 
teries, Mr. Thomas owned and oper- 
ated a large service station near the 
center of Greensburg, and at this 
location he installed a tire retreading 
plant. More recently the station was 
leased to a dealer, Tom C. Jennings. 
Through a close-working arrange- 
ment with Mr. Jennings the latter 
takes care of recap business for all 
of the dealers. The shop can recap 
casings up to 8.25 diameter. 

By agreement, reserve stocks of 
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storage batteries are also stored at 
the Jennings station, where they are 
available to all other dealers. Incom- 
ing shipments of batteries go direct 
to this station. Mr. Thomas maintains 





a warehouse stock of tires, and deliv 
eries of both tires and batteries to 
dealers are provided by a stake truck 
(No other TBA merchandise is han- 
dled.) Among the tire outlets are a 
half dozen farm implement dealers. 


In addition to the recap shop and 
the reserve battery stock, the Jen- 
nings station also carries a generous 
tire inventory, and often serves as an 
emergency source for tires. For 
example, out of a recent shipment of 
70 whitewall tires from the factory, 
60 were sent to the Jennings station. 


The Jennings station also displays 
and sells a limited line of the so- 
called car and home merchandise, in- 
cluding some appliances and wheel 
goods. Mr. Jennings thus has a big 
operation to supervise, and hires a 
large station staff for his 3-bay sta- 
tion, the recap shop and the larger- 
than-average display room. 


A girl is employed full time to 
handle office details, however, leav- 
ing Mr. Jennings fiee enough to get 
out to the pump island once in a 
while to keep in touch with his cus- 
tomers. He has never forgotton the 
time he got acquainted with a funeral 
director who drove in to buy gasoline, 
and as a result was able to interest 
him in equipping his cars with Life- 
guard tubes. 


Tie-in Sales— Mr. Thomas is un. 
commonly sincere in his attitude 
about the value of making a combined 
sales pitch for his brand of gasoline, 
tires and batteries as a package. In 
effect he tells his dealer prospects: 
“Sign up with me and look what you 
get: In addition to the nationally 
known Sinclair brand, you get a fran 


NON-RELATED MERCHANDISE, in limited quantity, is displayed along with the 
TBA line at the Tom C. Jennings station, supplied by F. C. Thomas, Sinclair con- 
signee in Greensburg, Pa. 
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EVER-TITE 
The World’s Best 


Quick Couplings 


YOU'RE EVER-RIGHT 
WITH EVER-TITE! 


Ever-Tite 


tight hose connection 


guarantee absolutely 
s in an in- 
riie lal Pe ha Colelelfals MM clale Mme l-1iha:1 a" 
time; prevent leaks and spills 
Ever-Tites will nev 


predetermine 


er jam or fail 
d tightness is pre- 
cision built-in during manufac- 
Vig-wae dtielel-lelhaidelaliiatlaicls its) at ae 
nest materials to last indefinitely 


even in hardest service 
Made sizes. Stocked by 
ToTeltale MM clel IT >lasl-lalmmeli tial slthicl a 


everywhere 


eR-TITE 
PLING CO. 





| chise as a Goodyear dealer. 
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Where 
can you do better?” 
The dealer then hears an exposition 


| of the value of the tire and battery 
| franchise, which naturally covers the 
sales points for the products them- 


selves, plus the helpful attitude and 


| policies of the manufacturer. 


More specifically, from the stand- 


| point of gasoline marketing, Mr. 


Thomas discusses his belief, in which 
many TBA men will join, that the 
kind of tires and batteries a station 
operator sells, has an effect on his 
gasoline business. The prestige of the 
tire brand in attracting new custom- 
ers to the service station, gets a 
heavy play in the Thomas sales talk. 

What to Stock—It is not surprising 
therefore, that Mr. Thomas asserts, to 
anyone who is interested, that any 
man in the oil marketing business to- 
day ought to add to his line, and 
vigorously push, a nationally known 
line of tires, with good public ac- 
ceptance. 

Since last fall the Thomas enter- 
prise has had the assistance of David 
F. Thomas, son of F. C. Thomas, 
who received his discharge from mil- 
itary service at that time. Dave 
Thomas started working with his 
father while he was studying business 
administration at the University of 
Pittsburgh, and had already acquired 
some knowledge of the business. 

Dave spends most of his time'con- 


| tacting dealers, among many other 
| objectives, 


tries to carry out his 
father’s policy of persuading every 
station operator to keep his station 
well stocked with tires at all times. 


| National Carbon Promotion 


New vice presi- 
dent in charge of 
sales for Nation- 
al Carbon Co., 
New York, is 
Arthur C. Bryan, 
who has filled a 
series of sales 
posts with the 
company since 
1935. At the 
same time F. W. 
Berdan has been 
made manager of 
automotive prod- 
ucts sales, including “Prestone” and 
“Trek” antifreezes; and J. F. Warnell 
is in charge of battery products sales, 
including the “Eveready” flashlights 
and batteries. 


Mr. Bryan 


Bridgeport Brass Promotions 


Bridgeport Brass Co., maker of tire 
valves, has made Chester M. Adams 
general sales manager, and George 
H. Baldwin, assistant general sales 
manager. 


Mr. Litvak Mr. Baker 


Mr. Bixler Mr. Webster 


New District Managers 


Mohawk Rubber Co. has five new 
district managers. They are: Louis 
D. Litvak, New York City; Lloyd 
D. Baker, St. Louis; Paul D. Bixler, 
Philadelphia; and Emory O. Web- 
ster, Boston, and David T. Harpham, 
Washington, D. C. 


Bowers Battery Expands 


A new Pittsburgh branch has been 
opened by Bowers Battery & Spark 
Plug Co., of Reading, Pa., in charge 
of Halleck W. Bauer. Besides stock- 
ing the company’s products, the 
branch will carry charging equipment 
and battery cables, The company 
also says that a feature of the new 
branch is a “complete battery repair 
service department” and _ direct-to- 
dealers sales and service via Bowers 
specially equipped trucks. 


New Sales Promotion Manager 


E. J. Fitzgerald is the new sales 
promotion manager of Wix Acces- 
ories Corp. He was previously with 
Aro Equipment Corp., AP Parts 
Corp., and Radiator Specialty Co. 

Wix currently is offering dealers 
a package deal consisting of 24 Wix 
Hevi-Duty filter cartridges, a wire 
display rack, an inventory and filter 
identification chart, price sheets, and 
a new Dayglo window banner. 
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Mr. Gates Mr. Clark 


Appointments at Goodrich 


At B. F. Good- 
rich, Don WwW. 
Gates, former ad- 
vertising mana- 
ger of the Asso- 
ciated Lines di- 
vision, has been 
made merchan- 
dising manager. 
He started with 
the company as 
a promotion man 
in Denver in 
1939. After mili- 
tary service he 
returned to the Associated Lines ad- 
vertising department in 1946 and be- 
came advertising manager in 1948. 


Grover C. Clark, succeeds to the 
post of advertising manager. He also 
has been with the company since 
1939, starting in the tire sales de- 
partment in St. Louis, and taking 
charge of sales promotion at the 
conclusion of his military service. 


In other changes, Fred C. Schulz 
has been transferred from his post as 
sales development manager for the 
Associated Lines division, to become 
Pacific Coast manager, replacing K. 
K. Kantzer who died recently. R. W. 
Chariton has been moved from the 
Cleveland district to become manager 
of the New England district; and J. 
Paul Stanley, formerly field manager 
for Associated Lines truck tire sales, 
is now in charge of the Cleveland 
district. 


Mr. Schulz 


In another Goodrich shift, Thomas 
C. Yarnall has been moved from De- 
troit to become Central Division man- 
ager of Goodrich tire replacement 
sales. His successor as Detroit district 
manager is W. R. Meyer. 


Souvenir of St. Louis Meet 


In circulating copies of a souvenir 
photo album, containing pictures 
taken in liberal quantity at the na- 
tional TBA convention in St. Louis 
last December, Bill Green of Good- 
rich, chairman of the TBA suppliers’ 
entertainment committee, lets it be 
known that a few extra copies are 
available for those who desire them. 
He also says: “all the hosts join me 
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in inviting you to be our guest again 
this year” and notes that the con- 
vention will be at the same place, 
but on Nov. 18. 


Tubeless Planter Tire Added 


In addition to its two tubeless pas- 
senger car tires, Goodrich has 
brought out a tubeless pneumatic 
planter tire, the first of its kind. It 
is designed to replace steel wheels on 
corn and cotton planters. 


Conoco Markets Own Antifreeze 


Besides going into the TBA busi- 
ness this year, Continental Oil Co. 
also is marketing antifreeze under 


Blackmer perform- 
ance plus famous Blackmer 


its own brand. Both a permanent 
type and a methanol type antifreeze 
have been packaged in quart and gal- 
lon cans, with black and red labels 
bearing the name “Conoco” and the 
company’s red triangle trademark. 


Fills New Post at Champion 


E. F. R. Horner now fills the new- 
ly-created post of sales promotion 
manager at Champion Spark Plug. 
He was previously sales and advertis- 
ing manager of Oiljak Manufactur- 
ing Co., Montclair, N. J., makers of 
the plug cleaning and testing equip- 
ment supplied by Champion to ser- 
vice stations. 


HAND 
PUMPS 


from 


THE WORLD'S 


GREATEST LINE! 





self-adjusting for wear design. Many 
models to choose from. New mounting 


accessories. New literature. 


Wleul... WRITE FOR HAND PUMP CATALOG ip 


BLACKMER PUMP COMPANY 


GRAND RAPIDS, MICH 





=. THE DILLECTRIC GUARANTEE 


If at any time during the normal use 

5 for which it is intended, a Dillectric 
Pressure Clamp should require repair, 7 
we will, subject to our option, either 
recondition it to perfect working order 
or replace it with another unit of the * 
same model, at no charge whatsoever @ 
*T his guarantee applies to all Dillectric ; 
Clamps of any model, regardless of pur- 
chase date. 

















12 BIG ADVANTAGES 


* STRONGER REPAIRS — Fills, reinforces, vul- 
canizes tube injury completely safe. 

* NEATER REPAIRS— Makes a smooth feather- 
edge repair —a perfect job of workmanship. 

* NO FIRE HAZARD — Safe for gasoline stations. 
foe by Underwriters’ Laboratories, Inc. 

NO SMOKE —NO FUMES — Clean electrical op- 
eration. 

* AUTOMATIC — Time and temperature of vul- 
canization controlled by automatic shut-off. No 
guessing — no watching. 

* HANDY — Ready prepared patch units. No 
waste — quick to use — easy to inventory. 

* FASTER — Takes only.a few minutes to complete 
a repair. 

* HANDLES EVERYTHING — Round, oval, diamond 
patches, valve stems, heavy duty truck patches. 

*LOW COST — PROFITABLE — Dillectric Patch 
Units cost less than 5c each for repairs selling 
up to $1.00 and more. 

* GET MORE BUSINESS—Car owners know electric 
vulcanizing is best. 

* USED BY OVER 100,000 STATIONS — Tops in 
service — the handiest, quickest, way to safely 
repair all tubes. 

* RECOMMENDED — Universally approved. Your 
tire company, oil company, or jobber can sup- 
ply you. 


74 


VWtore . . ADVANTAGES 
VWlore . . BUSINESS 
Wore . . PROFIT 


o WITH THE BEST 


No. 6695 


DILLECTRIC 


ELECTRIC VULCANIZING ONLY 
SPEED PATCH OUTFIT $17* 


includes materials for over 


$100 worth of tube repairs COMPLETE 


Recommended by all lead- 
ing Tire and Oil Companies 
and approved by Under- 
writers Laboratories, Inc. 


FIRST CHOICE OF OVER 100,000 SERVICE STATIONS 


Fast, dependable tube repair service builds prestige, customers, 
business profits. That’s why over 100,000 service stations now 
feature Dillectric service. No other method has so many 
advantages. You simply place a ready-prepared Dillectric 
Speed Patch on the buffed tube injury, attach the Electric 
Heating Unit, insert in the Dillectric Clamp and flip the 
operating arm. That’s all there is to it for a perfectly vulcanized 
repair, always. Order a Dillectric Outfit now. It will pay you 
big dividends. 


THE DILL MANUFACTURING CO. ivan 3 o: 


CLEVELAND 3, OHIO 


Electrically Uv. uleanized 


Speed Patch TUBE REPAIRS 
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NEW VAN TRAILER has a power tailgate being operated DOUBLE CHECK ON CHARGERS is made in battery depart- 
here by Fred Hartman, who keeps local service stations supplied ment of new Cities Service warehouse, by E. C. Crays, assistant 
with TBA merchandise, and drummed and canned products superintendent 

from new Cities Service warehouse 


Streamlined 


TBA Handling 


When a party of Cities Service of- 
ficials visited the Cleveland regional 
office recently they saw some en- 
larged facilities for handling TBA 
merchandise at the new warehouse, 
in addition to the lube compounding 
and storage departments. 


A section at one end of the build- 
ing, approximately 50 ft. by 180 ft. 
has been set aside for TBA storage. 
Charging benches for the battery 
stock have been built against one 
wall, and three new charging units 
installed. Incoming batteries are 
stacked in long rows in front of the 
charging benches, and when periodic 
test readings indicate charging is 
necessary, the batteries are trans- 
ferred to the charging bench and 
hooked up to the leads from one of 
the chargers. 


A néw van trailer unit has been 
put in service for supplying local 


service stations with TBA and pack- 
aged lubes. 


Moving Tires—Since pallets are not 
used for TBA merchandise, the ware- 


UNHOOKING TIRE BAR—Fork lift 
truck operator Celezic stops only a min- 
ute while Myron Stenson slides the bar 
brackets off the forks, before standing 
the bar in the corner until needed again 
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LOAD OF TIRES slung on a home-made tire handling attachment for a fork life 
truck is being transported from car on railroad siding by operator Frank Celizic 
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house crew hit upon a device for 
quick handling of incoming tire ship- 
ments, which can best be described 
as a tire carrying bar. It consists 
of nothing more than a length of 
heavy pipe with two brackets welded 
near one end. The brackets slide 
over the forks of the fork-lift truck. 
When not in use the tire bar stands 
upright in any corner. 


Cost of the tire bar was practically 
zero. No blueprints were involved. 
The idea is merely the product of a 
little group study of a recurrent han- 
dling problem. The length of pipe 
and the fork brackets were all sal- 
vaged from scrap material. About 
the only direct cost was the simple 
welding job. 


In operation, the fork lift truck, of 


. course can move inside a railroad car 


on the warehouse siding. There the 
tires are simply slung on the long 
bar, which can be elevated to any 


convenient working height. After 
the fork lift truck moves its load of 
tires to the TBA storage section, lo- 
cated at the opposite end of the build- 
ing from the railroad siding, the tires 
are easily slid off the end of the bar 
and piled in vertical stacks. 


Plenty of Room—But the greatest 
improvement of all, according to 
Russell H. Rueter, plant superintend- 
ent, is the fact that the new building 
has enough space for all plant func- 
tions. The over-all size of the build- 
ing (part of it two-story) is 180 ft. 
by 260 ft. It adjoins a big parking 
and turning area, and is supplemented 
by a group of small steel buildings, 
part of the former warehouse, which 
are used for storing cumbersome 
items, such as signs. 


It is one of several warehouses 
which Cities Service has erected at 
key distribution points, in order to 
cut down handling costs. 


Measuring Tire Tread 


Tide Water Associated on the West 
Coast has made available to its deal- 
ers a metal depth gauge for measur- 
ing tire treads. Along with it a pair 
of cards are provided, each bearing 
a printed diagram marked off to il- 
lustrate typical tread depths. The 
ecards can be inserted into a slot on 
depth gauge in such a way that a 
squeeze of the hand drives a metal 
punch through the cards, indicating 
the amount of tread on the tire being 
tested. The condition of all five tires 
can be recorded on one card. 

The card and the tread measuring 
gage are all being promoted as part 
of Tide Water’s “Sell the LT Zone” 
campaign. The letters LT symbolize 
the campaign slogan “Low Tread 
Let’s Trade.” The two cards on which 
tread depth is recorded have spaces 
for writing in the customer’s name, 
address, tire size and mileage, and the 
dealer’s trade-in offer on each tire 





Display Contest Pushes Sales of New Tires for Socony-Vacuum 


FIRST PRIZE in Socony-Vacuum tire dis- 
play contest for metropolitan Chicago 
went to this Evanston, Ill, station of 
Robert Thorsen. Hearse holds rough 
coffin filled with worn, “dead” tires. 
Typical sign on hearse: “Let us bury 
those worn out tires.” (Details of contest 
appeared in NPN June 18, p. 45) 





TIRE DISPLAY CONTEST staged by 

Socony-Vacuum in metropolitan Chicago 

recently gave second prize to C & W 

Service Station. The display features 

tires on pumps and building roof, and 

1926 Chrysler touring car—a_ traffic 
stopper 
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Twice AS EASILY 


pause theres 


MORE 


FUMBLING: 


on the ’shield...or on the shelf 


Drivers like the new Trico Soft-Rubber Blades because 
they give the cleanest wipe ever seen. 
YOU'LL like them — 
— because they fir ALL FOUR types of wiper arms 
without adaptors. No more fumbling on the ‘shield ! 
— and because Trico’s new metal Stock Organizer 
_ Cabinet puts the right blade or arm at your finger 
~~. tips. No more fumbling on the shelf! 
Fifteen million television screens are telling car drivers 
about them. That’s why sales are breaking all records. 
bhi srt stud you cash in. Phone him! 


METAL STOCK 


ORGANIZER 
Cabinet D-102 
for Shelf or 
Counter 
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Skelly Re-aligns TBA Setup 


Under the new line-up in Skelly’s 
TBA department, manager John K. 
Howe has two assistants. W. E. 
Crouch has charge of battery and 
accessory sales, while J. J. Welland 
is in charge of tires and associated 
products. 


Large Truck Tire Prices Cut 


65% cut in large truck tire prices, 
10-ply and over, was initiated by 
Goodyear on July 29. This follows 


cuts made early in June by the tire 
industry generally of 2.5% to 7.5% 
in smaller truck tire sizes. Unlike the 
previous truck tire cut tubes are not 
included in the present reduction. 


Low Cost Oil Filter Kit 

Purolator is pushing a _ specially 
designed oil filter kit which permits 
dealers to install an oil filter on any 
Chevrolet car from 1940 through 
1952. The kit carton contains all nec- 
essary parts and a set of instruc- 
tions for a 20-minute installation job. 


aM CYAN es 

KNow lamps - and 
moct of them 

eEQuip with Tund-Sol 


WHAT BETTER ENDORSE- 
MENT OF TUNG-SOL FOR 
REPLACEMENT USE? 


You couldn't ask better proof that Tung-Sol 


lamps are the best for replacement use, 


too. 


Don't forget that every car and truck that 
comes into your place is good for an average of 


$1.50 a year in replacement lamp sales. 


(The 


total lamp replacement market is $72 million a 


year. Get your share.) 


Tung-Sol gives you a complete line for 
every car on the road -— including the new line 
of real tough 12-16 volt lamps for trucks 


and buses. 


Make double profit on lamps by 
installing them when doing other work, 
so you can charge for labor as well 


as lamps. 


P.S. Over 13,000,000 cars have 
been factory—equipped with Tung-Sol 


signal flashers. 
for replacement work. 


Order a supply 


Tugs 


AUTO LAMPS 


TUNG-SOL ELECTRIC INC., NEWARK 4, N. J. 


Sales Offices: Atlanta, Chicago, Culver City, Dallas, Denver, Detroit, Newark, Philadelphia 





Flashers, Picture Tubes, Radio, 





TUNG-SOL mekes: Al!l-Glass Sealed Beam Lamps, Minicture Lamps, Signal 
TV and Special Purpose Electron Tubes 

















FRUEHAUF 


New Mud Flap for Trucks 


Fruehauf Trailer Co. is now mar- 
keting as an accessory a new mud 
flap for general truck use. The flap 
has a wire mesh insert molded be- 
tween two layers of tire cord, and in 
addition two canvas inserts are mold- 
ed in place at top and bottom. Three 
air holes located at the top are 
claimed by Fruehauf to be the result 
of considerable experiment in order 
to get the holes in exactly the right 
place, and to have them of exactly 
the right size and shape, so that the 
flaps will hang properly even at high 
speeds. 

Fruehauf notes that flaps are now 
required by law in 19 states. 


‘English-Made Tire Spreader 


A new, English-made tire device 
called the Widdex Tyre Spreader is 
being introduced to the American 
market by Allied TBA Distributors, 
32 Buffington Ave., Irvington 11, 
New Jersey. It is described as being 
made of English malleable iron, cap- 
able of quickly spreading the beads 
of any tire from the smallest pas- 
senger sizes up to large truck and 
bus casings, with a steel finger-tip 
all-position lock, and weighing 7 Ibs. 
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Tire Inflation Charts 


Two new tire inflation charts have 
been published by the Rubber Manu- 
facturers Assn. One covers all cars 
for the years 1949-50-51-52. Designed 
for wall mounting, the chart may be 
obtained by oil marketers for service 
station distribution through tire 
manufacturers. The second chart 
covers tractor tires, and has been 
prepared as a move to improve the 
farm tire inflation situation. 

An RMA bulletin calls attention 
to the fact that many tractor tires 
are being damaged in unloading trac- 
tors from freight cars and trucks, and 
too many tractors and implements 
are being operated with incorrect 
tire inflation pressures. In general, 
not enough attention is being paid 
to tractor ‘tire inflation. Copies of 
the tractor chart have been mailed 
directly to about 20,000 implement 
dealers, and are also available to oil 
marketers through tire manufactur- 
ers. 


Storage Battery Separator 


The United States Rubber Co. 
which is also a manufacturer of sep- 
arators for storage batteries, has de- 
veloped a new plastic separator called 
the U. S. Revere. The price is slightly 
higher than the conventional wood 
separator, but is about 50% less than 
the company’s rubber separators. It 
is claimed to have 50% longer life 
than wood, and at the same time it 
is said to permit faster acid circula- 
tion because of greater porosity. 


New Battery Tester 


McColpin-Christie Corp., of Los 
Angeles, has a new open circuit bat- 
tery tester on the market called a 
Battery Scope, which the company 
claims shows the degree of unbalance 
between the three cells of a battery 
on a single meter, in one reading, 
and in one operation. Brochure A-52, 
describing the tester, may be obtained 
from the company at 3410 W. 67th 
St., Los Angeles 43, Calif. 
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Thermoid 
helps you sell 


more fan belts... 


MiLelacMnacleliohiclam lett: 


Thermoid not only gives you the best in merchandise, but 
follows through with the best in merchandising. Yes, from 
Thermoid you get the kind of sales helps and promotional 
ideas that will help you get your share of the big market for 
fan belts and radiator hose! 


Thermoid is large enough to handle any production require- 
ment; yet small enough to assure all accounts of close personal 
supervision. And Thermoid guaranteed top-quality—under 
your own brand name if you desire—is your assurance against 
customer complaints and costly come-backs. 


Remember this . . . 


Thermoid Fan Belts are pre-stretched! This means /asting 
fit... longer, more dependable service. What’s more, the 
Thermoid line is arranged to provide maximum coverage with 
a minimum of fan belt inventory. 


Thermoid Redi-Curv Hose is the finest universal radiator hose 
available. Its patented, spring-wire construction makes instal- 
lation easy, even in tight places . . . means a minimum inven- 
tory takes care of a wide range of applications. 


Give your dealers an exclusive quality line. Write now and 
find out how Thermoid can help you sell more fan belts and 
radiator hose. 


hermol 


Fan Belts, Radiator Hose, Heater Hose 


Brake Linings ° Clutch Facings 
Hydraulic Brake Parts and Fiuid 


Thermoid Company « Special Sales Division « Trenton, N. J. 








Sell the 


Anti-Freeze that’s 


Advertised in 





acai 


More than five million LIFE 
readers will see the eye- 
catching “Red Flannel Girl” 
advertising for Artic Flo and 
Blue Star Anti-Freeze .. . 
Make the most of it . . . Or- 
der, stock, display and sell 
these famous new brands 
that offer . . . superior qual- 
ity permanent, methanol, 
and the nation's only semi- 
permanent anti-freeze . . . 
protected territory . . . com- 
petitive pricing . . . and a 
complete merchandising 
plan free from manufac- 
turers’ restrictions. Artic Flo 
and Blue Star Anti-Freeze 
are licensed for sale in all 
states. 


Petroleum Chemicals 


Company 
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SYPHON is used 
to remove sludge 
from oil filter case 























CARTRIDGE NO. 
INSTALLED 


DATE 


REPLACE AT 


* 





Device Cleans Oil Filter Case 


Sun Oil Co. is making available to 
its dealers, as part of its Fram filter 
replacement campaign, two new 
items. One is the Fram Sludge 
Syphon, a device for cleaning out ac- 
cumulated sediment in the oil filter 
case, after removing the old cart- 
ridge, and before installing the new 
one. A small charge is made for the 
syphon., 


In addition dealers may obtain a 
supply of small, 2-in. x 2-in. Mystik 
Stickers, made by the Chicago Show 
Printing Co., for attaching to the 
filter case. Space is provided on the 
sticker for noting the cartridge num- 
ber, and the date and mileage at time 
of installation. Stickerg are printed 
in blue and yellow and carry both the 
Fram and Sunoco trademarks. 


Battery Check Reminders 


The storage batteries in the Atlas 
line are now being shipped to dealers 
with a red tag attached which re- 
minds the dealer to check all battery 
cables before installing the new bat- 
tery. The tag calls attention to Atlas 
“Enduralloy” cables, and points out 
that they: “give starter full battery 
power for fast sure starting.” 


Mystery Driver Contest 


The Carter Oil Co. has been using 
the mystery driver contest technique 
to induce dealers to make a complete 
battery check on as many cars as 
possible. Each time a service station 
operator checks the battery for the 
mystery driver he can collect either 
$10 cash or a Tele-Meter battery 
tester. But the check has to be com- 





plete. It must include a check of each 
cell by hydrometer or open circuit 
tester, a check of the battery termin- 
als, the cables and the battery frame. 
Results of the test can be reported 
to the driver on a battery inspection 
card devised especially for the con- 
test, or orally. 


New Truck Tires 


Firestone is putting two new truck 
tires on the market. One is a new Fire- 
stone Transport truck tire, claimed 
to be of much stronger construction 
than previously employed for this 
type of tire, and with a wider, flatter 
tread design described as “revolution- 
ary.” The other is a truck tire in the 
Firestone Champion, or second-line 
price class. 


Windshield Wiper Regulator 


A new regulating device for wind- 
shield wipers, with a resale price of 
$3.45, has been developed by the An- 
derson Co. It is installed by cutting 
the rubber vacuum hose leading to 
the wiper motor and sliding the cut 
ends over the two tubes projecting 
from the regulator. According to An- 
derson the vacuum regulator prevents 
racing of the wiper motor, and stops 
blade whip, and at the same time it 
prolongs blade action 30% before 
stalling occurs, as a result of weak 
vacuum, and starts wiping action 
faster when vacuum is restored. 


Vacuum Regulator 
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Truck Wheel Balancer 


Hunter Engineering Co., of St. 
Louis has introduced a new model 
wheel balancer, along with a heavy- 
duty spinner which will take not only 
passenger car wheels, but truck 
wheels up to 1%-ton. The new uni- 
versal spinner has two 144-hp. heavy 
duty motors connected with a high 
speed coupling. Hand levers on both 
sides of the spinner and a rear foot 
pedal actuate automatic motor 
switches. Another new feature is a 
heavy, quick-action brake operated 
by handy levers on each side of the 
spinner. 


Protection for Chrome Plate 


Hollingshead has a new idea for 
cashing in on the demand growing 
out of the increasing tendency for 
chrome plating on modern cars to 
rust and deteriorate. Instead of a 
paint or synthetic protective coating, 
used by many new ones reaching the 
market recently, Hollingshead has 
put out Whiz Kold-Plate which it 
says is actually a metal in paste 
form. It has to be thinned with Kold- 
Plate Solvent, after which it can be 
brushed or sprayed on any clean sur- 
face. To get a brilliant finish it must 
then be buffed with red jeweler’s 
rouge. 


New Brand Anti-freeze 


Artic Flo Semi-Permanent is the 
name of a new brand of anti-freeze 
introduced by the Petroleum Chem- 
icals Co., Danville, Ill. It is claimed 
that the addition of 244% ethylene 
glycol prevents the formation of sol- 
id ice even if all of the alcohol should 
boil away. It is a companion product 
to the company’s Artic Flow Perman- 
ent and Artic Flo methanol type an- 
ti-freezes, and may be tested with 
any standard hydrometer. It is fully 
inhibited to prevent rust and corro- 
sion, and is licensed for sale in all 
states having antifreeze laws. It is 
also available under the company’s 
Blue Star brand. 
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Tubeless Tire 


A lower-priced tubeless tire is be- 
ing offered by Goodrich as a com- 
panion to its Life-Saver Tubeless. The 
new tire will retain many of the es- 
sential characteristics of the Life- 
Saver, but it is not puncture-sealing 
and does not have the “Grip-Block” 
tread. The Life-Saver Tubeless has 
been on the market since 1947. 


Firestone also has developed a tube- 
less tire, although it is being promo- 
ted as a tire with high speed safety 
characteristics. It is claimed to be 
stronger, lighter in weight, and of 


“race-tire” construction, capable of 
running at high speeds with cooler 
temperatures and without distortion 


Aerosol Insect Bomb 


A specialty which enjoys a good 
service station sale in Standard of 
Ohio territory is Sohio Aerosol Insect 
Bomb. The company pushes this prod- 
uct with steady newspaper advertis- 
ing, which incidentally helps to sell 
similar products wherever competing 
service stations handle them. It is 
estimated that Sohio got about one- 
third of the bug bomb business in its 
area last year. 


PREMIUM PRIZES tor your customers! 
BIGGER PROFITS tor YOU! 


Here’s that extra incentive to make 
your salesmen .. . and yqur dealers 
... step out and sell Warner Radi- 


ator Products as never before! 


Take a look at this sensational 
offer—your customers will receive, 
directly from you, with our compli- 
ments, one complete set of this fa- 
mous EKCO kitchenware with 
every three dozen cans of Warner 
Radiator Products that they buy — 
in any combination—from now un- 
til September 30th! 


A complete B-piece EKCO kitchenware set for 
every three dozen cans—in any combination! 


HERE'S THE SET THAT'LL 
SEND SALES SOARING! 
This sparkling EKCO 1400” eight-piece 

gift set. Useful, beautiful! 
Basting Spoon 
Mixing Spoon 


Cake Turner 2%" Tea Strainer 
2-Tine Fork 7-Piece Wall Rack 


© Hang-up style, triple dipped enameled wood 
hondles .. . RED with WHITE stripe. 


© Sparkling finish —heavily nickel ploted 


Small Turner 
Icing Spatula 





) If your sales territory is Utah and West, you'll be able to 
offer your customers o SPECIAL GIFT PRIZE of a CHEFMAS- 
TER Spice Rack instead of the offer described above. For 
} full details, write, wire or phone O. C. Foster, Inc., 1330 
South Grand Avenue, los Angeles. 
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promotional material to: 


| WARNER-PATTERSON COMPANY, 920 S. Michigan Ave., Chicago 5, Illinois 
Warner-Patterson Company of Canada, Limited, 191 Queen Street East, Toronto 
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Warm Welcome—Good Gallonage 


By MARVIN REID 
NPN Staff Writer 


HOUSTON—Humble Oil & Refin- 
ing Co, has launched a follow-up pro- 
gram to a recently completed and 
highly successful sales promotion 
campaign which the company hopes 
will help it to keep its title as the 
number one marketer of gasoline in 
Texas. 

“Welcome Week,” the first pro- 
gram, featured friendliness, with serv- 
ice station salesmen primed to give 


out with an extra big smile, extra 
service and in general, a big welcome 
to all old and new customers. 


“Welcome Traveler,” the follow-up 
program, is built along the same lines, 
but with emphasis placed on clean 
restrooms, and is designed for vaca- 
tioners and travelers, especially out- 
of-state motorists. 

So far, Humble advertising and 
marketing men report very favorable 
returns from both programs. 


The first one, “Welcome Week,” 


GIVEAWAYS are part of Humble pro- 
motion drive to build station trade. Here 
dealer is handing customer box with salt 
and pepper shakers in form of Humble’s 
Extra and regular gasoline pumps 


had to be postponed once because of 
the nationwide oil strikes which were 
called just prior to the scheduled date. 
Humble believes as result the pro- 
gram lost a lot of fire, but all-time 
high records in gasoline sales were 
still set in each of the company’s four 
state sales divisions. 

“Welcome Week” was an idea that 
originated in Humble’s advertising de- 
partment, where it was decided that 
the company needed an effective state- 
wide promotion campaign in which 
all service station dealers and agents, 
bulk plant agents and others could 
take part. 


What Stations Did—-Some 1,500 
Humble stations all over the state 
joined in the campaign, and more 
than 400,000 letters were sent out by 
station dealers inviting new and reg- 
ular customers to drop in during 
“Welcome Week.” 

Stations were spruced up for the 
occasion by colorful displays of TBA 
items, pennants, banners and stream- 
ers. Big signs on station driveways 
invited motorists to “Drive in, Neigh- 
bor!” 

Extra special care was taken by 
dealers to see that their driveway 
salesmen made with the big smile 
and hearty welcome. This, plus 
Humble’s normal station policy of 
making sure customers get the “ex- 
tras” that most motorists expect 
these days from service stations. 


To launch “Welcome Week,” 
Humble literally blanketed the state 
with all types of advertising. Where 
television advertising was possible 
(in areas such as Dallas-Ft. Worth, 
Houston, Beaumont, San Antonio and 
Austin) it was used, as were radio, 
billboards and newspapers. 


Dealer Promotion—Dealers sent out 
their letiers and made calls to invite 
all the potential customers in their 
area to visit them. As the program 
caught on, some dealers put on their 
own special added attractions. 


In West Texas, for instance, a 
dealer gave a barbecue which was 
attended by about 300 persons. A 
bulk agent in Albany, Tex., sponsored 
a “Smile Week” in which three judges 
selected the person in Albany with 
the biggest smile and presented him 
with a prize. Free coffee and cold 
drinks were served at many stations. 

In all of the company’s advertis- 
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Battery-happy customers 
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FLEXIBLE, rubber. Al. 
mounted posts ab- “NONSPILL” safety vents 


sorb shock, prevent prevent acid spilling over 
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HIGH - POROSITY sepa- 
rators permit quick 
release of power. 


PEBBLED SURFACE 
and staggered con. 
struction of inter- 
locking V-shaped 
grid bars hold 
superactive oxides 
in place — assure 
longer life. 
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by Globe Union— it's RIGHT power, prolong bat- 
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Builders of quality batteries 
for original equipment and for 
mass merchandising under the 
trade names of GLOBE-UNION 
and leading private brands. 


GLOBE-UNION INC. MILWAUKEE 1, WISCONSIN 


Battery Production Plants At: ATLANTA, GA. © BOSTON, MASS. © CINCINNATI, O. © DALLAS, TEXAS ® EMPORIA, KANS. © HASTINGS-ON-HUDSON, 
N. Y. © LOS ANGELES, CALIF. © MEMPHIS, TENN. © MINERAL RIDGE, O. © OREGON CITY, ORE. © PHILADELPHIA, PA. © REIDSVILLE, N. C. 
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TP CHIEF 


These three great MOHAWKS fill every customer need 
in the low pressure field . . . They are backed by a 
written double warranty that makes them easier to sell 

. . Mohawk low pressure models are only a part 
of the complete quality line that has been profitably 
sold since 1913 by imdependent dealers exclusively 


MOHAWK FRANCHISES AVAILABLE IN SOME TERRITORIES 


—Write now for information 


THE MOHAWK RUBBER COMPANY 


PLANTS: AIR FLO CHIEF 
AKRON, OHIO « LITTLETON, COLORADO 


EXPORT DEPARTMENT: 1819 BROADWAY, NEW YORK 23, N.Y. 
Cable “Mohawk” New York 
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ing, Texans were urged to “Drive in 
and get acquainted” with Humble 
service and Humble products. 

While the friendly and courteous 
acts of station dealers and their 
helpers undoubtedly left a good im- 
pression on many people, most dealers 
didn’t take a chance on new cus- 
tomers forgetting them. They also 
handed out appropriate souvenirs. 

Last, but certainly one of the most 
important aspects of the “Welcome 
Week” program, dealers were urged 
to “clean up.” 

Bid for Tourists—This “clean up” 
campaign is the big feature of the 
“Welcome Traveler” program now in 
progress. Humble places particular 
importance, however, on clean rest- 
rooms. 

The company points out to its 
dealers that this campaign can be 
still more profitable than “Welcome 
Week,” since it lasts all summer. 

“Welcome Traveler,” as “Welcome 
Week,” is a volunteer program ¢e- 
signed primarily to help get more 
business from old and new customers, 
and to cash in on the profitable 
tourist trade. 

Humble offers a big, colorful ban- 
ner (which can be stretched between 


two pump islands) to those dealers 
who keep their restrooms extra clean. 

Dealers are told they will profit in 
three ways by this followup program. 

1. They will attract travelers 
to their driveways by offering the 
service station feature tourists 
enjoy most—extra clean rest- 
rooms. 

2. They will stand out from the 
competition by identifying their 
stations as ‘travelers’ headquar- 
ters.” 

3. Their neighborhood trade 
will pick up, because customers 
associate cleanliness with good 
service. 

The company is telling its dealers 
that last year, nearly 10 million 
tourists visited Texas, and the state 
highway department claims tourists 
spend 20c of every dollar on petro- 
leum products. 

Humble believes that when an out- 
of-state customer stops at his first 
Humble station and is greeted warm- 
ly and finds clean restrooms, he will 
make it a point to visit other Humble 
stations along his route for his serv- 
ice station needs, 

F. A. Watts, Humble sales man- 
ager, makes it a point to answer all 


letters and cards regarding station 
restrooms which he receives from 
customers. The company has found 
that some customers actually check 
the restrooms of a station first, be- 
fore they buy a drop of gasoline or 
anything else. 

How to Qualify—tIn the “Welcome 
Traveler” program, dealers can ap- 
ply for -their clean restroom banners 
after checking: 

—Paint. 

—Toilets and wash basins. 

—Fixtures and supplies. 

—Approach appearance (as to neat- 
ness and attractiveness, and whether 
or not entrance is clean and orderly) 


—Cleaning schedule. This is a writ- 
ten schedule posted prominently in 
restrooms and is to be followed by 
employes. 

After making these checks and 
making necessary repairs or correc- 
tions where needed, the dealer signs 
an application card. His restrooms 
are then inspected by a “restroom in- 
spection team.” If he passes, he gets 
his banner. 

The company reports excellent co- 
operation from its dealers so far in 
this follow-up campaign. 


BID FOR TOURIST TRADE is goal of Humble’s “Welcome Traveler” campaign. Accent is on friendly, complete service, with 
stress on clean restrooms (see banner) 
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NEWEST VESSEL to join growing towboat fleet of Ashland Oil & Refining Co. is 


4,800 h. p. Allied-Ashland, launched recently. Vessel is one of most powerful on West- 
ern Waterways 


Oil Barge Men See Busy Days Ahead; 
Steel Strike Slowing Residual Trade 


By DOROTHY J. WARREN 
Special NPN Correspondent 


All available barge equipment in 
the oil trade will be active on West- 
ern Waterways and the Intracoastal 
Canal within the next 90 days if pre- 
dictions of operators, both major and 
Independent, are correct. 

With the reduction of foreign buy- 
ing at Gulf ports and refinery inven- 
tories returning to normal following 
the oil strike, the national gasoline 
picture brightens. 

In April, some 30 river integrated 
barge units were tied to the bank for 
lack of contracts, a severe blow to 
many small independent lines. This 
figure diminished to a dozen by mid- 
July. 

Earlier in the year when heavy 
foreign buying was underway, Group 
3 inland refineries had prices of ic 
to 1.5c lower than the Gulf coast 
plants. A ic differential existed be- 
tween the pipe line and barge lines. 
Naturally, a good share of business 
went to the pipe lines. Today, the 
differential between inland and Gulf 
refineries is 1c to .0025c (the inland 
group having increased their prices). 

A result of this economic situa- 
tion has been a sharp reduction in 
the movement of petroleum into the 
Upper Mississippi valley and up the 
Illinois Waterway into Chicago this 
season. Although gasoline is still 
tight in upriver tanks, there is an 
abundance of burning oils. 


The expansion of the pipe line net- 


work is an important factor. How- 
ever, the current shortage of steel 
will defer further pipe line construc- 
tion. This should increase the demand 
for petroleum products by water. 
Steel Strike Impact—tThere is lit- 
tle doubt that the just-ended steel 
strike and the recent oil strike have 
definitely hurt the oil barge trans- 
portation. Upwards of 30 barges op- 
erating in the Ohio River trade haul- 
ing No. 6 fuel oil to the steel mills 
are idle. This figure may range as 
high as 50 to 75 barges if equipment 
on nearby tributaries is included. 
Barge line operators term the steel 
strike the “worst catastrophe to hit 
the river.” Six to 8 vessels per barge 
line in the common-carrier class are 


tied up. This means 25 to 30 boats. 
Although they are not directly in the 
oil trade, the petroleum industry is 
indirectly affected. Many independ- 
ent products, such as toluol and ben- 
zol, by-products of coal, used by the 
industry are being held up. 

As the transportation picture 
changes from week to week, the oil 
barge operators are watching two 
trends—the conversion from coal to 
fuel oil in the steel and rolling mills 
and the railroads’ change-over from 
coal to Diesel fuel oil. Latest figures 
indicate that from April of last year 
to April of 1952, the number of Die- 
sel locomotives owned by U. S. rail- 
roads went up 24.3% 

* » * 


Barge Mergers—Two barge lines 
have merged, strengthening their 
service on waterways, while two new 
firms have entered the oil trade. The 
consolidation of Mississippi Valley 
Barge Line Co., St. Louis, and Cen- 
tral Barge Co., Chicago, provides a 
freight carrier with 24 towboats and 
415 barges operating over more than 
4,300 miles of rivers and canals. 

The merger was approved this 
spring by the Interstate Commerce 
Commission in Washington. The con- 
cern will retain the name of Mis- 
sissippi Valley Barge Line Co. and 
will have total balanced assets of 
$19,000,000. Both concerns were com- 
mon carriers of barge-load freight on 
inland waterways, particularly the 
Mississippi, Illinois and Ohio rivers. 
The Mississippi Valley line hauls pe- 
troleum products along with a va- 
riety of cargo. 

A new firm, Sioux City and New 
Orleans Barge Lines, Inc., organized 
by a group of Houston men will of- 
fer the Missouri river dry cargo and 
petroleum service with leased equip- 
ment this year between Omaha, St. 


HIGH-SPEED TOWING between New Orleans and Pittsburgh, the Twin Cities and 
Chicago, is role of new towboat Gene C. Hutchinson, completed this spring. The 


3,200 h. p. boat has air-conditioned quarters for 18 men 
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READY TO CHRISTEN new .156-ft. twin screw towboat, named for her husband, is 

Mrs. Gene C. Hutchinson of Cleveland. Left to right are Mr. Hutchinson, treasurer of 

newly organized Hutchinson Barge Lines, St. Louis; Mrs. Hutchinson; Mrs. John M. 

Johnson of St. Louis, wife of Capt. Johnson head of the firm; and Herman Pott, presi- 
dent of St. Louis Shipbuilding and Steel Co., builders of vessel 


Louis and Ohio river cities, as well 
as New Orleans and Houston. Ports 
above Kansas City are now served oc- 
casionally by the government’s Fed- 
eral Barge Lines, according to the 
firm's new president, David D. Park- 
er. He is vice president and general 
manager of the Texas Barge Lines, 
Inc. which moves petroleum products 
from Houston to ports on the Mis- 
sissippi, Ohio and Illinois Rivers. 

Two towboats are to be built on 
the Houston Ship Channel for the 
firm and will be ready for operation 
next spring. Twelve dry cargo barges 
are also planned for construction. 
However, Mr. Parker has been trying 
to lease a couple of towboats in order 
to get the service started this sum- 
mer. 

This firm purchased the interest in 
the Sioux City-New Orleans Barge 
Line Co., which holds prior rights on 
portions of the Missouri and Missis- 
sippi Rivers. Its equipment was sold 
to other lines in 1941. 

The other new firm is the Hutchin- 
son Barge Lines with headquarters in 
St. Louis. This line’s towboat, the 
Gene C. Hutchinson, especially de- 
signed for high speed towing, was 
completed this spring at the St. Louis 
Shipbuilding and Steel Co. It has 
three integrated oil barges, each 290 
x 50 x 12 ft. Pool speed is 12% 
miles per hour with a cargo of 10,000 
tons. 

The small group of men identified 
with this firm are well known in 
Great Lakes circles. A retired lake 
skipper, Capt. John M. Johnson of 
St. Louis is president, Gene C. Hutch- 
inson, a partner of Hutchinson & Co., 
lake ship operators with headquarters 
in Cleveland, treasurer, and John T. 
Jaeger of the law firm of Johnson, 
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Branand and Jaeger of Cleveland, is 
secretary. 
» » * 


Transportation bottlenecks choking 
off industrial development in Chicago 


: Send for Descriptive 


: Bulletin CT-101 


and the Illinois River valley are be- 
ing studied by a new Illinois Valley 
Development Committee preliminary 
to recommendations for their elimi- 
nation or correction. The committee 
has been organized under the Missis- 
sippi Valley Assn. 

The committee has already en- 
dorsed the Port of Chicago Authority, 
approved the plan for dual controls 
on the Chicago Sanitary and Ship 
Canal, and recommended navigation 
improvements on the Calumet-Sag 
canals, Calumet river and Calumet 
lake. Several oil firms are repre- 
sented among the members, who are 
leaders in industry, agriculture, com- 
merce and transportation. Wilfred 
Sykes, president of Inland Steel, is 
chairman, and Lee R. Cowles of 
Standard Oil Co. of Indiana, is ex- 
ecutive vice-chairman. 

> ” > 

Secretary of Commerce, Charles 
Sawyer has appointed a Transporta- 
tion Council to advise him on trans- 
portation matters. The barge and 
towing vessel industry and the inland 
waterways are well represented on 
the council. Chester C. Thompson 
head of the American Waterways 
Operators, Inc., Washington, D. C.; 
A. W. Frey, vice-president of Na- 
tional Oil Transport, New York City, 
and J. W. Hershey, vice president of 
Commercial Petroleum and Trans- 


CELSO 


BRATING 
TANKS 


Experience of REPETITION with hundreds of units has given us 


the “know-how 


INSTRUMENTS. Building 


necessary to fabricate these REAL PRECISION 
calibrating and guaranteeing a cali- 


brating tank is specialized, painstaking work and is definitely 


out” of the price-per-pound category 


All EXCEL-SO Calibrating Tanks are 


Guaranteed Satisfactory,’ 


are designed to conform to the A.P.I. tentative code +1101, but 
may be furnished with such modifications as you the customer, 


may require 


WARNER LEWIS COMPANY 
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port Co., 
members. 


Houston, are among the 


New Vessels—Under the fourth 
quarter steel allotment, vessels cur- 
rently under construction include the 
following: tugs, towboats and self- 
propelled vessels, 29; and petroleum 
and liquid cargo barges, 31. 

Vessels on order (construction to 
be started from available materials 
and fourth quarter rollings from the 
steel mills) include: tugs, towboats 
and self-propelled vessels, 11; and 
petroleum and liquid cargo barges, 25. 


A sister-ship to the most powerful 
towing vessel ever constructed for 
use on the nation’s inland waterways, 
the Aetna-Louisville, is off the ways 
at the Calumet Shipyard and Dry 
Dock plant in South Chicago. The 
new craft is named Allied-Ashland 
in honor of Allied Oil Co., Inc., Cleve- 
land, Ohio, fuel marketing affiliate 
of Ashland. 


Both vessels are 4,800-h.p. and will 
push eight integrated barges carrying 
200,000 bbls. of crude oil. Tow and 
barges have an over-all length of 
1,170 ft. or more than 1/5 of a mile. 
The integrated barges are built by 


IMPORTANT MESSAGE 
10 
THE OIL INDUSTRY 


Everybody talks about selling more 
oil, but hardly anyone has done it 
successfully. Customers no longer 
believe what oil companies tell them 
about the value of oil. Now, at last, 
a nationally famous outside author- 
ity has come to our help. The April 
1952 edition of POPULAR MECH- 
ANICS, in an articles WHEN TO 
CHANGE OIL explains in clear, sim- 
ple style with illustrations why the 
motorist should change his oil every 
1000 miles. We secured the right to 
reprint this article. When our sta- 
tion men handed customers reprints 
our oil sales skyrocketed and are 
still climbing. We supplied reprints 
to other companies who have had 
amazing results. We are supplying 
these reprints as a service to our 
industry. WRITE US TODAY FOR 
FREE SAMPLE REPRINTS AND 
FULL INFORMATION. 


LIBERTY PETROLEUM CO. 
Dept. N.P.N., Mt. Vernon, Ill. 














Ingalls Shipbuilding Corp., Decatur, 
Ala. 

The latest towboat to come out for 
the Texas Barge Line, is the 1,800 
h.p. Capt. Charles T. Parker built 
on Green’s Bayou, Houston, by Park- 
er Bros. and Co. The boat was named 
for the late Capt. Parker, who was 
a senior member of the Parker Bros. 
and Co., and is similar to the Vivian 
Parker of the line. 

Sinclair Refining Co. announces 
that they are adding a second tow- 


boat to a river fleet which includes 
14 steel barges and the motor-vessel 
Sinclair St. Louis, the former Mattie 
P. Simpson constructed last fall. The 
new towboat, Sinclair-Chicago, being 
built at the Harrisburg Machine 
Works at Harrisburg, Texas, suburb 
of Houston, will have a retractable 
pilothouse for operation between 
Texas-Louisiana points and Chicago. 
The 1,900 h.p. vessel will have a 
speed of 14 miles per hour, light, in 
pool water. 


1952 Tank Trailer Output Expected 
To Exceed '51 Despite Steel Strike 


By NPN Staff Writer 


Chances are pretty good that man- 
ufacturers will be able to better the 
monthly output of 318 tank trailer 
units averaged in 1950, despite the 
crimp in production which can be an- 
ticipated as a result of the almost 
two-month steel strike just ended. 


Tank truck trailer manufacturers 
for the first four months this year 
produced tank trailers at the rate of 
about 403 per month, about 19 units 
per month below the record monthly 
average of about 422 per month, 
according to data released by the 
Department of Commerce. 


It’s possible that the average may 
remain above the 400 mark through 
the first six months of the year, for 
full impact of the steel strike may 
be delayed until the last quarter since 
some manufacturers in the truck and 
trailer field stock their basic steel 
four to six months in advance. How- 
ever, small parts suppliers of truck 
and trailer parts already have been 
hit with the result that the steel 
strike effects have been felt by larger 
manufacturers. 


Assuming that tank trailer manu- 
facturers will lose the equivalent of 
two month’s output of units due to 
the steel strike, if for the remainder 
of the year they can maintain the 403 
monthly production rate, they will 
still end the year with an average 
output of about 336 tank trailers per 
month, or about 18 per month above 
the 1950 figure. 

One thing seems evident—there’s 
little chance that the tank trailer 
makers will be able to meet the esti- 
mated oil industry demand for tank 
trailers as forecast last February by 
Petroleum Administration for De- 
fense (see NPN Feb. 27, p. 20). 

In it’s forecast of tank trailer de- 
mand, PAD estimated 5,555 semi- 
trailers and trailers would have to be 
produced to meet the oil demand for 
new tank trailer equipment. That’s 
an average rate of about 463 per 
month—or about 10% higher than 
the 1951 record rate. It’s about 13% 
higher than the average monthly rate 
for the first four months of this year. 


However, PAD also estimated that 
another 1,883 trailers and semi-trail- 
ers would be needed to replace tank 
units destined to be scrapped during 
1951 and 1952. Added to the new 
equipment requirements, this means 
a total of 7,438 trailer and semi- 
trailer units, or about 620 per month. 
That’s almost 54% above the monthly 
rate for the first four months of this 
year and about 47% above the rate 
set per month in 1951. 


A breakdown of tank trailer and 
semi-trailer production indicates that 
since World War II, the monthly 
averages are about as follows: 

Month No. Tank 
and Trailers 
Year Shipped 
1950 ‘ 3.812 
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A breakdown of tank trailer ship- 
ments for the last 28 months is shown 
in the following table. Shipments 
show a steady decline from the high 
point in January—492—and for April 
was only 360 units. 
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* Includes only first four months of 1952. 

** PAD’s estimate for tank trailer needs, in- 
cluding anticipated replacements. 

*** PAD’s estimate for tank trailer needs 
including anticipated replacements. 
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TRANSPORTATION TOPICS 


Directional Signal Devices on Motor Vehicles 
Required in Most States in Varying Degrees 


By Holger Ridder, Transportation Editor 


Forty-one of 48 states require that 
motor vehicles be equipped with 
eithe> mechanical or electrical direc- 
tional signal Cevices. In only seven 
states is there no requirement for 
such devices. 


According to Brooke, Smith, 


French & Dorrance, Inc., Detroit and | 
New York advertising agency which | 


SE 


THAN COMPARABLE COUPLINGS! 


compiled a comprehensive report on 
the subject for a client, there are 
varying conditions in different states 
under which directional signals are 
required. 

The agency lists conditions under 
which sigrals are required in the fol- 
lowing states: 

Signals Required When Hand Sig- 
nal Is Obscured—Alabama, Arizona, 
Arkansas, Co!oraco, Delaware, Flor- 
ida, Idaho, Ul:nois, Kentucky, Louis- 
iana, Maine, Ma y‘and, Massachucetts, 
Mississippi, Missouri, Nebraska, New 
Jersey, New Mex:co, Ohio, Ok!ahoma, 
Oregon, Pennsylvan’a, Rhode Island, 
South Carolina, South Dakota, Texas, 
Utah, Virgin:a, Washington, West Vir- 
ginia, Wisconsin and Wyoming. 

When Hand S‘gnal Obscured, And 
on All Automob:le Trailer Coaches— 
California. 


seem to find—at least, not at the 
time they want it most. 


Prepared by A. Knirhton Seidel 
and LaVerne Morgan, the Rumbley 
report was first given before the Na- 
tional Accounting Committee of 


American Trucking Assns. at its 
meeting last fal in Detroit. 

To do complete justice to the 
Rumbley report would entail an al- 
mos.-book-length account, and since 
that’s out of the question, here's @ 
b-ief summary of topics covered in 
the report: 


“Management Can Control Mainte- 
nance Costs,” by Mr. Seidel. Best 
summation of this section is found in 
the author’s own words, when he 
says, “As tank operators we have had 
the time to stucy this problem of 
maintenance and we have looked 
squarely at this problem long enough 
to learn that management can con- 
trol maintenance costs through good 





New Fiexiflange Flexible Couplings — 
Specially Designed for Tank-Truck Use 


Because the emphasis over the past few years 
has been on faster unloading, truck and trailer 
truck operators have been moving to large size 
piping. There has been one important drawback, 
however, to this trend. Leakproof, flexible cou- 
plings to fit the larger pipe have always bee. 
available—but they are designed primarily for 
use in bulk plants and refineries. This means they 
are much heavier than need be. 

Now Philadelphia Valve Co. has solved the 
problem with its new line of Flexiflange Flexible 
Couplings. Made of malleable iron, they are 
engineered specifically for use in truck and 
trailer tanks. They're designed for 100 psi with 
a liberal safety factor—far stronger than neces- 
sary for tank-truck service—yet in most cases 
they offer a weight saving of up to 58}4 percent! 

Flexiflange Couplings fit into the same grooves 
as any standard couplings. The seals, too, are 
interchangeable with other standard makes. 
They are available in all sizes from 1” to 6”. Pipe 
sleeve adapters can also be furnished. 

To get peak efficiency with up to 5814 percent 
saving in weight, be sure to specify Flexiflange 
Couplings by Philadelphia Valve. Write for 
complete information and prices. 


PHILADELPHIA VALVE COMPANY 


3415 Aramingo Avenue, Philadelphia 34, Pa. 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, 
San Francisco 5, Calif. © Howard Supply Co., 
5125 Santa Fe Avenue, Los Angeles 11, Calif. 


When Hand Signal Obscured, and 
on all House Trailzrs—Connecticut. 

On School Busses and When Hand 
Signal Obscured—Indiana. 

On All New Vehicles—Minnesota 
(after July 1, 1949), New Hampshire, 
New York and North Dakota - (all 
after Jan.-1, 1952) 

Legally Used Only on _ School 
Busses— Montana. 

Hand Signal Obscured and on All 
Right-Hand Drive Vehicles — North 
Carolina. 

Signals Not Required — Georgia, 
Iowa, Kansas, Michigan, Nevada, 
Tennessee and Vermont. 

The agency also gives in its report 
various legislative sections pertaining 
to the use and necessary approval of 
directional signal Cevices, 


Controlling Maintenance Costs—F. 
N. Rumbley Co., tank truck trans- 
porter of Fresno, Calif., has compiled 
@ maintenance cost study report 
which is packed with the kind of ma- 
terial many transporters—and oil 
marketers—seek but very often can’t 
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supervision using adequate mainte- 
nance records and reports.” 








“Maintenance Cost Control—How 
It is Used,” is by Mr. Morgan and 
includes such exhibits as: mainte- 
nance job coce chart; purchasing and 
perpetual inventory control; shop 
time card and job labor card; job 
requisition card and cost accounting 
reports. 





Education—Penn State College has 


/ ° s 
three courses on tap f this fall 
youll gain more with co eapy ey Digit Boe 


and others in the trucking field. The 
ROPER 3600 SERIES PUMPS first is a motor fleet supervisor train- 
ing course, Sept. 22-26. This is for 
driver supervisérs, safety directors, 
terminal managers, dispatchers and 


other fleet personnel who supervise 
commercial drivers. Fee is $20. 


The second course is the Traffic 
Engineering Conference Sept. 30-Oct. 
2. This may sound unrelated to the 
truck man, but possibly public rela- 
tions men in the trucking field could 
learn much from this session of traffic 
engineers, municipal engineers, high- 
ways engineers, traffic officers and 
others conce~ned with traffic engi- 
neering problems. Among this cate- 
gory of people are inc'uded some of 
those who classify trucking as a prin- 
cipal traffic problem. Attendance at 
these sessions might bring to light 
some ways in which a more co-op- 
erative relationship can be established 
between traffic and highway people, 
and the trucking industry. Fee for 


In seven capacities from 40 to 300 G.P.M. |‘: consrence B®. 


Penn State’s third session is a top 


Easy to install and operate ... dependable to reduce down-time, management conference for owners 
you'll find the Roper Series 3600 Truck Pump a worthwhile | "4 senior executives of motor fleets 
investment in necessary equipment. This is a complete unit, | "4 18 scheduled for Nov. 13-14. Con- 
ready for hook-up on any type of drive, and for all conditions | fTence has @ three-fold aim: (1) 


healthier net profits and reduction of 
insurance, accicent and operating 
@ High lead bronze bearings — deep packing box with 8 split | costs: (2) providing management re- 
ring packings. lief through development of compe- 
ep R thly i ial h ss tent understudies and safety manage- 
umping gears run smoothly in axial hydraulic balance. ment, and (3) constructive public re- 
@ Adjustable relief valve assures full capacity when pumping... lations program, forestalling punitive 
permits nozzle shut off without stopping pump. legislation. Fee is $25. 


Compact design, lightweight... ideal for new installations or eae 


for replacement. Note with Interest—Gov. Alfred E. 
Driscoll of New Jersey is credited 
with warning that, despite Jersey’s 
success so far with the Jersey Turn- 
pike, it should not be used as a pat- 
tern for other toll roads because the 


SEE YOUR NEAREST ROPER DISTRIBUTOR on er ae a 


of piping and mounting. 


Send for Literature 


or 





Safety—The safety record of petro- 
leum tank trucks continues to im- 
Geo. D. Roper Corporation prove. One reason for that is the 
emphasis placed on safety by so many 
478 Blackhawk Park Avenue tank truck operators. For example: 


Refiners Transport & Terminal 
Rockford, Illinois Corp., Detroit, is holder of third 
place among winners in the National 
Safety Council Employe Safety Con- 
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test, Commercial Vehicle Section, 
Group A, for 1951. According to C. 
C. Bingaman, safety and personnel di- 
rector at Refiners, company’s em- 
ployes worked 933,237 manhours with 
only eight lost-time injuries for the 
year. 

At the mid-year meeting of Na- 
tional Tank Truck Carriers, Inc., at 
Coronado, Calif., early this summer, 
Ruan Transport Co:p. of Des Moines, 
Iowa, for the second consecutive year 
was presented with the Trailmobile 
tank truck trophy. The award, ac- 
cording to Trailmobile, Inc., donor of 
the trophy, was made to Ruan on 
four points: 

1—Ruan had helped set up the first 
professional drivers’ school at its 
state college; 

2—The company had helped or- 
ganize a state council of safety su- 
pervisors; 

3—It had expended much time and 
money in advertising and publicity to 
disseminate the story of safety to 
the motoring public, and 

4—It had received many letters of 
thanks from persons whom its drivers 
had assisted when in trouble on the 
highway. 

As a last example, there is the 
O’Boyle Tank Lines, Washington, 
D. C., which in June awarded safe 
driving pins to 52 of its drivers for 
operating intercity tank trucks dur- 
ing 1951 without a chargeable acci- 
dent. In addition there were 18 driv- 
ers who completed 1951 without an 
accident of any kind—chargeable or 
nonchargeable. O’Boyle Tank Lines 
operates 100 tank semi-trailer units 
hauling oil products, liquid sugar and 
alcohol in eight states — Delaware, 
Maryland, New Jersey, North Caro- 
lina, Ohio, Pennsylvania, Virginia, 
West Virginia and the District of 
Columbia. 


“Airlines Maintenance”—Jack Ste- 
venson, fo-mer United Airlines Den- 
ver maintenance superintendent, is 
now maintenance manager for R. B. 
“Dick” Wilson, Inc., Denver tank 
truck operator. Mr. Stevenson says 
he proposes to “build airlines safety 
and controls into the maintenance 
program.” 

Dick Wilson, head of the company, 
also is emp!oying the services of Carl 
G. Seashore Associates to organize a 
program aimed at reducing operating 
costs and improving operations. 


Courtesy Pays — Supertest Petro- 
leum Corp., Ltd., London, Ont., finds 
courtesy pays. A recent issue of The 
Supertest Maple Leaf, company house 
organ, published some impressive evi- 
dence of this. The magazine pub- 
lished 14 letters sent to the company 
to express thanks for various deeds 
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performed by company drivers and 
other employes. Services ranged from 
the simple courtesy of a fuel oil truck 
driver to such things as: rushing an 
accident victim to a hospital; helping 
a motorist change tires on the road; 
towing a disabled vehicle; pulling a 
car out of a snowdrift; return of @ 
lost wallet containing $70, etc. 


Rails Fight Oil on Rate Hike 


WASHINGTON — Railroads are 
balking at proposals by oil shippers 
to remove general freight rate in- 
creases from petroleum products in 
tank cars, according to C. Austin 
Sutherland, managing director of Na- 
tional Tank Truck Carriers. 


Shippers seeking removal of in- 
creases point out that, although they 
have pipe lines available for shipment 
of gasoline, distillate and kerosine, 
they cannot ship by-product output 
of residuals, asphalt, lubricating oils 
and waxes by pipe line. Thus to reach 
markets too far distant for tank truck 
movement, they must rely on rail- 
roads or else they cannot compete 
with other oil companies nearer their 
markets. 

Shippers say they are concerned 
with long-haul rates, since short 
hauls are handled principally by tank 
trucks. 

Proposals for removal of rate in- 
creases have been docketed in rail 
rate bureaus covering almost entire 
country, Mr. Sutherland said. 








$7715" 


PER CAR 


IS 


HYDRA-MATIC - DYNAFLOW 
POWERGLIDE - ULTRAMATIC 
FORD-O-MATIC - MERC-O-MATIC 


AUTOMATIC 


TRANSMISSIONS 
and it’s as simple as an oil change 


More than 4,000,000 General Motors and 
other make cars are already equipped 
with ic te ions and the num- 
ber is ever growing! These units require 
a refill every 10,000 to 25,000 miles. The 
Service Manual which the Bell Company 
offers, fully explains how to service and 
refill these transmissions. Any garage or 
service station with a grease rack can ren- 
der this service. FLARE LIQUI-MATIC 
FLUID was developed in 1945 by the 





Bell Company and has performed per- 
fectly in the automatic transmissions of 
thousands of General Motors and other 
make cars. Your local jobber has FLARE 
LIQUI-MATIC FLUID available in com 
venient sizes. Contact him today. 


THE BELL COMPANY, Inc. 
415.N. Wolcott Ave., Chicege 22, It. 


*Fere Liqui-Motic Fluid retoils for 654 © quert The 

cor used 11 quorts, which motes o toto! sole 
of $7.15. in eddition, many deoler: moke @ chor ge 
for service. Your opportunity fer greeter profits. 


YOUR CUSTOMER'S AVERAGE SALE 
WHEN HE FEATURES 





WME GEL COMPANY, mec 
413M. WOLCOTT AVE, CHICAGO 22, mL 


Pleere rend me immediotely «tee copy 0 yew Servite Manet 
om Automatic Tronims some 
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These Men Made Company Grow 


John W. Hancock 
Founder 


Will J. Reid 


President Executive 


Vice President 


The Story of Hancock's Rise 


1947-1951. ... .782,783,486 gals. 
1942-1946. ... .257,973,149 gals. 


While celebrating its 30th anniver- 
sa~y this year, the Hancock Oil Co. 
(Long Beach, Calif.) disclosed a mar- 
keting gain that is unusual even in 
an area where marketing records are 
commonp’ace. 

Hancock’s gasoline volume for the 
past five-year period is 300% greater 
than the volume for the preceding 
five years: 

1947-1952. ... 782,783,486 gals. 
1942-1947. ... 257,973,149 ga's. 

Almost all West Coast oil com- 
panies have reported increased busi- 
ness in the post-World War II period. 
During the war, rationing limited 
civilian sales. Since the war, cemand 
has been rising steadily. But even 
so, 300% is a lot of percentage. 


How It Was Done—There is a two- 
part explanation. 


First, Hancock had the rasoline to 
sell. Through an arrangement made 
in 1947 with General Petroleum, a 
certain volume of Hancock’s crude 
production was processed at GP's re- 
finery in Torrance (Greater Los An- 
gees), and Hancock received a con- 
tracted quantity of ga-oline. Han- 
cock’s refining capacity of 12,000 
b/d is less than half of its production; 
and its cracking capacity is on'y 
1,800 b/d. The a-rangement furnished 
Hancock with lots of gasoline. There 
was some question at first as to 


whether markets could be found to 
take it all. 


The second part is that Hancock 
did find the markets. And multiple- 
pump service stations were a big fac- 
tor. Important customers incluce the 
multi-pump siations which have been 
springing up during that five-year 
span and two big distributo’s in the 
Pacific Northwest—Time Oi] Co., 
Seattle, and the Northwest Oil Co., 
Portland. 


Gasoline rains took place under the 
direction of Newcomb D. Taylor, light 
oils sales manager. (Hancock coes 
not have a sales manager in charge 
of all marketirg. Instead it divides 
the respons'‘bilities between Mr. Tay- 
lor and B. H. Dresser, heavy oils sales 
manager, furcticning as equals. Mr. 
Dresser directs fuel oil sales and ex- 
port sales, including gasoline.) 


Product O:tkets—During the past 
five years, Hancock has built several 
mu!ti-pump outlets of its own and kas 
lined up accounts with many Indéde- 
pendent dealers who have their own 
multi-island stations. Products are 
sold through both serve-yourself and 
rerular-service multi’s. 


Some Los Angeles jobbers who sell 
fasoline uncer their own brand names 
have been big customers, dispensing 
large volumes through their multiple- 
pump units, both regular service and 
self-serve. 


In addition, Hancock has main- 





John W. Hancock 


Newcomb D. Taylor 
Light Oil 
Sales Manager 


tained a heavy flow through its con- 
ventional stations. It has been ac- 
quiring new outlets steadily. 


Hancock’s gallonage gains have 
been close'y watched by the majors, 
because the 30-year-old Long Beach 
company is a hard competitor. A 

arketing official of one major com- 
mented, “They’re a hell of an aggres- 
sive outfit. They'll go out and take 
business right out of your hand.” 


Although Hancock exports to other 
states, its own ma keting area is con- 
f'ned to California, where it has about 
30 distributors and 700 dealers. Cur- 
rent gasoline volume is running about 
177,000,000 gals. a year, excluding 
exports. Estimated total is between 
18 and 20 million rals. per month— 
well over 200,000,000 gals. annually. 


The Road Up—lIt has come a long 
way since 1922, the year it went into 
business. During the first five years 
(1922-27), its total gasoline volume 
was 33.970,008 gals., which is about 
two months’ business these days. At 
first, Hancock specialized in refining 
crude for the majors. 


But in 1925, gasoline became so 
plentiful, Hancock had to face up to 
the problem of getting rid of it. A 
loading rack was built, and anyone 
with a truck was invited to buy a 
load. 


In the autumn of 1926, the refinery 
was shut down; and all but six men 
were laid off until sales picked up. 

In 1927, it was cecided the com- 
pany needed its own production, After 
a series of drilling failures, Hancock 
brought in its own well and has built 
up its own sources since. 


During the depression years of the 
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30’s, the company a!so had rough go- 
ing, like many others. 

It got on solid footing, though, and 
has been in the money ever since. 
Early this year, siock which was 
quoted at about $300, was split 10- 
to-1. Nearly 95% of the stock is 
owned by Califo nia residents, the 
majority of them living in Long 
Beach. Assets to.alled over $28 mil- 
lion in the last annual report, 


Sales of refined procucts totalled 
8,584,529 bbls. curing the fiscal year 
of the last report, for a gross intake 
of $58,830,365. 

Hancock's refinery in Long Beach 
has a cruce oil capacity of 12,000 b/d 
and cracked gasoline capacity of 1,800 
b/d. 

Crude production, now running be- 
tween 25,000 b/d and 30,000 b/d, 
comes principally from such fields as 
Signal Hill, Long Beach Harbor, 
Mountain View, Santa Maria and Cu- 
yama Valley. Other production ac- 
tivities are conducted in Texas, Neva- 
da, Utah, Colorado, New Mexico, Wy- 
oming, Montana and the Dakotas. 


It has substantial interests in the 
Southwest Exploration Co., the Long 
Beach Oil Development Co. and also 
the American Independent Oil Co., 
drilling in the Kuwait-Saudi Arabia 
neutral zone near the. Persian Gulf. 

More revenue comes from its sub- 
sidiary, the Hancock Chemical Co., 
from the sale of sulfur, extracted 
from waste refinery gases, 


Labor Peace—Hancock officially 
attributes much of its well-being to 
management-employe relations. It 
hasn’t had a single strike in its 30- 
year history. 

Hancock doesn’t have a fixed policy 
regarding organized labor. Two unions 
have barga‘ning units, representing 
painters and truck drivers, but most 
of the employes a-e not organized. 

Employe relations are dealt with 
by the management committee, com- 
posed of Hancock’s key officials, and 
personnel officers. 

Here are some of the things the 300 
employes receive over and above the 
regular pay checks: 

A bonus payment of $50 for babies. 
The average is about a dozen a year. 

Turkeys during the holiday season. 

Eight holidays a year with pay. 

Bonuses twice a year, the total 
amounting to an extra month’s pay. 

Annual departmental dinners. 

Financial assistance when there is 
an unexpected family expense. 


Group life insurance without cost; 
benefits during periods of sickness 
and injury; group accident and sick- 
ness insurance is ava.lable, and regu- 
lar vacations are given, 


Four shaves of stock were given to 
each employe by President Will J. 
Reid three years ago. Last year, the 
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company donated six more. Follow- 
ing the 10-to-1 split, most of the em- 
ployes now~have 100 shares of stock, 
worth $2,750 on the market tocay. 


Officers—Mr. Reid, 63, has been 
president since the company’s found. 
ing. Serving with him on the com- 
pact management committee are John 
W. Hancock (son of the founder, 
John Wa!ker Hancock), executive 
vice president; W. T. Eancock (bro- 
ther of the founcer), vice president in 
charge of refin:ng; J. J. Shrewsbury, 
secretary and treasurer; P, T. Martin, 
poduction manager, and Mr. Dresser 
and Mr. Taylor. 


Booklet Has Oil Heat Facts 


NEW YORK—A simplified expla- 
nation of the various types and ap- 
plications of automatic oil heat is con- 
tained in a 14-page booklet entitled 
“Put Your Home on Comfort Street,” 
prepared by the Oil-Heat Institute of 
America, Inc., for. distribution by 
members to customers. 

The three-color illustrated booklet 
explains the two basic types of heat- 
ing systems and leads the reader 
through houses equipped with the va- 
rious applications of air and hot water 
or steam heat, pointing out the ad- 
vantages of each. 





We call this 


OKHEIM 


our handy-andy 


This Tokheim double-action pump is 
handier in scores of situations. Around 
service stations ... for consumer use in 
... for cleaning 
out underground tanks. Operating with 
a single sturdy diaphragm, it delivers a 
continuous flow on back and forward 
strokes. Available in several models— 
with hose or spout outlets—for drums 


industry and on farms 


IMustration shows a 
Tokheim pump remov- 
ing sludge and woter 
from a storage tank. 


TOKHEIM FEATURES 

* Self-priming 

* Easy operation 

*® Single Diaphragm — yet 
pumps on back and for- 
ward strokes 


* High suction efficiency 
*® Rapid delivery 
* All-round reliability 


or underground tanks. Call your Tokheim 


representative today or write factory for 


literature and prices. 


The most satisfactory trans- 
fer pump in the market. See 
it, try it and you'll agree! 





General Products Division 


TOKHEIM OIL TANK AND PUMP COMPANY 


1650 Wabash Ave., Fort Wayne 1, indiana 


Factory Branch: 1309 Howard St., San Francisco 3, Calif. 


OKHEIM 


UBLE-ACTION 


HAND PUMPS 
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GET ACQUAINTED TOUR—Top executives of Cities Service Oil headed by S. B. Irelan, president (front-center), stop in Chicago 
on tour of Mid-Continent and Great Lakes areas for purpose of getting acquainted with all company employes. Others in picture are 
(left to right) J. H. Purnell, director of publication and news; Frank M. Perry, vice president in charge of natural gasoline and 
chemical operations; E. L. Stauffacher, vice president of marketing; T. P. Steeper, vice president, co-ordinator of marketing and re- 
fining; C. S. Mitchel), president of Cities Service Pipe Line Co.; Lee NN. Haugen, vice president of refining; B. J. Farwig, assistant 
sales manager, marketing division; G. C. Richardson, general superintendent of operations, marketing division; and Guy Wheatley, 


Mr. Hughey 


Pennrylvania Refining Co., Cleve- 
land, has appointed Frank A. Good 
sales manager, and Joseph H. 
Hughey, marketing manager of the 
Ohio division. 


Mr. Good started with the com- 
pany in 1941 and until his recent 
appointment, was sales representative 
in the eastern Ohio region. A gradu- 
ate of Grove City College, he served 
with the Army in the Pacific Theater 
during World War II and was dis- 
charged with the rank of major. 

Mr. Hughey got back from Korea 
in November where he had served 


Mr. Good - 





special assistant 


aboard the U. S. S. Jenkins and the 
Breckinridge. He was with the 
Navy during World War II and joined 
Penrsylvania Refining after his dis- 
charge in 1945. He was at one time 
with Barnsdall Refining Co., and also 
had operated his own company, the 
Petroleum Products Co. 


Edward T. Storey has retired as 
Wyoming sales manager for Indiana 
Standard. 


Mr. Storey first started in the oil 
business in 1925 when he resigned his 
position of assistant cashier of the 
American National Bank at Cheyenne 
to become vice presicent of the Aero 
Oil Co. In 1927 when Midwest Re- 
fining Co. purchased Aero Oil, he be- 
came Midwest’s sales manager for 
Wyoming. When Standard bought 
out the Midwest company in 1931, 
Mr. Storey remained as state sales 
manager. 


Mr. Storey is well known in Wyom- 
ing as the official announcer for the 
Frontier Rodeo. He announced these 








shows every year from 1929 until 
1949. 

Mr. Storey will continue as presi- 
dent of Sweetwater Oil, Rock Springs, 
Wyo., and Laramie Oil Co., Laramie, 
Wyo. He has been p esident of these 
companies for the past 20 years. 


Dennison W. Mills, forme:ly sales 
representative, has been named super- 
visor of service station training for 
General Petroleum in Los Angeles. 


Sightseeing in Europe are Mr. and 
Mrs. Edward Hiser Salrin of Houston, 
who were married in New York July 
25. Mrs. Salrin is the daughter of 
the late Charles S. Deneen, United 
States Senator and Governor of Illi- 
nois, and is the widow of Allmand 
M. Blow, who was a vice president 
of Amerada Petroleum Corp. 

Mr. Salrin is a director and vice 
president of Tide Water Associated 
and is head of the company’s opera- 
tions in the Mid-Continent area. 
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COMING MEETINGS 


AUGUST 

Society of Automotive Engineers, national West 
Coast meeting, Fairmont Hotel, San Fran- 
cisco, Aug. 11-13. 

The Petroleum Marketers Assn, of Texas, an- 
nual mages Baker Hotel, Mineral Wells, 

. 17-19 
of Petroleum Retailers, sixth 
annual session, Carter Hotel, Cleveland, O., 
Aug. 19-22. 

Kentucky Petroleum Marketers Assn., fall out- 
ing and annual golf tournament, Kenlake 
Hotel, Kentucky Lake, Ky., Aug. 20-21, 

SEPTEMBER 

North Caroli Jobb Asen., fall conven- 

tion, Mayview Manor, Blowing Rock, N. C., 

Sept. 4-7. 

Petroleum Jobbers Assn., Inc., annual 
convention, Whitley Hotel, Montgomery, Ala. 





Assn., annual fall conven- 
tion, Grand Hotel, Mackinac Island, Mich., 
Sept. 5-6. 

American Society of Lubrication 
Symposium on Fundamentals of Friction and 
Lubrication in Engineering, Hotel Sherman, 
Chicago, Sept. 8-11. 

OU Industry Information Committee, The Tray- 
more, Atlantic City, Sept. 9-11. 

Society of Automotive Engineers, tractor meet- 
me. Schroeder Hotel, M:lwaukee, Wis., Sept. 
“1 

American Petroleum Institute, Division of Mar- 
keting, Lubrication Committee, The Tray- 
more, Atlantic City, Sept. 10. 

National Petroleum Assn., 50th annual meeting, 
Traymore Hotel, Atlantic City, Sept. 10-12. 

Desk and Derrick Club, national convention, 
Shamrock Hotel, Houston, Sept. 12-13. 

Ohio Petroleum Marketers Assn., Inc., fall 
conference and golf tournament, Commodore 
Perry Hotel Toledo, Ohio, Sept. 16-17. 

Canadian Oj! Industry TRA convention, Royal 
York Hotel, Toronto, Ontario, Sept. 25. 

Western Petroleum lefiners Assn., regional 
meeting, Rocky Mountain Area, Henning 
Hotel, Ca per, Wyo., Sept. 25-26. 

Indep t OW OC s Assn., 5th annual 
meeting, Edgewater Beach Hotel, Chicago, 
Til., Sept. 25-26. 

Empire State Petroleum Assn., Lake Placid 
Club, Lake Placid, N. Y., Sept, 29-Oct. 1. 





OCTOBER 


National Dixie Distributors, Statler Hotel, St. 
Louis, Oct. 3-4. 

National Assn. of Ol! Equipment Jobbers, sec- 
ond annua! meeting, The Neil House, Colum- 


. Indianapolis, 4 

California Natural Gasoline Assn., Am 
Hotel, Los Angeles, Oct. 9-10. 

American Petroleum Credit Assn., La Salle 
Hotel, Chicago, Oct. 12-15. 

Oll Progress Week, Oct. 12-18. 

Western Petroleum fEefiners Assn., regional 
technical ard irdustrial relations meeting, 
Garrett Hotel, El Dorado, Ark., Oct, 16-17, 

South Dab dent O11 Men’s Axssn., 
Alex Johnson Hotel, Rapid City, 8. D., 
Oct. 20-21, 

Pac aging Institute, annua! forum, Hotel Com- 
modore, New York, Oct. 20-22. 

National Safety Council, 40th National Safety 
Congress and Exposition, Conrad Hilton Ho- 
tel, Chicago, Oct. 20-24. 

Society of Automotive Engineers, national 
transportation meeting, Hotel William Penn, 
Pittsburgh, Oct. 22-24, 

Petroleum Jobbers A«sn., ~~ a 

Oct. 23. 





irginia 

Hotel, Old Point Comfort, Va., 
Assn. of Americrn Bettery Mfrs., Palmer 
_House, Paneige Oct. >. 





America, an- 
nual meeting, Skirvin Hotel, Oklahoma City, 
Okla., Oct. 24-25. 

vania Petroleum Assn., 7th annual 
meeting, Pocono Manor Inn, Pocono Manor, 


rease Institute, annual 
meeting, pegcenees Beach Hotel, Chicago, 
Oct. 27-29. 


NOVEMBER 


Society of Automotive Engineers, Diesel 
meeting, Chase Hotel, St. Louis, Nov. 

Society of Automotive national fuels 
— lubricants mesting. Mayo Hotel, Tulsa, 

lov. 6-7. 

National Oil Jobbers Council, annual meeting, 
Congress Hotel, Chicago, Nov. 8-10. 

Oil Industry Information Commit 
Hilton Hotel, Chicago, Nov. 8-13. 

American Petroleum Institute, annual meeting, 
Conrad Hilton Hotel and Palmer House, 
Chicago, Nov. 10-13. 
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PETROLEUM IN- 
DUSTRIES COM- 
MITTEE of Nort. 
Carolina has elec 


chairman. Mr. 
Ragsdale is district 
manager for Sin- 
clair at Raleigh 
and Mr. Meadows 
is district manager 
for Gulf at Char 
lotte 


R. Paul Hug- 
gins has been 
elected a vice 
president of Gulf 
Oil Corp. and 
Gulf Refining, 
and starting 
Sept. 15, will take 
charge of the 
crude oil purchas- 
ing activities of 
the two compa- 
nies, 

Mr. Huggins 
will make his 
new headqua*ters in Houston. He has 
been with Gulf 31 years and is. a 
former vice president of Western 
Gulf Oil, where he was in charge of 
California operations. t 

T. H. Wallace will take Mr. Hug- 
gins’ place at Western Gulf, with 
offices in Los Angeles. He is a form- 
er assistant to Mr. Huggins. 


C. H. Coughlin is now manager of 
Indiana Standard’s Peoria, Ill., sales 
field, succeeding T. V. Warren, who 
retired July 26 after more than 47 
years service with the company. 

Mr. Coughlin is former assistant 
manager-reseller at Peoria, and will 
be succeeded in that position by C. E. 
Beatty of Indianapolis. 


Robert M. Gray, who is in charge 
of Esso Standard’s advertising and 
sales promotion, was recently elected 
chairman of the board and director 
of the Advertising Federation of 
America. He is also vice president 
and director of the Advertising Club 
of New York; director of the Adver- 
tising Council, Audit Bureau of Cir- 
culation and the Traffic Audit Bu- 
reau; a member of the Advertising 
Managers’ Advisory Group of the 
OIIC; vice chairman in charge of ad- 
vertising of the New York-New Jer- 
sey Steering committee of the OIIC; 
and for many years was a director of 
the Assn. of National Advertisers. 

Mr. Gray has been with Esso for 
18 years and has been advertising and 
sales promotion manager since 1944. 


Mr. Huggins 


W. R. Schaefer, Schaefer Oil Co., 
Omaha, Nebr., just finished a clean- 
up campaign during which he painted 
and made repairs on all of his service 
stations, and he is now drawing up 
plans for a new office building. 

Mr. Schaefer is also president of 
Transit Inc, of Omaha. 

T. W. Summers is general manager 
of Schaefer Oil. 
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MOST HOSPITABLE TOWN in the state of Mississippi was the honor bestowed upon 

the city of Booneville during Hospitality Month, an event staged each year by the 

Mississippi Agricultural and Industria) Board. This year the oil industry of the state 

raised $1,500 in prize money part of which is here presented to Marion W. Smith, right, 

mayor of Booneville, and first prize winner, by J. P. “Jack” Scott, state manager for 
Texaco. Mr. Scott served as oil industry chairman of the event 


J. P. “Jack” Scott, Mississippi state 
manager for Texaco was chairman of 
an oil industry group that raised 
$1,500 in prize money which was 
awarded to the most hospitable town 
during Mississippi “Hospitality 
Month,” an event staged each year 
by the Mississippi Agvicultural and 
Industrial Board. The City of Boone- 
ville received the first prize of $1,000, 
while the cities of Collins and Gulf- 
port won awards of $300 and $200, 
as second and third place winners. 


Oil men attending the presentation 
ceremony at Booneville included H. J. 
Nicholas, Gulf Refining; L. E. Alfred, 
Arkansas Fuel Oil; George W. Scott, 
dr., Shell Oil distributor; S, C., Meis- 
burg, acsistant division manager, 
Standard of Kentucky; and Curtis 
Flowers, district representative of 
OTIC. 


Joseph M. Norton, in Standard of 
California’s marketing organization 


at Oakland, Calif., has received a 45- 
year service pin, 
. e 7 

Carl W. Neve has been appointed 
to the newly created position of gen- 
eral credit manager for’ Skelly. Oil's 
marketing cepartment. 

A native of London, England, Mr. 
Neve joined Ske'ly in 1933. Until his 
recent promotion, he was credit man- 
ager for the wholesale petroleum de- 
partment. 

When not wo-king on credit prob- 
lems, Mr. Neve likes to sing and is 
an active member of the SPEBSQSA, 
Inc. (Society for the Preservation and 
Encouragement of Barber Shop 
Quartet Sing':ng in America). 

Succeeding Mr. Neve as wholesale 
credit manager is Victor Gibson, who 
started with Skelly 10 years ago in 
the retail credit department, He is a 
native of Osborn, Mo. 


Harry Barrantine heads the retail 
credit department and William H. 
Carr remains as credit manager |for 
the Skelgas division. 


Paul Zimmerman, Paul Zimmerman 
and Son, Lake Charles, La., has fin- 
ished construction on a new service 
station on Highway 90. The station 
is equipped w:th both car and truck 
grease racks and has 150 ft. frontage. 
Mr. Zimmerman has also remodeled 
and enlarged his bulk plant. 

” + a 


L. G. Packham has been appointed 
overseas general manager of C. C. 
Wakefield and Co., Ltd., London, suc- 
ceeding W. F. List, who is now an 
assistant managing director. 

Mr. Packham has been with the 
company 27 years and was formerly 
manager of the overseas division 
(branches). 


FIRST VISIT to the new offices of Phillips Petroleum’s Tulsa division brings smiles of approval from, left to right, John Getwood, 

regional manager, A. M. Hughes, vice president in charge of sales, a director and member of the executive committee; Glen R. Ames, 

Tulsa division manager; E. J. Webster, sales manager and E. H. Lyon, assistant sales manager. The new Tulsa headquarters are lo- 
cated at Utica Square, 2ist Street at Utica Ave. 
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Eaton Tandems give you all 
these important 


t ATON AXLES—the load-carrying and moving com- 
ponents — are performance-proved by thousands of 
units and millions of miles of service. They are in- 
stalled in the position for which designed and, there- 
fore, are not subject to abnormal stresses or to 
unnatural lubricating problems. 


® The single drive line permits a natural angle and 
direct lead of the propeller shafts; eliminates 
excess parts; simplifies maintenance. 


® The power divider, of simple design, assures the 
transmission of power equally to both axles. 


@ A third differential in the power divider assures 
equalized power transmission to the driving 
wheels even though wheel speed may be variable 
due to road irregularities or differences in tire 
diameter. 


@ The differential lock between forward and rear 
axles (optional on some models) is positive in 
action. With unfavorable road conditions such as 
mud, snow, and ice, this feature makes maximum 
traction available when required. 


Your truck dealer will be glad to explain how Eaton Axle Division 


Tandem Drive Axles give your trucks greater load ,, . vs wee Sig sie 
capacity and at the same time reduce tire maintenance EATON MANUFACTURING COMPANY 


and operating costs. CLEVELAND, OHIO 


3) PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets Hydraulic Valve Lifters » Valve Seat Inserts * Jet 
Engine Parts « Rotor Pumps - Motor Truck Axles * Permanent Mold Gray Iron Castings » Heater-Defroster Units » Snap Rings 
Springtites » Spring Washers » Cold Drawn Steel * Stampings * Leaf and Coil Springs Dynamatic Drives, Brakes, Dynamometers 





OUR SALES REPRESENTATIVE 
1S YOUR ENGINEER 


From blue-print to Highway oper- 

ation, Standard Steel representatives 

are well versed in every transportation 

engineering problem. That is why 

Standard Steel can design and build 

transport tanks to handle economi- 

cally and efficiently the delivery- of 

any liquid or gas product known to 

science. This skill in adapting the 

“load to the road” has identified 

Standard Steel transport superiority 

for more than 40 years. Call on 

: Standard Steel Engineers for any 

i / \J \ tough transportation problem you 
, may have at any time. 








STANDARD STEEL was among the Nation’s first 
manufacturers of petroleum trailer transports. All 
types of Standard Steel petroleum transports, meet- 
ing State and 1.C.C. requirements and meeting 
individual operators’ requirements — are available 
in either custom built or stock units. First—get 
the facts on “STANDARD” 


iL \@ 
Transportation of Food Products presents an entirely je: — 
different engineering problem than Petroleum. The ’ 
semi-moncoque construction of aircraft pressure cabins 
was used; i.e., with insulation “sandwiched between . \ 
an inner and outer stainiess steel shell," to give \ 
insulation, greater strength, and permitting lighter 
over all weight with no sacrifice of strength. 








Other liquid or semi-liquid food products also re- 

quire special types of Standard Steel Transports. 

DAO) ASSES Tanks hauling molasses, for example, must be eas 
to clean, have special means of speed- 


ing up unloading, and be specially 
strong and durable. 


In the case of Acid Transports, special inner-linings 
must be utilized to offset the destructive powers 
of the acid carried. Each acid presents a different 
problem. Standard Steel engineers are experienced 
in all phases of transportation problems. 








OTHER PRODUCTS 


ASPHALT DISTRIBUTORS . . . TAR KETTLES 
AGGREGATE SPREADERS 
MAINTENANCE DISTRIBUTORS 
POWER AND TRACTION DRIVEN 
CONSTRUCTION BROOMS 
BURNERS . . . STREET FLUSHERS 
SUPPLY TANKS ... PIPE LINE EQUIPMENT 


SHELVING HARDWARE DESIGNED — BUILT— TESTED BY ENGINEERS 


AND AGRICULTURAL EQUIPMENT 


Sound engineering—continued research—equipment that is never out-dated 

bad —have placed STANDARD STEEL among the leaders of the transport 

Whatever your transportation problem industry. That’s why 90% of our new orders come from satisfied old cus- 
may be, consult your nearest Standard tomers. Your original investment in STANDARD STEEL TRANSPORTS 


Steel Distributor—or write direct to the . > P ‘ 
Sie tt ettheiete talinnetion on may be the least cost in the long run . .. That’s why it pays to “GO 


Standard Steel Transports. STANDARD.” 


Standard Steel Works « NORTH KANSAS ciTy, Mo. 





